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| The Tremendous Increase 
in School Savings 
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‘THE AUTOMATIC 
RECEIVING TELLER 


This machine, now in use in 
scores of banks, is proving to be 
the effective solution of how to 
get industrial savings at min- 
imum cost. All the employe 
has to do is to place a coin in 
the proper coin slide, push slide 
in full distance and let it return 
with stamps. Detach stamps 
and paste in a folder, which is 
furnished. These stamps, rep- 
resenting savings, are made 
for pennies, nickels, dimes and 
quarters. 


indicate deposits of five and a half million dollars 

during the last school year,—an increase of 40 
per cent over the preceding year and of more than 
100 per cent over the second previous year. 


When you consider that this vast sum consisted 
principally of the pennies, nickels and dimes of the 
children and that school savings is a comparatively 
new tendency in American banking, the great potential 
possibilities of this field for fertile development are at 
once apparent. - 


The AUTOMATIC RECEIVING TELLER has 
contributed in a remarkable degree to the growth of 
the school savings plan because it has made it easy for 
the children to save; it has furnished an interesting 
incentive to deposit regularly and it has helped to 
educate the children to common banking usage and to 
the importance of a good banking connection. 


‘Scores of banks in all parts of the country have - 
found the AUTOMATIC RECEIVING TELLER to 
be the simple and effective solution to the problem of 
making the children save regularly. Wherever these 
machines have been tried, they have won the un- 
qualified endorsement of the bankers as an uplifting 
influence for thrift among the children. 


The coming months of 1923 promise to record a 
marked gain in school savings. 


Are you planning to get your share? 


If not, resolve to do so now. We shall be pleased 
to send, without obligation, some of the interesting 
and profitable experiences of banks that are using 


AUTOMATIC RECEIVING TELLERS. 


May we serve your Bank ? 


American Banking Machine Corporation 


Executive Offices 


400 North Michigan Ave. 
CHICAGO 


New York Office 
62 Cedar St. 
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What Do Savings Accounts Cost? 


By Clifford A. Blodgett 


OU WOULD THINK thirty-five dollars each a pretty stiff 
price to pay for new savings accounts. And yet, if it costs 
approximately $3.50 each to secure them and only one in ten 
becomes a permanent, satisfactory, growing one, what is the 


resultant cost P 


We can applaud the bank ‘vhich 
paid $17,500 for having 5,000 new 
accounts put on its ledgers; but it 
may look forward to the moral cer- 
tainty that unless it does something 
a large proportion of those accounts 
will disappear like dew before the 
morning sun. Which argues not a 
whit against a paid solicitation for 
new accounts; but for doing some- 
thing after acquiring them. 


Few banks can tell exactly what 
their new accounts cost. 
bank can figure roughly the cost of 
_its new account effort for .1922 and 
divide that by the number of ac- 
counts opened to find the average 
cost. To find the cost per survivor, 
however, the bank may first subtract 
the number closed during the year 
from the number opened (if possible) 
and divide the result into the cost 
of securing them. The revelation 
may startle you. 


For then you will know the actual 
gain in the number of accounts in 
1922; and how much it cost. 


But any 


But the net gain is, broadly, “sur- 
vivors.” A large proportion will not 
have balances large enough to sus- 
tain themselves. They are there at 
the expense of the depositors’ ac- 
counts which are on the right side of 
the dead line of profit. 


If a bank’s net increase per year 
in the number of savings accounts 
costs twenty to thirty-five dollars per 
survivor regardless of size of his bal- 
ance, what is more clearly indicated 
than the need of adopting measures 
to accomplish two purposes— 


1. Minimize close-outs. 
2. Increase balances to a point 
beyond the dead line of loss. 


The answer is simple. Paradoxi- 
cal as it seems, the bank may pay a 
trifle more for frequent encourage- 
ment and thereby materially reduce 
the cost. For, in doing so, many 
accounts are saved from closing and 


“the cost distributed over a larger 


number. Moreover, the resulting 
increase in deposits without a cor- 
responding increase in overhead pays 
real dividends. 


HARVEY BLODGETT COMPANY 


Business Building for Banks 
EXECUTIVE AND SALES OFFICES 
UNIVERSITY AND WHEELER AVENUES, ST. PAUL 


DISTRICT OFFICES 
23 W. Forty-third Street, New York 
Citizens National Bank Building, Los Angeles 


First National Bank Building, Chicago 
Old South Building, Boston 
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The 
Chicago PFournal of Commerce 


Annual Financial 


and 


Business Review and Forecast 


issued 
JANUARY 3rd, 1923 


Reviews for the year prepared by each of the editors of the twenty-eight business 
departments in this newspaper. Every phase of business measured statistically. The 
business history of the world told by authorities of international reputation. 


Among this year’s contributors and the subjects which they discuss are the following: 


Banking. . ; .H. Parker Willis. ... .....Prof. of Banking, Columbia Univ., Director of 
Our position i in the Business Research for the Fed. Res. Bd. 

Cycle. . nastier: .Dr. Wesley Clair Mitchell. ..Author of ‘‘Business Cycles.”” Prof. at New 

School of Social Research. 

The Railroad Labor Situation Prof. W. J. Cunningham... . James J. Hill, Prof. of Transportation, Harvard 
Foreign Exchange..........F. Schneider, Jr............Financial Editor N. Y. Evening Post. 
Commodity Prices..........Paul W. Garrett............Financial Dept. N. Y. Evening Post. 
Financial Outlook in Great 

Britain and Europe. ......Arthur W. Kiddy...........Financial Editor London Morning Post. 
South American Trade... ....Julius Klein................Direetor of the Bureau of Foreign and Domes- 

tic Commerce. 

Labor Situation............Robert B. Wolf... .........R. B. Wolf Co. 
Railroad Earnings and 

Securities................Arthur Paul Maher.........Financial Dept., N. Y. Evening Post. 
Economic Conditions in Can- 

ada. ; . . .Sir Fred’k Williams-Taylor...General Manager Bank of Montreai. 
Railroad Equipment. . ..Robert P. Lamont President of the American Steel Foundries. 
Public Utility Situation... L. K. Thorne..............President Bonbright & Co. 
The Stock Exchange in 1922. .Seymour L. Cromw ell. ... President New York Stock Exchange. 


Leading Chicago bankers have weighed the accomplishments of the past year and 
discuss prospects for the future. The presidents of some of the leading western railways 
discuss railroad problems. Members of the Harding Cabinet are contributors. Every 
phase of business in Chicago is reported by local leaders in the various industries. 


The most complete and elaborate tabulation of annual stock and bond 
quotations ever attempted in Chicago, are included in this issue. 


Write Circulation Department for a copy Price 5 cents (stamps accepted) 


SIGN AND RETURN THIS COUPON 


The Chicago Fournal of Commerce 


AND LA SALLE STREET JOURNAL 
12 E. Grand Ave., Chicago 


- OT : 1923 
Investors’ Guide . 


Please enter my name for__________ months’ subscription to 


The Chicago Journal of Commerce at your regular subscription rate 
of $1.00 monthly. 


A New Department—A special service. 
The Investors’ Guide will answer your 
questions concerning any security listed or 
unlisted. Simply state your questions, Name 
enclosing a stamped return addressed en- iti 
velope. 


Business 





FORM BM'0 
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BELOIT STATE BANK, BELOIT, WIS. 


‘THE ideal building for the bank of moderate 
size; the exterior in Indiana limestone with 
interior fixtures in finely wrought bronze, marble 


and native American woods. A structure of this 


kind cannot fail to dominate its surroundings, 


attract new business and build up the bank's 
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deposits. Complete information as to planning 


OUTST TEE eee 


and cost are at your disposal, with no obliga- 


tion involved. 


WEARY AND ALFORD COMPANY 
Bank and Office Buildings 


& 


DUPEETEUTUEELERSTTSEES TUTE EUTETR UTA TULA OEE EEUU ET ETE CURES TEOUELEEE 


PVT TPT VTP PVE 


8] 
x] 
KI) 
< 
Vd 
ea 


PPP Y zs 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 








BANKERS MONTHLY for FEBRUARY, 1923 








Sr, —— 

NSS SREB SIEBER CRESS Ry. 
XS —— Sa EOS = 2S SEA RN xy 
U 


i Oy 
The Bulwark of Small 


Loan Practice 


Welf L Societi tS 

e wee — ocie - HIRTY ONE Welfare Loan | 
Companies in Operation Societies are now operating 
aii successfully in as many active and 


at the Present Time 
WEEE ANDERSON thriving cities under the Hawkins 
WELFARE roar SOCIETY 
































ART 
WELFARE LOAN SOCIETY plan. 
OF FORT WAYNE 
WELFARE LOAN SOCIETY s oS 
WELTARE LOAN SOCIETY Wherever Welfare Loan Societies 
WELFARE LOAN SOCIETY j 
ARE LOAN 800 have been established, they have served 


WELFARE LOAN SOCIETY 


OF LOGANSPORT to emphasize the value and strength of 

WELFARE LOAN SOCIETY ie Ve a . : ae 

WELP Age MARION ery e Hawkins’ plan in accommodating 
OF MICHIGAN CITY 


WELFARE LOAN SOCIETY the small borrower. 
WELFARE LOAN SOCIETY 








WELFARE LOAN SoctETY The Welfare Loan Societies have en- 
WELFARE LOAN SOCIETY joyed remarkable growth because they 
__OF SOUTH BEND ; ; a ; 
ae are acting as a constructive auxiliary to 
WELFARE LOAN SOCIETY . 2 

OF VINCENNES the commercial banks and because they 

{LLINOIS . ° 
WELFARE LOAN SOCIETY are affording relief to thousands of small 

LOUISIANA | borrowers who are without the usual 
Weir NEW ORLEANS. f f bankabl di 

ee orms of bankable credit. 
a ie 

NEW YORK The Welfare Loan Societies are not 
WELFARE MORTGAGE CO. : 

OF GLENS FALLS permitted to borrow money on demand 
OHIO 

WELFARE LOAN SOCIETY or from banks; therefore they have no 
THE WELFARE LOAN CO. i i j 
EB WELFARE LOA? money obligations to meet which makes 
THE WELFARE LOAN CO. 


OF COLUMBUS their business safe and sound at all times. 
THE WELFARE LOAN CO. 

OF DAYTON 
THE WELFARE LOAN CO. 









WEL EA MILTON ocx Every dollar invested is guaranteed 

OF LANCASTER -sec , 

WELFARE TOAN COMPANY by cash on hand, well-secured mortgage 

“ane, bonds, notes and other valuable col- 
WELFARE LOAN SOCIETY l ] 
F JACKSONVILLE ateral. 


0 
WELFARE LOAN SOCIETY 
OF MIAMI 
WELFARE LOAN SOCIETY 
OF TAMPA 








PENNSYLVANIA (Send for our latest catalog 
Wale ee eet “The Story of One Hundred Years” ) 


WFLFARE LOAN SOCIETY 
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HAWKINS MORTGAGE CO. 


PORTLAND INDIANA 
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« MIDLAND 
TERA ©IIA 


FOR BEAUTY AND INDIVIDUALITY 
IN BANK EXTERIORS 


QUALITY AND SERVICE 
Our Motto 


NORTHWESTERN TRUST & SAVINGS BANK OF CHICAGO, ILL. 
’ John S. Flizikowski, Architect 


MIDLAND TERRA COTTA COMPANY 
Chamber of Commerce Bldg., Chicago 
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POWERFUL PUBLICITY 
FOR A POWERFUL INSTITUTION 


IGHT time. crowds in the world’s 

busiest thoroughfare, read the 
flaring message of the Union Trust 
Co. of Chicago every night. 


Its towering size, its vivid attention 
compelling letters of light, leave a 
profound impression with the tens of 
thousands who pass within view of it. 


Outdoor Advertising of any kind 
offers you great size, color, promi- 
nent position, simplicity, dignity and 
many other advantages of vital 
importance. 


CHICAGO 
Harrison, Loomis 
& Congress Sts. 


Every banker owes it to himself to & 
investigate the possibilities of this f 
medium as constructive influence in 
developing his business. 


Three hundred prominent financial 
houses have found it surprisingly 
productive. 


Write today for the booklet, ‘‘Solv- 
ing the Bank’s Problem.” It tells 
interesting stories of the successful 
use of Outdoor Advertising by prom- 
inent banks in every section o 


America. 
any Write - 
= the B 
Ste Bes 
SS 
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=> 
| 
| 


NEW YORK 
Broadway 


5th Avenue at 25th St. 
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“Git Thar Fustest 
with the Mostest” 


i? those. words General Nat Forrest, the Con- 

federate cavalry genius of the American Civil 
War, is said by military authorities to have stated 
the whole science of war. 


The same words forcibly cover the science of 
newspaper making. The newspaper that succeeds 
—wins the reader’s interest and confidence—is that 
which “Gits thar fustest with the mostest”’ news. 


For a specific instance consider the market and 
financial pages of The Chicago Daily News. 


The Daily News has taken advantage of its 
opportunity to give its readers the COMPLETE 
story of the Financial Day, in its ‘Final Edition,” 
TWELVE HOURS EARLIER than this same 
news is supplied by any morning newspaper. 

Inevitably readers know and appreciate this 
service and inevitably they prefer to read the news 
while it is new—as well as complete and reliable. 


An increasing army of readers is making The 
Daily News financial and market section its 
directory and guide in matters of investment. 


Your advertisement in this section will ‘reach 
the potential investor when his investment interest 
is at its peak. 


You will ‘‘git thar fustest with the mostest.”’ 


THE DAILY NEWS 


First in Chicago 
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12000 square feet of floor space at a 
saving of 50 per cent 


ge new building of the Oak Park 
Trust and Savings Bank, Oak Park, 
Illinois, provides a banking room 64 feet 
wide and 115 feet long; a large safe de- 
posit department in the basement, a mez- 
zanine floor of rentable offices; and a 
third floor especially arranged for doctors 
and dentists. Owing to the revenue re- 
‘ceived from the offices, the investment 
and maintenance cost of the 12,000 square 
feet of floor space oc- 
cupied by the bank will 
total per year 50% less I 
than the rental rate for 
equal facilities in the. 
vicinity. 

These facts were de- 
veloped by the invest- 
ment study which is a 
part of the preliminary 


Architectural 
designs, 


THE HOGGSON ORGANIZATION 


Building 


investment 


bank plans surveys 
and 
working 
drawings 


485 FIFTH AVENUE, NEW YORK 
FIRST NATIONAL BANK BUILDING, CHICAGO 
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service furnished by Hoggson Brothers 
for every building project. This building 
was proposed not only because of its archi- 
tectural beauty, nor solely because of the 
convenient arrangement of banking quar- 
ters, but fundamentally because these two 
features had been combined in a design 
which would be a sound business propo- 
sition for the bank. 

A booklet which contains two com- 
plete examples of our 
standard preliminary ser- 
Ill vice will be mailed up- 
on request to those who 
are interested in the de- 
sign and construction of 
bank buildings, office 
buildings, or alterations 
to either type of struc- 
ture. 


Building 
construction, 
ban king 
equip ment, 
decorations 
& furnishings 


HOGGSON BROTHERS 


Bank Design and Construction 


NEW YORK - CHICAGO 
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| LINING UP YOUR STOCKHOLDERS 
FOR INCREASED BUSINESS 


A comparatively simple matter to enlist the aid of a 
powerful influence for additional deposits providing you 
use a grouping system or some similar method of analysis 


By G. PRATHER KNAPP 


Vice President, Bankers Service Corporation, New York 


RANCH banking in the United States 

would have one advantage, if only 
one, and that would be its educational 
value to the branch banker. 

Running a county seat bank would be 
a revelation to many a big city man in 
the human values that are the real stock- 
in-trade of every financial institution, 
whatever its size. Then, too, the system 
would develop some real honest-to-God 
new business managers such as now 
exist in the presidents, or executive 
viee presidents and cashiers of. our 
country banks. 

One of these—and a good example of 
what I mean—is J. A. Abernathy who 
at the present writing is vice president 
of the First National Bank of Fordyce, 
Ark. Abby (if he will pardon me for 
recalling his nickname when he and I 
were clerks in the same big bank) got 
a set of beautifully illustrated adver- 
tisements from one of his big city cor- 
respondents not long ago along with a 
cordial offer to let him use any that he 
wanted in his local paper. 

They were beautiful advertisements, 
embellished with masterpieces of illu- 
stration and typography and breathing 
the noblest sentiments of cordiality, 
Sympathy, service and co-operation. 
But Mr. Abernathy did not use them. 

“It’s amusing,’ he said to me, “to 
figure out what my directors and de- 
positors would think of me if I published 
this ad, headed—In the Heart of the 
Business District,’ or this other one that 
announces ‘You Need Not Be Identified.’ 

“But it’s more amusing still to figure 
what the fellow who wrote this other 
one really meant by it. 


“It’s headed ‘A Corporation with a 
Soul.’ 
looks like King George dressed for his 
daughter’s wedding shaking hands with 
a plumber in what looks like an Egyp- 
tian temple, and then listen: 

“‘Kvery stockholder, director, officer 
and employe of this bank is full of the 
spirit of personality in service. We 
strive to know our customers as indi- 
viduals. We set up as our goal the 
creation of real confidence, not only in 
the strength of this great bank, but 
also in the personal friendships of all 
its men and women. You soon realize 
that you are not simply a customer but 
the valued business friend of each and 
every one of us.’ 

“What makes me chuckle over being 
offered permission to use that copy is 
that I know the New Business Manager 
who wrote it. I was walking along the 
street with him one day and when we 
passed one of his directors and biggest 
stockholders, they didn’t know each 
other. I wonder what percentage of 
the bank’s customers either one of them 
recognizes as ‘valued business friends.’ ” 


The officer in charge of new business 
for a country bank has a great deal to 
learn about the broadcasting of per- 
sonality from the metropolitan new bus- 
iness manager. But the city man has 
as much to learn about the intensified 
use of personality from his rural con- 
frere. 

The country bank builder’s first care 
is to liven up every stockholder and 
keep him in line as a producer for the 
bank. He does it, not by circular letters 
but by man to man personal contact. 


11 


Then there’s a picture of what. 


He sometimes asks for co-operation as - 
a favor, but more often demands it as 
a duty. 

“Get in here, Lucas,” he says, driv- 
ing up to a stockholder’s farm or drug 
store in his machine, “Get in here and 
help me get Allen Mathews’ account. 
His place is just as near this town as 
it is to Milledgeville and he hasn’t any 
friend in Milledgeville who’s done as 
much for him as you have.” 

Multiply this conversation by ten or 
twenty or thirty and you have the 
country banker’s best means of securing 
new business through stockholder co- 
operation. 

Mutiply the need for some such close 
personal touch by any figure from 100 to 
1000 and you have the metropolitan 
New Business Manager’s problem. The 
way for the city man to solve that 
problem is by approximating as closely 
as possible the methods that work in 
the small-town bank. 

First of all, the stockholder’s list should . 
be analyzed by a progressive method 
which starts with groups and follows 
through to individuals. 

Here is a simple grouping system that 
was applied to a trust company whose 
5000 shares of capital stock belonged to 
600 different stockholders. 

Group A—Officers, Directors 

and Employes of 
the Bank 
Group B—Non-residents, Trust 
Estates in control 
of this or other 
banks, Officers, Di- 
rectors or Employes 
of other Banks 

Group C—Stockholders not in 

groups A or B who 
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Dining the stockholders is a good way to build triendly contacts. 


give business to the 
Bank 

Group D—Stockholders not in 
groups A or B who 
give no business to 
Te IMME eine ce a 118 


600 


In other words, what looked like a 
difficult problem of contact with 600 
people became a comparatively simple 
matter of getting in touch with one 
hundred and eighteen. An _ officers’ 
meeting was held at which the active 
business getting officials parcelled these 
out among themselves and went after 
them by personal eall, personal letter 
and steady sales effort. The result was 
that after six months all but 22 of the 
Group D stockholders had been moved 
up into Group C. The remaining 22 were 
found to be holders of large blocks of 
stock in competing banks or customers 
so strongly tied up to competitors that 
the personal effort required to get their 
business could be more profitably ex- 
pended in other directions. 

But of course the job of selling this 
bank to its owners had only just begun. 
Group B, with its 290 holdings of 
passive stock, demanded (and received) 
the elose attention of the bank’s higher 
executives. One vice president special- 
ized in conducting negotiations, and he, 
of course, had leads opened for him by 


Betore 
a year was over the grouping had been 
re-arranged as follows: 


Group A—Off.cers, Directors 
and Employes of 


his fellow officers and directors. 


Group B—Non-residents, Trust 
Estates in control 
of this or other 
banks, Officers, Di- 
rectors or Em- 
ployes of other 
Banks 

Group C—Stockholders not in 
groups Aor B who 
give business to the 
Bank 

Group D—Stockholders not in 
groups A or B who 
give no business to 
the Bank 


600 


Meanwhile, it became the duty of. the 
New Business Manager to make the 
bank’s owners not only customers but 
salesmen. 

How many of them were salesmen? 
A study of the bank’s daily reports of 
new business showed that in the past 
two vears just seventy-five new cus- 
tomers had been brought by stock- 
holders, excluding officers, directors and 
employes. Of these seventy-five, one 
stockholder had brought ten, seven 
other stockholders had brought 5 to 8 


s 


each, three others had brought 3 each, 


2ppreciation to the 


fourteen others had brought 
L each. 
At the man- 
ager’s suggestion the president 
bank wrote a warm letter of 
stockholder who 


headed the list and enclosed copies of 


new business 


ot the 


it to all the other stockholders with a 
letter to each, something like this one: 


Dear Mr. Blank: 
The enclosed letter to Mr. X was written 
from the standpoint of a fellow stockholder 
whose investment Mr. X had improved by 
his efforts and I feel sure that all the owners 
of the bank will concur in the appreciation 
it conveys. 
While dictating it I could not help feeling 
that some sort of a letter of appreciation 
should go to you and to every stockholder 
of the Institution. 

It was a representative and active body 
of stockholders that gave this Trust Com- 
pany its initial success and the officers and 
directors must look to the same source for 
its continued and growing usefulness. 

It occurs to me that a closer acquaintance 
with the publicity and new business activ- 
ities of the bank would be of interest and 
value to every stockholder, and I am making 
the following arrangements to that end: 

Our New Business Department has been 
instructed to send you every month a record 
of its activities and a set of advance proofs 
of our newspaper and booklet advertising. 

This will show you in detail the objectives 
which we are striving to reach, and we will 
all look forward to your criticisms, sugges- 
tions and general co-operation. 

Cordially 


yours, 


Of course the promise made in this 
letter was duly carried out by the New 
Business Department and each mailing 


was accompanied by a letter. These 
letters were not stereotyped in form or 
in matter. Each one of them was a 
news letter and a selling letter. They 
described some new thing that the bank 
had done or was about to do, and they 
suggested some sort of definite action 
on the part of the stockholder. But 
mind this—they only suggested it and 
did not urge it too pointedly. 

Just how the letters and proof en- 
closures were handled will be diseussed 
in a later article on “Advertising by 
Mail,” but at present I must pass on to 
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other phases of the stockholder ques- 
tion. Enough to say here that cireular 
matter went to every stockholder— 
irrespective of its probable reception and 
even though some stockholders received 
duplicates as a part of other plans. 


It is only to be expected that certain 
stockholders will soon be identified as 
active helpers in the push for new bus- 
iness, and that these will be a small per- 
eentage of the whole. Of course, the 
more of them he can produce the 
merrier will the New Business Manager 
be, but in this group, country bank 
tactics are the winning tacties to pursue. 

Know them. Love them. Serve them. 

Don’t wait for them to come to you 
with suggestions or offers of help. Go 
to them and talk things over. Tell them 
of the individual prospects who are 
being called on by solicitors. Go over 
with them your plans for uncovering 
fresh prospects. Get them to stand 
sponsor for the New Business Manager 
or for the particular officer who is 
handling a particular situation. See 
to it that no opportunity slips by for 
compensating them in some tangible or 
intangible way for the good work they 
do. 

A fruitful source of plans for awaken- 
ing stockholder interest and keeping it 
awake lies in the family attitude toward 
the bank’s owners. When the bank’s 
birthday comes around, stockholders 
can be invited to rejoice at its size and 
huskiness and to remember the days of 
its nfaney. It pays to remember them 
on New Years Day, at Easter, on the 

Fourth of July, on Thanksgiving Day 
and on Christmas. 

Official statements of condition will 
interest stockholders if the inwardness 
of them and the new features of them 
are explained. 

An annual meeting of stockholders 
without a single proxy vote would be a 
splendid new business getter for almost 
any bank. Of course it is an impossi- 
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Talking over lists of prospects with directors and stockholders often provides a personal 


approach,to new business. 


bility in the larger institutions, though 
our English cousins seem te come very 
near it. 

As close an approximation of it as 
I ever saw in a large bank in this 
country took place when the Mississippi 
Valley Trust Company declared its 
justly famous dinner dividend in 
February 1919. 

The good effects of this party began 
within three days of the mailing of the 
invitations. One stockholder called on 
the President and said, “Mr. Jones, I’vé 
just received an invitation to your stock- 
holders’ dinner. But I feel that I can’t 
accept it.” : 

“T’m sorry for that,” said Mr. Jones, 
“Why ean’t you?” 

“T ean’t” replied the stockholder 
“Because I’ve never given the Missis- 
sippi Valley any business and I’d be 
ashamed to face the other stockholders 
who have. But if you'll let me open an 


account with this check I'll accept.” 
was 


“This check” in five figures, 












and the incident 
was only one gof 
a number’ which 
brought the human 
side of running a big 


(iy trust company for big 
\' ‘ profit into startling re- 
\ lief. 


The country banker often catches one of the directors in the field and makes him hop in and 


80 after new business. 


That dinner—like most of the things 
done by Breckinridge Jones—was a 
notable example of a large and simple 
event produced by untiring attention 
to a million minute details. 


Every stockholder and every stock- 
holder’s wife or husband were invited. 

Every stockholder was seated with a 
view to having his or her friends in the 
immediate vicinity. Every personal 
feeling or family situation of every one. 
of them was taken into consideration. 
Mr. Jones and his executives knew their 
stockholders, just as if the Mississippi 
Valley had been a cross roads* bank of 
$15,000 capital. They worked night and 
day for. two weeks over that dinner 
and fifteen instructive articles on New 
Business in banks could be written 
around it. ; 

For instance—every officer of the 
bank had a certain number of stock- 
holders for whose good time he was’ 


responsible. It is easy to see how this 
developed personal contact on both 
sides. 


For instance—the place cards were 
white and gold booklets with each guest’s 
name individually printed in gold as a 
cover title and a record of the trust 
company’s services and _ personalities 
inside. Only three of. these were for- 
gotten after dinner, and of these three 
two were called for the next day. 

For instance—a trust estate which 
the bank had been trving to get for 
several years came in within a month 
after the dinner. 





But why multiply instanees? The 
whole story is simply a point of addi- 
tional emphasis on the proper solution 
of the stockholder problem. 

Stockholders will probably treat the 
bank they own in pretty much the same 
way that the bank treats them. 

Regarded simply as recipients of 
dividend checks, they will respond 
simply by endorsements. But the right 
policy of personal and individual culti- 
vation will make them endorse the 
bank, its selling efforts and its men. 

a 
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The Chicago Clearing House in action at the regular clearing of member banks. The front of the clearing counter covers four boxes used 


members and affiliated members of the association. 
hedieck is just in front of the platform and to the right. 


HOW THE CLEARING HOUSE HAS 


in the early clearing when collections on all Ch 
Thomas C. Stibbs, manager, is on the platform while the assistant manager, Theodore T. 


icago banks not members are made 


FORTIFIED SOUND BANKING 


System inaugurated in Chicago 18 years ago adopted 
in many cities because it encourages conservative man- 
agement through co-operative and judicious supervision 


By DONALD A. MULLEN 


Secretary, Clearing House section, American Bankers Association 


HE clearing house examiner idea 

had its inception in 1905, in Chi- 
eago, after one of the most trying ex- 
periences that the Chicago Clearing 
House Association ever passed through. 
And now, after a lapse of sixteen years, 
the movement is commanding broader 
attention and more serious considera- 
tion from banking communities through- 
out the nation than ever before. 

It was during the latter part of 1905 
that three Chicago banks, which were 
under the direct management of one 
man who was president of all three, 
closed their doors. A hurried examina- 
tion was made by the clearing house 
committee and the condition disclosed 
was appalling—absolute insolvency with 
a liability to depositors running into 
millions. The members of the Chicago 
Clearing House Association, acting upon 
the suggestion of the committee, assumed 
this deposit liability in order to prevent 
further trouble and the withdrawal of 
eash from the solvent banks of the city. 


Under this arrangement, the depositors 
of all three institutions received dollar 
for dollar and received it promptly in- 
stead of having to suffer the delay and 
possible loss attending: a receivership; 
the bondsmen were also'relieved of their 
liability for $8,200,000 of public funds 
held on deposit. All of this action was 
accomplished at a loss of something 
like $7,000,000 to the clearing house 
banks of Chicago. 

To prevent the possible recurrence 
of such a disaster, the idea of estab- 
lishing an examination department with 


-its own examiner, in connection with the 


Clearing House Association, was con- 
ceived. In 1906 such a department was 
established, under the direction of 
James B. McDougal, who at that time 
was the chief national bank examiner 
in the Chicago district, now governor 
of the Federal Reserve Bank, Chicago. 

Immediately after the Chicago Clear- 
ing House Association had established 
its department, the bankers of Philadel- 


phia saw the merit in this system of 
examination and decided to do likewise, 
making Philadelphia the second city in 
the country to install the clearing house 
examiner system. 

The following year the bankers of 
St. Louis were called upon to face a 
situation similar to that which con- 
fronted the clearing house banks of 
Chicago in 1905. Things looked ex- 
tremely bad at the time, but ultimately 
the situation worked out so that the 
banks did not lose a dollar; the ex- 
perience through which they passed, 
however, will never be forgotten. Fol- 
lowing this trouble the St. Louis Clear- 
ing House Association established its 
examination department, which has 
been functioning most satisfactorily 
ever since. At the annual meeting of 
the Clearing House Section of the Amer- 
ican Bankers Association, held in New 
York City last October, A. O. Wilson, 
one of the most prominent bankers of 
St. Louis, made the statement that. this 
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system of examination was worth every 
cent it cost, and more, and he recom- 
mended it to the bankers of those cities 
which at the present time are without 
it. 
Following the action by the St. Louis 
Clearing House Association, other asso- 
ciations recognized the value of the ex- 
aminer idea and adopted it. Today 
thirty-one cities have such a system of 
examination. The bankers of these 
cities are so well satisfied with the safe- 
guard thus thrown around the banking 
situation in their respective cities that 
they would not give it up for any con- 
sideration. It is especially noteworthy, 
moreover, that, having abandoned the 
examiner system some five years ago, 
the Portland (Oregon) Clearing House 
Association this year re-established it 
in Portland, thereby testifying to its 
worth in no uncertain way. 

The primary object of the clearing 
house examiner system is to place the 
banking business of our respective cities 
and towns upon a higher plane and a 
safer basis, thereby strengthening the 
whole financial structure. I say “towns” 
advisedly, for I firmly believe that it 
will be a. matter of but a short time 
before many of the smaller towns in 
this country, through county or group 
associations, will employ their own ex- 
aminers, thus giving to the bankers in 
country districts the same close supervi- 
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a The bank examining de; 
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rtment and staff of the Chicago Clearin 
article. The insert shows Charles H. Meyer, chief examiner, at his des 








DONALD A. MULLEN, Secretary 


sion and safeguards that the banks in 
many larger cities now enjoy. 

The strength of such a system of ex- 
amination lies in the fact that it is 
brought about by the voluntary action 
of all members of an association for 
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the mutual benefit and protection of all 
its members. Through judicious and 
intelligent supervision, the common in- 
terest of all will foster and encourage 
conservative management in each, which 
means the development of closer co- 
operation, the promotion of harmony, 
the advancement of sound banking 
principles, and the discouragement and 
prohibition of dangerous and doubtful 
methods. 

It should not be looked upon as a 
movement to disturb the strong institu- 
tions or to embarrass the weak ones, but 
should bespeak investigation and adop- 
tion as a community movement which 
affords additional precautions against 
incompetency, dishonesty, and _insol- 
vency—a movement which -will aid 
materially in establishing and maintain- 
ing the safety of all banks, and which 
will therefore command that confidence 
which begets success and averts failure. 
Its purpose is not to hamper or harass 
any institution doing an honest and con- 
servative business, however small, but 
rather to guide all institutions in the 
association, to prevent them from ac- 
cepting undue risks and financing ques- 

(Continued on page 44 ) 


£ House Association, the outgrowth of the examinatjons described in 
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CLOSING THE CHECK SUPPLY 
TO CROOKS AND FORGERS 


Fifty 


million dollars is taken away 


from 


United States business annually by crooks yet 
many banks refuse to take ordinary precautions 


T that crucial moment when a bank 

employe gazes down the barrel of 
a gun to the tune of the ecommand— 
“Hands up !”—there is very little healthy 
arguing that can be done. The time 
has come to face a loss, and if there is 
no protection at the moment, no armed 
policeman on the floor, no signals or 
secret alarms, it only remains to trust 
to luck, the sheriff’s men, and the oper- 
atives of the state bankers’ association. 

But millions of dollars are taken 
away annually from financial institu- 
tions by burglars, by forgers and 
swindlers as well as puny robbers (some- 
times with unloaded guns) and numerous 
banks put up no argument, and others 
put up very little, if any. 

The argument in the case is preven- 
tion. Today state bankers associations 
are taking the lead in keeping their 
members fortified against loss in this 
manner. The co-operation of banks is 
particularly important in the formation 
of a sort of clearing house where infor- 
mation about criminals is collected and 
distributed to members. But the alarm 
“after the horse is stolen” is perhaps 
the least of the protective benefit of 
belonging to this financial body accord- 
ing to J. L. Sehlener, manager of the 
protective department, Illinois Bankers 
Association. Mr. Schlener says: 

“We are daily making surveys and 
giving information that is closing up 
the avenues of the erook. In Illinois 
we have 1776 banks as members 
of the Illinois Bankers Association out 
of a possible 1913. I don’t mention 


this record in pride, for I believe the 


record should be 100 per cent before 
boasting of it. 
“One matter about which we have 


issued repeated warnings, is the bus- 
iness of leaving blank checks lying about 
on the counters, there for any erook to 
pick up. I personally have made talks 
on the subject before various county 
organizations of banks, and I am glad 
to say that the matter has recently re- 
ceived spontaneous attention, and hun- 
dreds of banks in Illinois have acted 
according to our suggestion, that is, to 
print the words ‘Counter Check’ in 
large type across the face of the check, 
so that the teller in another bank is 
immediately at attention when he re- 
ceives a check made out at the counter 
of another institution. Some, banks also 


By F. R. DANIELS 


print on these checks: ‘Payable only 
to myself,” but I believe this is not 
essential.” 


Every avenue which leads to the 
seattering of blank checks promis- 
cuously, should be closed up. It has 


come to the writer’s attention that many 
business houses in dealing with shoppers, 
suggest: “We have the blank cheeks 
of such-and-such a bank, if you wish 
to use them.” Such houses are only 
conspiring to cheat themselves, or their 
bank, should the ehecks be eashed, in 
many instances. 

Printers are another source of mis- 
chief who must be made to understand 
the situation. Of course, large print- 
ing companies understand that promis- 
cuous printed matter is no more to be 
given out to strangers than money. But 
there still exist small printers who will 
print blank checks for anybody who 
tells a plausible story. A story of one 
particularly stupid lithographer recently 
came to the attention of the Illinois 
Bankers Association. This printer was 
approached by a stranger who said he 
was a broker, selling to banking institu- 
tions, and he asked for some checks as 
specimens of the printer’s work. This 
printer, incidentally a reputable mer- 
chant, gave him several checks, inelud- 
ing one eashier’s check on a bank in 


Illinois. Since then the cashier's cheek 
has turned up as a forgery, and it cost 
one Ohio hotel $200. In this ease, no 
loss would have oceurred if the hotel in 
question had done so mueh as look in 
a banker’s directory. The check was 
signed A. E. Sehmidt, and one glance 
would have vouchsafed the information 
that Mr. Schmidt did not happen to be 
cashier of that particular bank. 
Plausible stories still continue to move 
the hearts of susceptible tellers and 
bank officials. More than a_ hundred 
such stories have become public property 
within the past half year. Travelling 
representatives who are unfortunately 
“stalled” without the little matter of 
$37.50 or $97.50 in commissions, are 
still collecting from warm-hearted bank- 
ers. The $97.50 item was the largess 
handed to a young woman in one Illinois 
town. She purported to be the repre- 
sentative of a candy house in Peoria. 
She said she did not know the candy 
firms in that particular town as vet and 
needed the money. There was no doubt 
perhaps that she needed it, but two 
flinty bank towns refused to be Sir 
Gallahads. The third rescued her with 
a gift of $97.50. Need the warning be 


repeated that checks from strangers of 
any kind should be put through for 
collection, and that is all the service 





A “modern” burglary was this one. The hole shown was burned by an oxy-acetylene torch 


The cylinder at the left is the oxy-acetylene gas tank, which the robbers left behind. 


is the suitcase filled with their tools. 


At the right 
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thet the bank can afford to give? Also, 
need bankers be told, that certification 
stamps are often found in the hands of 
forgers, and that acids will alter even 
checks “protected” with perforation 
devices? A check that is “suspicious” 
should be handled so that under no cir- 
eumstaneces will the bank be the loser, 
says Mr. Schlener. 

The havoe wrought by burglaries has 
been another objective of the Illinois 
Bankers Association. A new fashion in 
burglary has formed an attack on 
“purglar-proof” safes that are proof 
against drilling. This is the oxy- 
acetylene burning torch, which is of 
eourse less noisy and therefore less 
dangerous than nitro-glycerin and dyna- 
mite. The accompanying picture shows 
the work accomplished by the torch’ in 
burning a man-size hole through which 
the burglars crawled after the cash. The 
picture also shows the oxy-acetylene gas 
tank which the robbers left behind when 
they got away with the haul. Nitro- 
glycerin is now less often used because 
of the noise created by the explosion, 
but in a recent case when a safe was 
blown at night in a small Illinois town, 
several citizens who ventured out saw 
one of the burglars parading about on 
the roof of the bank and “covering” 
the town with a gun. They went back 
to bed where it was safe. 

The propaganda against loss by 
burglary involves two main points. 
One is the wiring of the vault with a 
burglar alarm system.. The bolt con- 
tact system, which wires the vault doors 
is not of particular value to banks be- 
eause it leaves the vault walls unpro- 
tected. Walls of the vault should be 
wired as well as doors. And, of course, if 
an alarm is set off, there should be some- 
one, well-armed, to hear it. The greatest 
value of the burglar alarm however, is 
the fact that it “alarms the burglar.” 
It is not intended to alarm the towns- 
people. 

Another matter is the construction of 
the vault. The Illinois Bankers Asso- 
ciation has perfected specifications 
Which they believe are at the same 
time the most economical and the safest 
for building vaults extant. The Associa- 
tion will be glad to send them to banks 
which are interested. One point em- 
bodied in the building of vaults is that 
the concrete should be poured all in one 
day, and continuously. This eliminates 
the setting of a portion of the vault 
before the balance is poured the follow- 
ing day. If it is poured in two days, 
there is a flaw at the point where the 
first pouring ceased. 

While burglaries cannot be altogether 
prevented, loss from burglaries to the 
institution burglarized, can and should 
he prevented. This can be done by in- 
Surance, and on this point the associa- 
tion has been in the closest possible touch 

(Continued on page 71) 


DECORATIONS THAT CHEER 





This is how the 
Union National 
Bank of Houston, 
Texas, looked at 
Christmas time. 


HE old fashioned Christmas spirit, 

the spirit of Christmas bells and 
wreaths and brilliant holiday decora- 
tions, was revived on the recent holiday 
for customers and friends by the Union 
National Bank of Houston, Texas. The 
banking floor was completely trans- 
formed. The marble and bronze of the 
lobby were masked with Christmas 
foliage. Smilax, tinsel and wreaths of 
red and gold decorated the pillars. 
Electroliers were gay with artificial 
poinsettias and tinsel, and a mass of 
white frosted lights surrounded a large 
central globe of red. Tiny Christmas 
trees strung with colored lights stood 
between each column. Overhung with 
smilax, Santa Claus in a reindeer sleigh 
rode across a painted panorama glitter- 
ing with snow, under the rays of the 
moon. The feature of the decorations 
was three candles, symbolizing the ini- 
tiation of the custom of decorating 
Houston banks for Christmas by the 
Union National three years ago. An- 
other feature was the ecards arranged 
in various sections recommending savings 
accounts for Christmas gifts. These 
were worded cleverly and were in- 
tended to stimulate the custom of giving 
useful, practical gifts and to inspire 
recipients to make a_ practice of 
thrift. 


On the night of December 23, with 





all employes of the bank participating, 
the third annual Christmas tree enter- 
tainment was held in the spacious base- 
ment of the safety deposit department. 
Officers and directors were honored 
guests. Each employe was presented 
with a gift of one month’s salary with a 
message from the President, J. S. Rice, 
thanking them for their faithful and 
efficient services for this closing year. 
A large Christmas tree, beautifully 
decorated and illuminated with electric 
lights, was the center attraction and to- 
gether with Santa Claus himself brought 
much joy to the hearts of the children. 
Evervone was given a novelty present 
which was purchased by every member 
of the organization for a_ stipulated 
sum, not to exceed that amount. In- 
dividual slips of paper with the names 
of the officers and employes were made 
up and each employe drew one. They 
were then required to purchase a 
present and have it on the Christmas 
tree, the recipient not to know from whom 
it was received. Many very amusing 
gifts were exchanged and much humor 
was created. 


The Union National Bank feels that 
the idea of decorating has a mammoth 
effect with their patrons, and is planning 
decorations for the next vear with the 
anticipation of surpassing every ocea- 


sion heretofore. j 
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CONVERTING THE WILDERNESS INTO 
A LAND OF OPPORTUNITY 


Many arid stretches of American farm land might be 
transformed into acres of wealth and plenty if this 
homesteader’s pluck and perseverance wereencouraged 


T is a trite enough statement that the 

last fifty years have witnessed a 
greater contraction of the world’s dis- 
tances than any similar period in history. 
In these five decades have come about 
the perfection of steam transportation 
on land and water, the invention of the 
automobile and the aeroplane, the dis- 
covery of wireless telegraphy and wire- 
less telephony. In fifty years, distance 
has been annihilated. 


The changes in conditions and in 
mental attitude brought about by these 
inventions have resulted in a speeding 
up in every phase of life. We accom- 
plish now in minutes and hours that 
which formerly required days and 
months. The business interview which 
in 1870 would have called for a seven 
days’ journey is now effected in fewer 
minutes without our leaving our office 
chairs. The news of the world, for- 
merly filtering in through the slow 
months, now lies before us at the break- 
fast table. The holiday journey to 
friends, once impossible on account of 
distance, is made after supper of a 
summer’s evening. Minutes have now 
the possibilities of hours and days of 
a century ago. Paradoxically, all our 
devices for saving time have made time 
more precious than ever before. We 
rush and hurry where our ancestors 
moved with deliberation. We are im- 
patient of even a moment’s delay. 

Perhaps it is that impatience, pecu- 
liar to the last fifty years, which has 
destroyed our perspective on the march 
of history. We complain that progress 
is slow, when it is faster than ever 
before. It is typical of Twentieth Cen- 
tury nation-builders that they should 
forget that nations are built, not in 
years, but in centuries. 

But, even in the building of nations, 
years are now packed with the accom- 
plishment of former decades, and men 
see in their own life-times developments 
that once would have occupied centuries. 
Few careers illustrate this more strik- 
ingly than does that of John Sanderson, 
foremost of the flood of homesteaders 
which has poured into Western Canada 
in the last fifty years. To Sanderson 
belongs the distinction of having filed 
claim on-the first quarter section of land 
granted by the Canadian Government 
as a free farm in Western Canada, and 
he still lives, hale and hearty, within 


By ROBERT J. C. STEAD 


a mile or two of his original property. 

Nor was John Sanderson a mere youth 
when he filed on Claim Number One in 
the Dominion lands records. He had 
already seen more of the world than was 
permitted in most life-times of that 
generation. Born in East Lothian, 
Scotland, he was twenty-six years old 
when he resolved to seek his fortune in 
Canada. He made the trip from Glas- 
gow to Quebec on the old steamer “St. 
George”; a journey at that time ocecu- 
pying three weeks. At that time the 
colonies of British North America were 
experiencing the birth-pangs of con- 





JOHN SANDERSON, Homesteader 


federation, for it was in 1867 that four 
of them were first linked together as 
the Dominion of Canada. The most 
westerly province of the Dominion was 
then Ontario, and John Sanderson, 
seized with the spirit of the pioneer, 
chose Ontario as his home, and Western 
Ontario at that. For five years he 
lived at Fergus, when, the westward 
urge seizing him again, he took steamer 
at Collingwood and made the trip up 
the Great Lakes to Duluth. 

From Duluth the journey was made 


overland to Moorhead, on the Red River, 
and from Moorhead down the Red River 
to Fort Garry, where the city of Win- 
nipeg now stands. At that time the 
Red River valley, and the thousand-mile 
plain which stretched between it and the 
Rocky Mountains, lay open and un 
broken prairie, almost without popula- 
tion save for Indians and half-breeds, 
officials of the Hudson’s Bay Company 
and the Government, fore-runners of 
the Church, and a few adventurous 
white trappers and traders. Not one 
steel rail had as yet been laid in a 
territory which today has a railway 
mileage of over 14,600 miles; not one 
grain elevator had been built in a coun- 
try which now has an elevator capacity 
of 127,000,000 bushels; not a single tele- 
phone in use in a land which is now 
strung with 730,000 miles of wire. 


After spending some time in and 
about Fort Garry the venturesome 
young Scotsman, now in his thirty- 
second year, decided to seize the oppor- 
tunity available to take up a grant of 
Government land as a homestead. He 
had first choice of a kingdom in area, 
but, to use his own expression, he “figured 
it was all good, and some better,” and 
without much scrutiny he selected the 
N. E. %4 of Section 35, Township 12, 
Range 7, a few miles from the present 
city of Portage la Prairie and made 
homestead entry number one on July 
2, 1872. He still lives in the locality, 
but not on Section 35, as he now makes 
his home with his son on 7-13-6. 


It was on July 16, 1922—almost ex- 
actly fifty years after that first entry 
—that, having a Sunday on my hands 
at Portage la Prairie, I resolved to 
locate the first homestead. In an old 
note-book I had the legal description 
of the land, and, through the courtesy 
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of a friend, W. I. McCullough, man- 
ager of the Bank of Toronto at Portage 
la Prairie, who loaned his car for the 
oceasion, I was driven into the country. 
The historic spot was found without 
difficulty. It is a quarter section of that 
rich, deep, level, fertile land of the 
Portage plains, without so much as a 
painted sign to mark its historic signif- 
jeance, and as much like its neighboring 
quarters as peas in a pod. There were 
now no buildings on the farm, which 
was all under crop except for a strip 
along the southern end where a fine 
growth of tall poplars broke the green 
sweep of the prairies. . We agreed that 
this growth had probably led to the 
preference which had honored this 
quarter section above all others in 
Western Canada, and were about to 
tum homeward again when, falling 
into conversation with a neighboring 
farmer, we learned that John Sander- 
son, the original settler, lived with his 
son about two miles away. We headed 
in the direction indicated and found the 
old gentleman, very affable and hospit- 
able, surrounded by a Sunday after- 
noon group of his children and grand- 
children. 

Striking in profile, straight in figure 
as a man of thirty, six feet if an inch, 
spare and lean of body, with the long 
beard of a former generation, strong 
nose, kindly eyes, and a dignity of de- 
meanor that may fairly be described as 
patriarchal, John Sanderson is a man to 
be noticed and singled out quite aside 
from the circumstance that he happened 
to be the first homesteader in Western 
Canada and still lives to relate the ex- 
periences of the most stirring and re- 
markable fifty years in history. He 
carries his eighty years with the light 
step of youth, and if he has known hard- 
ship it has left its mark neither on his 
face nor on the happy optimism of his 
temperament. 
have laid has been upon his hearing, 
which, while not keen, is scarcely notice- 
ably deficient. 

We talked of those old days—brave 
old days in the immediate wake of the 
buffalo, of the Ojibways and Sioux, and 
of the little stone grist mill operated by 
the Hudson Bay Company at Portage 
la Prairie where the wheat of the early 
settlers was ground into the dark whole- 
some flour which constituted the staff of 
life before man fell heir to his present 
digestive ills. His eyes sparkled as he 
recalled incidents of those days, and 
again his voice grew sober without vain 
regrets over the separations which must 
fall to the lot of an octogenarian, 
whether the scenes of his life be laid in 
Manitoba, London or New York. 


“Would you do it again—face all 
those risks and hardships again, if you 
had your life to live over?” I asked. 

“Do it! I would like nothing better.” 


The only toll the years. 


“Then you have never regretted— 
never for a moment?” 


“Never for a moment. I have never 
regretted leaving Scotland for Ontario, 
and I have never regretted leaving On- 
tario for Manitoba. I have had an active 


life and a rich one, such as one finds in - 


breaking the new land to service. 
better could I have done?” 


There was no answer to that question, 
and we turned to a review of those 
fifty years. He told me that in half a 
century he had lost only one crop, and 
that was by a prairie fire which swept 
over his farm in the early days; there 
had been a menace of frost in early 
years which had long since disappeared ; 
he believed the seasons were earlier now, 
as well as longer. The buffalo had gone 
from the district before he entered Mani- 
toba, but the fields were alive with 
prairie chicken, the ponds with ducks 
and geese, and in the woods to the north 
could be shot an occasional elk or a 
brown bear. 


What 


I suggested that the grove of poplars 
on his homestead had-been the cause of 
its being pyeferred over all the other 


available land, but I soon found my . 


theory in this respect was without 
foundation. “Poplars!” he exclaimed; 
“there wasn’t a poplar on the place big 
enough to make a fly switch. All these 
trees have grown up since that time. 
When the prairie fires are stopped it 
doesn’t take long for the forest growth 
to take hold even on the open plains.” 
His remark was an interesting one, and 
explained at least in part the fact that 
the prairies of Manitoba, once treeless 
plains, are now dotted with groves and 
wooded areas which give some parts of 
the province almost a forested appear- 
ance. 


On July 13, 1876, Mr. Sanderson 
married Miss Sarah Green, who had come 


to Manitoba in 1871 from New Bruns- ~ 


The log shanty above (1) is the homestead built by John Sanderson in 1872. The phot 
was taken in 1922, practically fifty years after-the shanty was built. 





raph 
On the left (2) is shown 
the modern barn on the farm of John Sanderson’s son, within a couple of miles of the site of 
the original homestead. The modern brick farm house (3) also belongs to the son, and here 
John Sanderson now makes his home. 


wick, but was born in Leicester, Eng- 
land. Although English she must have 
had some of the canny qualities of her 
husband, for she seized an opportunity 
to acquire a neighboring quarter sec- 
tion by means of a half-breed scrip, and 


it is on that very quarter that Mr. San- __ 


derson still ‘lives. She remained his 


‘faithful helpmate until 1918, when at 


the age of 76 years, she passed on ahead. 
Of their five children, three sons and 
one daughter are still living. 

John Sanderson, pioneer homesteader 
of Western Canada, still lives on the 
land which he wrested from the wilder- 
ness. He has not grown rich.in mere 
material things, but he is rich in the joy 
of worth while accomplishment, and 
when his original homestead was sold 
a few years ago twelve thousand dollars 
was considered a low price for the land 
for which he had received his free 
patent on October 14, 1881. And when 
some one hints to you that the brakes 
are on the wheels of progress and that 
the days of romance and opportunity 
are gone, remind him that John Sander- 
son, pioneer homesteader, still hale and 
hearty, has seen Western Canada con- 
verted from a buffalo run into the 
second greatest wheat producing coun- 
try in the world, has seen the trail of 
the Red River cart replaced by fourteen 
thousand miles of steel, has seen a great 
people arise out of the vast distances 
of the plains—and take heart! 


W. F. Rowe, vice president of the 
American Exchange Bank, Milwaukee, 
Wisconsin, has been appointed, by 
Hyney Emerson & Co., Chicago, a 
special representative for the State of 
Wisconsin. Prior to his connection 
with the American Exchange Bank, Mr. 
Rowe was connected with the Drover’s 
National Bank of Chicago, and also 
with the Farmers and Merchants Union 
Bank, Columbus, Wisconsin. 
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WORD PAINTING OR SELLING IN 
YOUR ADVERTISING—W HICH? 


Out with the rhetoric jugglers and the wandering 
minstrels and in with the writers who have an intel- 
ligent conception of selling merchandise and service 


By E. E. McCLEISH 


Chief of Copy Staff, Graves Advertising Service, Grand Rapids, Mich. 


ORDY, rhetorical advertising copy 

that produces no business was at- 
tacked as an economic waste by E. E. 
McCleish, of the William Elliott Graves 
Advertising Service of Grand Rapids, 
Michigan, in a recent address before a 
meeting of the advertising council of the 
Chieago Association of Commerce. 

Mr. MecCleish blamed the wandering 
minstrelsy of the profession for the ill- 
repute into which advertising has fallen 
among some practical business men who 
have spent money without results. 

The remedy? Mr. MeCleish declares 
that the remedy is to let the word- 
slingers keep on, and the bad advertis- 
ing agencies multiply until the whole 
thing collapses of its own rotten weight, 
and a new era is reached in which none 
but hard-working, capable ‘“writer-sales- 
men” write and talk the copy that will 
sell America’s products and services. 

Mr. MeCleish said in part: 

We may start upon the premise that 
business exists through the sale for 
a profit of a product or of a service 
to those people who can profitably use 
that product or that service and to 
deliver it into the hands of those people. 
That seems to be an accepted fact. Yet 
from the Federal Trade Commission’s 
report we had recently the startling in- 
formation that of some 250,000 business 
institutions and corporations report- 
ing in the United States during the 
period of 1920 less than 60,000 were 
able to show a profit of over $5,000 a 
vear and 100,000 of them reported no 
profit at all. Despite that condition 
men presumably” are in business to 
market a product or a service at a 
profit. 

_That condition diseloses the need of 
all the productive sales activity that can 
be summoned to produce the result 
which attracts capital to business. 
There is no substitute for salesmanship 
if success is to reward the efforts exerted 
by business and the capital which 
sustains it. 


Unfortunately, we have gotten some- 
what in the habit of thinking that we 
ean set up a newer estate of business, 
separate from salesmanship, and eall 
it advertising, call it publicity, or give 
it any other sort of name that may 
properly include the rhetoric jugglers 
and the wandering minstrels who sing 


serenades to our pocketbooks. 

If, however, none of this word paint- 
ing produces dollars of profit upon the 
ledger, then that effort over the period 
of a year or over the period of many 
years is economic waste and ealls for 
intelligent effort to eliminate its 
poppyseed influence from business— 
now and forthwith. 

There is no substitute more 
efficient than the sword-blade of 
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omy of means all of the market and 
all of the people in that market who 
could profitably use our produet or our 
service. 

Out of a long experience in advertis- 
ing from the national ageney end, from 
behind the desk as an ad- 
vertising manager, in capa- 
cities out in the field trying 
to do field serviee with 
dealer organizations 


E. E. MceCLEISH 


salesmanship. And it must be sales- 
manship whether you talk it or whether 
you write it. 

There is, of course, a third element 
that does produce a profit, and that is 
the other talking that goes on, the other 
writing that is bound to follow, from 
eustomers who become thoroughly 
pleased and thoroughly satisfied with 
the kind of service or with the kind of 
product which they get as the result of 
their response to the spoken salesman- 
ship or the written salesmanship. 

So I am concerned immediately in 
asking for the removal of the word 
“advertising” from our own minds as 
advertising men and advertising women 
and the substitution for that phrase of 
the term “Writer-Salesman.” 

When we have established the term 
“writer-salesman” in ourselves as an 
actuating purpose, then we take proper 
place with our written words in a sales 
organization and play not a suffered 
part, not a tolerated part, but a vital, 
energizing, profit-producing part as 
that element which alone ean reach with 
the flattest trajectory and greatest econ- 


and distributor organizations, Ihave 
come very definitely to the conelv- 
sion that one thing which gives business 
men so often the poor opinion thev have 
of advertising is the fact that too much 
emphasis is placed upon mere advertis- 
ing or mere publicity as some magical 
thing that can swoop down and sud- 
denly open up tremendous new fields 
of opportunity, tremendous new profits, 
without any effort of salesmanship on 
the part of the man who ereates the 
copy, without any effort of salesman- 
ship on the part of the business that 
employed the man to write the kind of 
copy which it was hoped so fondly 
would produce the profits sought. 

If we could take the word advertis- 
ing out of the vocabulary of our own 
profession and substitute for it the action 
word, Writer-Salesman, then we should 
see quite a new turn of affairs, I think, 
in business. 

Be assured that the writer-salesman 
will not be the fellow oceupying the 
little bleak office in some odd corner of 
the factory; or the poor ad-seribe 


stuffed away among the packing boxes 
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in the department store; or the shy 
discontent found in a miscellaneous and 
subterranean part of a bank (try to 
find an advertising manager and see the 
offices he usually oceupies), to be called 
in as a great favor by the board of 
directors or by the board of control 
when they are discussing poliey or prun- 
ing a budget. 

Your writer-salesman will be a man 
without whom the board of directors 
will not care to move; a man without 
whom the board of control, the sales 
manager, the general manager and the 
vice presidents will not decide a step 
unless they have his advice, unless they 
have his counsel, unless they weigh, 
there in the diseussion and the deter- 
mination of policies, his experience, his 
judgment and his ability to talk in 
pictures to thousands at a time where 


* * * 
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the single salesman is confined to the 
time table, to the little hotel he can’t 
get out of after six o’clock at night, to 
the few people whom he can meet in 
the course of a day. 

Now, advertising men, as you well 
know, do not occupy that kind of posi- 
tion. They are not called in constantly 
for counsel. They are not heeded the 
way that thew should be heeded if they 
were realizing all the opportunities of 
their work. Business men, by and large, 
cannot be wholly blamed for that condi- 
tion, because the thing that is wrong 
with advertising, is the preponderance 
of the wrong kind of men in it; and 
the fault with that kind of men is the 
kind of copy that they produce. 

No one questions the worth of adver- 
tising in * ereating sales. No one ‘is 


(Continued on page 50) 
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PIONEER GOLD COINS VIE 
WITH EGYPT'S BEST 


Collectors from all parts of the country 
came to this sale te bid for rare United 


States, Egyptian 


and Greek 


coins 


By THEODORE J. VENN 


Not since the sale of the great Ten 
Eyck Collection last spring has there 
been an auction dispersal of rare coins 
which created as much interest among 
the numismatists of the country as that 
held at Fort Worth, Texas, on the 12th 
of last December. In the bids secured 
by mail and through personal author- 
vation practically every active collec- 
tion in the United States and Canada 
Was represented. 

The offerings consisted mainly of the 
collection of United States and pioneer 
gold coins formed by the late H. E. 
Rawson of Chicago and Boston, and 
the collection of ancient Greek gold and 
silver coins assembled by Dr. A De 
Yoanna of Brooklyn, N. Y. The out- 
standing feature of both collections was 
not only the rarity of many of the 
offerings but also the choice state of 
preservation of the coins. 

The feature in the $5 gold series as 
well as the stellar piece of the sale 
proved to be the coin of 1832 with 
twelve stars on the obverse. It brought 
$1,310. The coin of same date, but 
With thirteen stars, sold for $390, while 
the $5 piece of 1827 went to the highest 
bidder at $475 and that of 1826 at 
$225. 

There were two of the rare $4 gold 
pieces in the sale, one bringing $105, 
the other $101. 

None of the great rarities were rep- 


resented in the $3 gold list. The Phila- 
delphia coin of 1854 sold for $11.25, 
while the Dahlonega piece of the same 
vear brought $41. The $3 coin of 1867 
fell to a bid of $10.25 and that of 1883 
changed ownership at $11.25. The latter 
bid also secured the coin of 1886. 

In the $2.50 gold series the coin of 
1796 brought $95 and that of 1824 with 
the small bust of Liberty $84. 

The collection of United States gold 
dollars was probably the most complete 
ever offered, inasmuch as it also included 
most of the series of the branch mints. 
The feature piece was the Dahlonega 
dollar of 1861, which secured high bid 
of $165. Next came the Philadelphia 
mint coin of 1875, which brought $127, 
while the extremely rare San Francisco 
dollar of 1870 sold for $105. The rare 
Dahlonega dollars of 1855 and 1856 went 
at $42 and $77.50 respectively, while the 
San Francisco coin of 1854 fell at 
$20.50. The New Orleans dollar of 
1855, the rarest date of this mint, 
brought $6, and the Charlotte, (N. C.) 
mintage of 1851 and 1853 sold at $7.50 
each. 

Prices on some of the other gold 
dollars of Philadelphia mintage were, 
1863, $51.50; 1864, $22; 1865, $36; 
1867, $18.25; 1868, $14.50. 

Among the pioneer or territorial gold 
issues the feature piece proved to be 
the Clark, Gruber & Co., Colorado $20 
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Pike’s Peak coin of 1860, which brought 
$840, while the $20 coin of 1861 went 
for $265. The Moffat & Co., $16 Cali- 
fornia gold bar or ingot seeured a high 
bid of $575, and the 1852, $10 gold 
piece of the same firms sold for $275. 
The Wass, Molitor & Co., $5 piece of 
1852 brought $130 and the extremely 
rare $10 coin of the Miner’s bank of 
California, struek in 1849, seeured a 
high bid of $325. 

In the Utah or Mormon coinage the 
$5 gold piece of 1849 sold for $57.75, 
the $5 coin of 1850 for $40, and “the 
$2.50 issue of 1849 for $82, while in 
the early Carolina and Georgia gold 
coinage the Bechtler $2.50 piece marked 
“70 G. 20 carats” and the similar Bech- 
tler coin marked “Georgia Gold, 64 G, 
22 Carats” brought $105 each. 

In the United States silver division 
the Martha Washington half disme of 
1792 sold for $60, the dime of 1796 for 
$12.50, and the quarter dollar of 1796 
for $24.50. The silver dollar of 
1836, the rare variety with the name 
C. Gobrecht below base, brought $185, 
while the dollars of 1839 and 1852 went 
at $75 each. 

Among the Colonial and early state 


_ coins offered the best figure was reached 
by the Kentucky half-penny or cent | 
‘1796. It secured a high bid of $42. 


Quite a number of United States com- 
memorative coins were offered, the best 
prices realized being: Panama-Pacifie 
$2.50 gold piece of 1915, $10.50; Pa- 
nama-Pacifie gold dollar of same’ date, 
$4.75; Lafayette silver dollar of 1900, 
$3.75; Panama-Pacifie silver half dollar 
of 1915, $3.15. 

The Dr. A. De Yoanna collection of 
ancient coins was one of the best ever 
offered here. The following are a vew 
high spots of the sale: 

Silver dekadrachm of Syracuse of the 
Diénysian period, 405-345 B.C. 
Weight, 668 grains. This coin is gen- 
erally considered one of the most ar- 
tistie of the ancient silver issues. Was 
catalogued as in very fine condition and 
went to the highest bidder at $400. 

Silver tetradrachm of Carthage of 
the period 410-310 B. C. Catalogued 
as fine to very fine. Secured a high bid 
of $77.50. 

Gold stater of Syria of the reign of 
Antiochus I. (281-261 B. C.) went 
under the hammer at $160. 

Gold octodrachm of Egypt (Arsinoe 
II.) weight, 430 grains. Catalogued as 
extremely fine and brought $115. 

Gold stater of Egypt of the reign of 
Ptolemy I. (323-285 B. C.). Weight, 
10914 grains. Catalogued as extremely 
fine and fell to the bid of $110. 

Gold octodrachm of Egypt of the 
reign of Ptolemy II. (‘Philadelphus”), 
285-246 B. C. One of the most admired 
of the ancient gold coins. Weight, 43414 
grains. Catalogued as practically un- 


- cireulated. Seeured a high bid of $105. 
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ARE YOU MAKING THE MOST OF 
YOUR PRESENT CUSTOMERS 


Lack of persistency and intelligent application in follow- 
ing up prospects for additional business usually leads to 
a loss of profitable business that should be cultivated 


Advertising Manager, Equitable Trust Co.. 


OW much did we sell him last 
year ?” 


This question is frequently put to the 
Sales Manager of a commercial business. 

If the Sales Manager’s answer is not 
satisfactory—if Jones has not pur- 
chased a line of merchandise commen- 
surate with his size and the volume of 
his own business, the Sales Manager 
must do some explaining. He must 
know the reason why Jones is not buy- 
ing more. 

Why is it the average client of a 
bank uses but one service of the institu- 
tion when he is the logical purchaser 
of numerous other services? Why is 
he allowed to buy such a small amount 
of bank service? Perhaps it is the 
attitude of the average banker toward 
those who seek to bring other banking 
facilities to the attention of the cus- 
tomer, “hands off, he’s a customer.” 
This attitude is apt to prevent the 
proper presentation of other valuable 
services of the institution, utilization of 
which would prove mutually profitable 
to client and bank. Of course, the reason 
for the average bank executive's attitude 
is due to fear of offending the depositor 
or annoying him with an over abun- 
dance ‘of personal solicitation, corre- 
spondence or printed literature. There 
is much to be said in defense of this 
attitude, unless careful and intelligent 
supervision of the follow-up work is 
constantly given. 


I recall some years ago, a file in a 
large Wall Street investment house 
which interested me. It. was called the 
grave yard. In it were filed the cards 
of a number of one-time prospects who 
had once evinced some interest in the 
securities of that house. 

Disereet inquiries regarding this file 
disclosed the fact that all within it were 
“dead ones,” figuratively at any rate. 
These names were objects of contempt. 
They had been tested—had not re- 
sponded and were consequently worth- 
less. Hadn’t they proved this by refus- 
ing to reply to a carefully worded and 
well “iced” letter? 


Some months later, this list, among 
others, was circularized with a more 
than ordinarily interesting letter and a 
booklet. The response was astonishing, 
proving that a large percentage of those 


By A. M. De BEBIAN 


on the list were not dead, but very much 
alive. 

The more I study bank follow-up 
systems and bank business development 
methods, the more I am convinced that 
those which fail—fail not because of 
lack of merit in the systems, but because 
of lack of persistency and intelligent 
application. 

It is not easy to operate a follow up 
or new business system day after day 
particularly when the immediate re- 
sponse is not encouraging. 

Yet there is no way of knowing how 
many of the seeds thus planted are 
taking root. Only yesterday the chief 
executive of a middle western trust com- 
pany sat at my desk and related an 
experience with a man who had come 
to him almost a year after he had 
written a letter soliciting his business, 
carrying this letter in his hand and 
ready to do business. I think that we 
are all impatient for results and dis- 
card as worthless anything that does 
not have the desired effect immediately. 

Impatience is almost a national trait, 
and while it keeps us ever active and 
destroys inertia, it often tears down 
where a more tolerant attitude would 
conserve. 

A sheaf of form letters, a roll of two 
cent stamps, and a battery of Hooven 
typewriters does not constitute a good 
follow-up system. 


Yet in many institutions that is just 


THE EQUITABLE TRUST COMPANY 
OF NEW YORK 


PROSPECT FOR 
BANKING C] 
SERVICE 

INVESTMENT C] 
SERVICE 

SAFE DEPOSIT C] 
SERVICE 


TRUSTEE UNDER C] 
MORTGAGES 


PROSPECT CARD 


EMPLOYEES SHOULD BE AWAKE TO THE POSSIBILITIES OF 
ACCOUNTS FROM PEOPLE WITH WHOM THEY COME IN CON- 
TACT, EITHER IN A BUSINESS OR SOCIAL WAY ENTER NAME 
OF PROSPECT ON THIS CARD AND HAND TOJ E. SMITH, MGR.. 
NEW BUSINESS DEPT. PROMPTLY FOR INVESTIGATION AND 
FOLLOW UP. PROPER CREDIT WILL BE GIVEN TO THOSE 


New York 


what the follow-up department consists 
of. 


I have always contended that banks 
generally pay too little attention to the 
business of selling the whole organiza- 
tion to depositors. 


A plain statement of this fact will 
usually evince some such reply as this, 
“Oh! we tried a great many different 
plans but they don’t work out.” No, 
and they never will work out unless 
pursued, persistently and _ constantly. 
A vice president of a New York trust 
company, who has made a signal suc- 
cess of his particular branch of banking, 
told me just the other day that the 
success of his department and _ the 
growth of his business were due prob- 
ably more than anyone realized to the 
enthusiasm of his junior officers and 
clerks in securing business. “Everyone 


‘in my department” he said proudly, “is 


an active business getter, and they go 
after business, because they know it 
means promotion. If every employe of 
an institution would endeavor to create 
new business for the bank it would 
mean a tremendous stimulus and a 
gigantic step forward.” 


The new business department of 
another large New York trust company 
issued some time ago a prospect card 
to be distributed among the employes 
of all departments of the institution 
for their convenience in reporting pros 
pects. On the face of this card is the 


NEW BUSINESS DEPT 
MAIN OFFICE 


SUGGESTING NAMES FROM WHOM BUSINESS IS SECURED 


TRANSFER AND 
REGISTRAR SERVICE 


REORGANIZATION CO NAM 


SERVICE 
FOREIGN C] 

BANKING SERVICE 
FOREIGN C) OTHER 

EXCHANGE SERVICE CONNECTIONS. 

PRESENT BANK 
PERSONAL TC] 
TRUST SERVICE 


CONNECTIONS. 
SAFE KEEPING C] 
SERVICE 


ADDRESS. 


BUSINESS. 


SUGGESTED BY 


WOULD BE 
INFLUENCED BY 


DATE. 
REMARKS (over) 





Department heads are distributing these cards regularly to employes under them. 











BA 

















BANKERS MONTHLY for FEBRUARY, 1923 











g 


1000 


TOTAL 





ACCOUNTS 







* Checking 


NUMBER OF ACCOUNTS 


g 


an 


CHECKED 






8 


ww» 
N 


. 7 


B 


A_ (4250) 

















Investment &; 

Safe Deposit = 
l 

Checking + | 


Investment # 


(48= 1%) 


(39= 1% 
















*CHECKING ONLY 
Above $750. ....841 


SERVICES THAT ARE 
NOW USED: 






| rr er 


Savings. 





Investment 





14 accounts per customer. 
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Checking + 
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C—All prime prospects 
for Investment Dept 


Total names...... ....2,018 

D—All _ prospects 
Trust Dept. 
‘TOR! NEIMNOB....<6 5. 
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SERVICES THAT OUGHT 
TO BE SOLD: 
























Savings prospects.............. 
Safe Deposit prospects.......... 1,549 
Investment prospects........... 2,018 















THORS DEOUICEG 0 5.05.00: 65-505 AED 
Services to be sold............. 5,722 
Services already sold........... 6,023 

ME aitiats anne reeset 11,745 


2.8 accounts per customer. 


This is the guide card in a central filing system that classifies names as a basis for intensive 
follow-up work. 


following wording. “Employes should 
be awake to the possibilities of accounts 
from people with whom they come in 
contact, either in business or socially. 
Enter name of prospect on this card 
and hand to manager of our New Bus- 
iness department for investigation and 
follow-up. Proper credit will be given 
to those suggesting names from whom 
business is secured.” 

A certain New York trust company 
uses a central file system whose efficiency 
is largely dependent not only upon the 
fact that names and addresses are filed 
m it, but also descriptions of the ecus- 
tomers whose names appear. This means 
that their profession or business appears 
on the ecard, their financial standing 
(which indicates whether or not they 
might be interested in trusts or invest- 
ments) and other pertinent data which 
would intelligently separate these 
thousands of names into classes which 
will be likely to be interested in the 
same kind of form letters. In this way, 
women are addressed at one time, per- 
haps, and men at another, upon sub- 
jects interesting to each as bank custom- 
ers. Housewives may receive one 





set of literature or follow-up mail, per- 
haps on budgets, and business women 
another. The classifications are many. 
People interested in a certain industry 
could be addressed, business men, cus- 
tomers of one department, or another. 


A great number of users of bank serv- 
ice merely avail themselves of the 
facilities of one department, when they 
might profitably be converted into 
patrons of various other services. Some 
bank business authorities claim that the 
greatest possibilities for the develop- 
ment of new business lie in the field of 
present customers. The failure to 
develop profitable customers into more 
profitable ones is a question that con- 
cerns every employe of a large banking 
organization. There is no member of a 
bank or trust company -staff to whom 
this does not apply, in one way or 
another. To those employes having 
direct contact with clients opportunities 
are at once apparent, yet, on the other 
hand, the employes who form the great 
body of workers facilitating routine 
functions have also the chance to de- 
velop the present clientele by methods 
that are legion. 


~siasm! And it 





The spirit that lies behind success is 
the subject of an essay—‘Man Alive!” 
by Harvey A. Blodgett, which has been 
issued in the form of a pocket-size book 
leather-bound and gold-lettered. 

The essay, so different from the vast 
ocean of inspirational writing which 
makes the 
subject of 
achievement 
seem a gruel- 
ling, unpleas- 


ant, weary 
task, offers 
only one 


lesson--enthu- 


offers this les- 
son in a read- 
able, colorful, 
enthusiastic 
way. It is not harder work, longer 
hours, and the self-sacrificing spirit of 
martyrdom that will help a man realize 
his talents and reach the goal he dreams 
of, but simply a quickening interest in 





‘his job, Mr. Blodgett says. And having 


said this, he proceeds to cite instances 
from the lives of: men we know to be 
successful to show the problems that 
confronted them, and the manner in 
which they solved them. 

The interesting story of Mark Twain’s 
start in life is told, when, at an early 
age, he ran away from home and became 
a river pilot— : 

“Imagine Mark Twain’s task: ‘learn- 
ing’ the Mississippi river from New 
Orleans to .St. Louis, twelve hundred 
miles, then learning it backward. 

“Man alive! What a task for an un- 
trained village youth. Try walking a 
half mile in any direction and remem- 
bering every stationary object; then 
memorize the scene backwards.” : 

How Mark Twain “learned the river,” 
how Thornton Burgess achieved the 
record of thousands of “bedtime stories” 
each one of which has endeared him 
more to the nation’s childhood, how one 
“Ed” Pennington, a small town boy, 
became the president of a railroad, 
numerous stories of those who overcame 
handicaps to become leaders in their 
professions, are contained in this con- 
venient attractive little book. 

The book is addressed to those who 
are conscious of their powers and deter- 
mined to develop them. In the fore- 
word, the author says: 

“He who trudges along the lower 
paths must needs be a man alive to his 
potential powers; he must raise his 
eves to the heights above, mark a goal 
and then climb to it.” 

“Man Alive’ is a creed for top- 


-notehers. 
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THESE EMPLOYES SAID “THANKS” 
WITH $2,000,000 CONTEST 


Actions speak louder than resolutions, the grate- 
ful employes of the Exchange National Bank of 
Tulsa, Oklahoma, decided, and then they acted 


ee unique in that it was 
L originated and executed by em- 
ploves brought than $2,000,000 
in new business to the Exchange Na- 
tional Bank and the Exchange Trust 
Company of Tulsa, Oklahoma. The 
goal was reached in a period of ten 
weeks. 


more 


The campaign was the result of the 
desire of employes to repay officials of 
the institution for past acts of generos- 
itv. Emploves of the two banks all are 
members of the Exchange Club. 
1ts 


Since 
organization, directors of the banks 
have twice each year donated substan- 
tial to the of the elub. 
These donations made without 
obligations. The money 


suis treasury 
were 
be 
in conducting the affairs of the 
Most of it went, along with other 
money, to defray expenses of dances, 
dinners, 


Was to 
spent 


elub. 


parties and other entertain- 


ments. 
The employes ‘wanted method 
to express their appreciation other than 


words and written 


some 


resolutions. An in- 
crease in the deposits and other bus- 
iness of the institution was the choice of 
those determined to repay the bank 
officials for their generosity. Plans of 
the campaign were completed and sub- 
mitted to R. P. chairman 
the ot With 


approval, the campaign was on. 


Brewer, of 


board his 


directors. 


Three employes, R. Elmo Thompson, 
president of the Exchange Club, E. P. 
and Fred W. Brombacher, 
were named on the campaign committee. 
This committee directed the campaign, 
prepared the advertising, distributed 
the literature, recorded the progress of 
the campaign and passed on all com- 
plaints. E. W. Jacobs, a vice president 
of the bank, served in an advisory capac- 
ity for the committee. 


Jennings 


By GRADY TRIPLETT 


First each employe was given a 
pamphlet, in which all rules and condi- 
tions of the campaign were set 
He was informed as 


out. 
follows, “the bus- 
iness must originate directly from some 
effort put forth by the individual claim- 
ing credit.” Where commercial accounts 
were solicited, where borrowing might 
he expected, workers were instructed to 
conter with the senior official, serving 
in the advisory capacity. 

conducted 
between factions of em- 
ployes of the bank, the “Boosters,” and 
the “Hustlers.” 
divided 


was as a 


The campaign 


contest two 


Eaeh of these divisions 


was into six companies, each 


company having a captain. On each 
side, there were four teams from the 


Exchange National bank, one from the 
Exchange Trust Company and one com- 
posed of junior officials. The team of 
senior officials had individual. competi- 


tion between its own members. Ex- 
elusive of the senior officials, 155 
persons took part in~ the cam- 


paign. 

General instructions for the campaign 
were furnished by the committee, along 
with rules and conditions. For the 
actual work, each employe either looked 
to his own resources, or conferred with 
his company captain. 

To enthuse the workers, a huge black- 
board was installed in the bank lobby. 
The standing of the twelve competing 
teams was posted daily. The bank lobby 
freely decorated with placards, 
bearing the slogan of the campaign, 
“Exchange Smiles.” 


was 


Extensive newspaper space was used 
in connection with the campaign. The 
public was informed regularly of prog- 
ress of the workers. Space three or 
four columns wide and in page length 
was used two or three times each week. 


Both Tulsa newspapers carried this copy, 
No goal was set when the campaign 
hegan. So far as those responsible for 


the plan knew, no other bank had ever 


conducted a campaign similar in all 
details and no precedent existed on 


which to determine a goal. 
paign got way, the $2,000,000 
mark took form as the amount of new 
business desired from the efforts of the 
employes. 

When the final Saturday atternoon 
arrived, the total was $2,031,398.35. <A 
to that effect des- 
patched to R. P. Brewer, chairman of | 
the board of 
Europe. 


under 


cablegram was 


directors, who was in 

Every type of business handled by 
the institution was solicited during the 
ten weeks. But 


worked out by the campaign committee 


a seale of credits was 


The highest number of points was given 
for a real estate sale resulting from 
listed the campaign. 
A worker responsible for such business 
was credited with 1,000 points. Fora 
checking account, $25 being the minimum, 
one point was given for every dollar. For 
every dollar of a savings account opened, 
two points were credited. Efforts that 
resulted the Trust being 
named administrator, guardian, trustee, 
receiver worth 500 
The seale of credits was worked 
out on what the campaign committe 
considered a reflection of the value of 
the new business to the banks. 

High individual honors went to 
Elton Everett of the team of junior 
officials of the “Boosters.” He brought 
new business of $214,989.90 to the banks 
in ten weeks. Miss Ruth Robertson, 4 
member of the winning company number 
5, won second individual honors. Her 
total of new business was $97,921.26. 


property during 


in company 


or assignee were 


points. 


‘‘The earth is a machine which yields almost gratuitous 





service to every application of intellect.’’ 


Emerson 





As the eam- ‘ 


2 


§ 


f 


Leaders 


Here’s what he says of the BANKERS MONTHLY: 


‘*I like the practical character of the articles used, and believe these are of 
value to the country banker. To the larger bank THE BANKERS 
splendid channel for publicity and a means of keeping in touch with smaller banks 
over the country.”’ 





Protect the purse strings 
By Super-Safety Insured Checks 


Super-Safety Insured Bank-Checks protect 
the bank and the depositor from the 
menace of the check-raiser. 


They are made of the world’s best Safety paper. 


They are insured in the Hartford Accident & 
Indemnity Co. for $1000.00 against loss through 
felonious or fraudulent alteration. 


They are protected individually by The William 
J. Burns International Detective Agency, Inc. 


Bankers and depositors are entitled to this 
guaranteed protection. The cost is no 
more than for unsafe checks of the same 
quality. Crooks avoid banks and checks 
that are so protected. 


Burns’ Detective 
Protection 


Each Check Insured 
by the Hartford 


The Bankers’ Supply Company 


The Largest Manufacturers of Bank Checks 
in the World 


NEW YORK ATLANTA CHICAGO DES MOINES DENVER SAN FRANCISCO 
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BREAKING INTO THE FRONT PAGE 
WITH THRIFT NEWS 


Cooperation with one of the local dailies 
brought this bank 450 new accounts 
besides a front page story for a week 


By W. E. WALKER 


Director, New Business Department, The First National Bank-Central Wisconsin Trust Co., Madison, Wisconsin 


RDINARILY, about the only time 
that a bank breaks into front page 
space is when it is robbed or goes broke. 
Recently, however, The First Na- 
tional Bank-Central Wisconsin Trust 
Company of Madison broke into the 
front page of one of the local papers 
for ten days straight with a thrift story 
appearing in space that could not be 
purchased at any price. It was the result 
of a coupon thrift campaign conducted 
co-operatively between the newspaper 
and the bank. 

We had understood that coupon cam- 
paigns run in conjunction with news- 
papers were generally unsuccessful but, 
nevertheless, we tried it out and with 
the following results: 

Our bank received ten davs of free 
front page publicity which consisted of 
a thrift story published daily beside a 
photograph of our home savings bank 
which is a reproduction in miniature 
of our new building. Other stories 
about the bank were also published with 
ents in various parts of the paper. As 
far as actual’ business is concerned, 450 
new savings accounts were opened with 
coupons. The initial deposit required 
on a new account under our plan was 
$2.00. The average initial deposit made 
on these accounts was $12.72. Six 
months later these accounts had _ in- 
creased over 250 per cent in size, over 
90 per cent of them having been active 
during that period. But two or three of 
the aeeounts were closed. All our pub- 
licity was secured without cost so that 
the only cost of the accounts was the 
one dollar deposited to the account of 
each new customer under the terms of 
the offer made in the press. 

There were three requisites to secur- 
ing the free dollar, according to the 
provisions printed on each coupon. 
These provisions follow: 

‘J, At least $2.00 must remain on 
deposit for one year. 

**2. If the the second deposit is not 
made within six months as evidence of 
good faith, the credit of $1.00 will not 

allowed when the account is with- 
drawn, or the one dollar certificate will 
be deducted when the account is closed. 

**3. Only one account can be opened 
by each reader who has no savings ac- 
comt at THE FIRST NATIONAL 
BANK - CENTRAL WISCONSIN 
TRUST COMPANY but new accounts 


can be opened for every member of the 
family, if desired.’’ 


Below the picture of the First-Cen- 
tral Building Savings Bank also ap- 
peared the announcement that one of 
these home banks would go with every 


new savings account during the life of 


the aceount.’ 


The plan as used here is outlined in 
the following extracts taken from the 
letter sent the newspaper, which pre- 
sented the proposition : 


‘*This newspaper-bank co-operation in 
promoting thrift, I find, has been worked 
elsewhere with mutually beneficial results 
for both bank and newspaper. As far 
as your paper is concerned, there might 
be some business advantage in co-opera- 
ting with this institution and as far as 
we’re concerned, I can appreciate the 
advantage there would be to us. 

“*T believe such a thrift campaign if 
put on enthusiastically, would pay good 
dividends to the paper in prestige and 
good will. It offers an opportunity to the 
newspaper to render a service to its readers 
in promoting thrift. . It shows the reader 
that the newspaper has his welfare at 
heart, which cannot help but be reflected 
in the newspaper’s popularity. 

‘‘The campaign as we went over it 


together would be handled as the news- 
paper’s own campaign but there wotld be 
no expense attached for the paper. 

‘*W. H. Dodge, president of The Seripps- 
MecRaw League of newspapers, has this to 
say about a somewhat similar campaign: 
‘The thrift plan has been successfully pro- 
moted in the news columns of the Toledo 
News-Bee and the Clevland Press. We 
have had ample evidence that this enter- 
prise, conducted by a strong bank, is a 
means of creating prestige and good will 
for the publication. It is my belief that 
the two Scripps papers which have given 
space to this plan have profited greatly 
thereby.’ 

‘“Here’s what Victor Morgan, editor of 
The Cleveland Press, has to say about it: 
‘It is my judgment that the thrift cam- 
paign conducted by The Cleveland Press 
in connection with The National City Bank 
is now paying us and will continue to pay 
us excellent dividends in good will. By 
the plan a paper can lose nothing what- 
ever and if it earries on the campaign 
vigorously and intelligently, it is certain 
to gain. I should say that the plan could 
be worked with success by any newspaper 
anywhere.’ 

‘As to the campaign itself as we went 
over it, it would last about 10 days and 
would start with a prominent feature that 
The Capital Times is to distribute $1,- 
000.00 free to its readers during one week, 
Sueh a story might start as follows: 


‘¢ <The Capital Times is going to 
distribute $1,000.00 among its readers. 
‘**The Times has .made_ arrange- 
ments so that each one of its readers 
And the first 


may have a bank account. 


dollar going into this account is to be 
free. 
‘**To that 


end The Times is ¢o- 


operating with The First National 
Bank-Central Wisconsin Trust Com- 
pany in connection with The Times 


Thrift Week, March 24 to 31, inclusive. 
‘**Any person clipping out thé ac- 
companying Times Thrift Certificate 
~ and presenting it at The First National 
Bank-Central Wisconsin Trust Com- 
pany any time during Times Thrift 
Week, March 24 to 31, inclusive, with 
$2 as an initial deposit can.open a new 
savings account for $3.00. In addition, 
the bank has agreed to supply one of 
its new miniature home savings banks 
in the form of a metallic reproduction 
of the First-Central Building to each 
new Times depositor. 

‘**Only 3 rules govern 
. offer. They are: 

‘* «Two dollars of each account must 
remain on deposit for one year. 

‘* Tf the second. deposit is not made 
within 6 months, the fifty cent certificate 
will be deducted when the account is 
closed, at which time the bank is to be 
returned. 

*«*Only one account can be opened 
by an individual, but accounts may be 
opened by every member of a family if 
desired.’ 


the Times 


‘‘Other thrift material might follow 
and a certificate would be run attached. 

‘<In continuing the campaign we could 
furnish a local publicity feature for the 
paper each day, including pictures, with 
a real news interest. 

‘*T believe such a contest or campaign 
would bring the paper considerable good 
will from advertisers and the bank con- 
siderable good will from readers.’’ . 

Incidentally, this campaign came at 
the time when the merchants were put- 
ting on their spring opening and spring 
style exposition so the idea was stressed 
in some of the publicity stories that 
one sure way to have good clothes is 
to save regularly for them. The fact - 
that the save for clothes idea was 
stressed also served to secure some 
support for the thrift campaign from 
merchants in place of the usual antag- 
onism reflected in the attitude of those 
whose desire is to see people spend their 
money and not save it. The following 
thrift story is typical of those that 
appeared on the front page for a few 
days preceding and during the week of 
the campaign: , 

‘*A place to put the money you will 
save by buying spring garments from 
Madison merchants during the spring 
opening and a safe. place to save reg- 
ularly for the clothes you want to buy are 
two of many opportunities offered The 

(Continued on page 64) 
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Reaching back into the pioneer days, Colorado 
National distributes miniature 
showing the city’s growth in a picturesque way 


VERY town has a past. This past, 
which has been called “the first 
half” of a city’s history, is usually of 
great interest to the town’s inhabitants. 
Recently the Colorado National Bank, 
Denver Colorado, proved the value of 
a city’s history as advertising material 
by issuing a piece of literature called 
“Denver In Early Days”. Pulled by a 
single newspaper message or two, the 
people of Denver almost swamped the 
information desk of the bank on the 
day following the advertisement. At 
all hours of the day from twenty five 
to thirty people, men and women, work- 


ing people and well-known business men § 


—waited at the desk to get service. 

The initial printing of 5000 copies 
was swept away in three days. Hun- 
dreds asked for copies to mail to friends, 
and John A. Ball, advertising manager, 
promptly designed a special ,mailing 
envelope for this purpose. Through 
the remainder of the week, the bank’s 
“Sixtieth Anniversary Week” the folder 
continued to go out at the same rapid 
rate, and in the five weeks following, the 
bank distributed 23,000 copies of the 
folder. 


The folder was a pictorial sheet and 
as generous as a “Sunday Supplement,” 
being at the same time more worthwhile 
and instructive. It measured 14 inches 
by 20 inches and contained twelve 
pages. There were one hundred pictures 
in it, from engravings showing the 
prairies and prairie schooners where 
Denver now stands, through the log 
cabin phase of Denver’s history, to the 
present, when the city’s progress is rep- 
resented by such structures as_ the 
Colorado National Bank building. 

Although most cities have a past that 
is interesting, if only because history 
never passes by without making romance 
as it goes, amazingly little literature is 
written which presents this history to 
the public in a readable, interesting way. 
Seldom do skilled journalists have the 
time to take up the subject of their 
city’s history. One reason is that the 
audience is naturally limited, and the 
reward, if the book were to be published, 
would be very small. It remains, there- 
fore, for public spirited institutions to 
serve this need of their locality. Banks, 
in particular, can gain splendid public- 
ity and advertising in this way at the 
same time that they benefit their city. 





By JOHN T. BARTLETT 


The interest is there on the part of the 
public. However, the success of the 


folder will be in proportion to the skill 
of the presentation. 

Mr. Ball collected many pictures, and 
for copy collected colorful incidents and 





Of great interest to loyal citizens are pictures 
such as this—showing one of the earliest pioneer 
cabins of the community. 


details, just brief enough and complete 
enough to have the strongest appeal to 
the average reader. Exhaustive re- 
search was necessary. Sometimes for 
a single caption as many as half a 
dozen different sources were consulted. 
The detail of unusvial interest was the 
needle in the haystack of plain fact 
that was searched for. The captions 
usually contained the details that stirred 
the imagination of the reader. 

In narrating the story of Denver's 
early start, for instance, the caption 
mentioned that Denver and “Auraria 
City” were settled on opposite sides of 





The old school-house where perhaps well- 
known citizens were educated, is a picture of 
great appeal. This was Denver’s first. 
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DENVER BANK’S VIVID APPEAL 
ON COMMUNITY'S HISTORY 


newspaper 




























furn 

pres: 

days 

and 

sour 

Poni 

mile 

sevel 

two 

coln’ 

was 

665 

5 A 

“Cherry Creek.” The text reads: “The hom 
name ‘Auraria City’ was dropped upon Har 
the: completion of the first bridge across ahite 
Cherry Creek at Larimer Street, April f “gol 
6, 1860, when the people from both sides F jens 
met on the bridge by moonlight, shook fF —_ygjj 
hands and made speeches.” littl 
In a caption describing the life of secti 
immigrants enroute to Colorado the B Abn 
following appears: “Three brothers Den 








from Missouri, named Blue, started by 
the Leavenworth route, and wandered 
into a dry and grassless region. One 
died of starvation, and the other two 
ate his flesh. A second died, and a third 
repeated the former incident, then went 
insane.” 

The low prices at which real estate 
which is now very valuable, sold oneé, 
usually makes an interesting item. This 
extract from “Denver in Early Days’ 
is unusually so: 

“TWO LOTS ONCE SOLD FOR 8 
CENTS. They were on Larimer nearly 
opposite the present Davis & Shaw 
furniture store and railroad building; 
one lot was priced at 35 cents, but the 
other was much higher—45 cents. The 
John Thompson grocery corner lot was 
once traded for a wagon load of bacon 
At the northeast corner of Sixteenth 
and Larimer are two lots which were 
once offered for a yoke of oxen—even 
trade—and refused. Often, town lots 
were the stakes in friendly little poker 
games, and one pioneer was said to have 
more than a hundred of them that he 
had won this way.” 

In each ease where log cabins were 
shown which were mentioned with the 
distinction of being among the earliest, 
historical references were cited, so that 
the material became just as interesting 
to the student as to the casual reader. 
The bank later learned that the publics 
tion of this data had brought together 
many families deséended from old 
settlers, who felt that they should know 
each other. 

Another human interest feature was 
the publication of photographs of citi- 
zens who helped found Denver. The 
first couple to be married in Denver, the 
first baby born in the settlement, as well 
as photographs of officials of the city 
that soon followed the camping days, 
were included. 

A contrast to the two cent mail and 
fast postal delivery of today was 
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furnished in a picture of the “pony ex- 
press” station, of 1861. “In those 
days,” read the copy, “it was eight days 
and eight nights from St. Joseph, Mis- 
souri, to San Francisco, California. 
Ponies changed every fifteen or twenty 
miles, and riders changed about every 
seventy-five. Postage letters weighing 
two ounces or less, $5. President Lin- 
eoln’s inaugural address, in March, 1861, 
was brought from St. Joseph to Denver, 
665 miles, in sixty-nine hours.” 

Another part of Denver's history is 
humorously treated. A cartoon from 
Harper’s Weekly, 1859, is reprinted, 
which humorously scored the idea of the 
“gold rush” which was then taking citi- 
zns of Eastern states to Denver, as 
well as many other places west, on very 
little evidence. This cartoon, in nine 
sections, depicts the sad story of “honest 
Abner,” an Eastern farmer who went to 
Denver to make fat profits from the 
gold rush by keeping a grocery store, 
failed to escape hard labour and finally 
made a Micawberish journey back home. 

Not only the Pollyanna side of a 
citys growth is presented. The Cherry 
Creek flood of 1864 which carried away 
the city hall as well as other houses, 
seenes in a noted Denver gambling house 
of 1866, and a picture showing citizens 
about to set out on a perilous journey 
to the Missouri river in 1864, when the 
Indians were hostile, are shown. 

One can’t begin to chronicle the scores 
of interesting historical facts and stories 
recorded. Pictorially, the folder begins 
with cabins of earliest settlers. These 
are on the front page, and the engrav- 
ings are from sketches. Many pictures 
and photographs of pioneer days follow. 





A far cry from pioneer days—Denver’s present financial district. The bank building with the 
Doric columns on the right is the Colorado National Bank. 
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Every 
This one had one door and but one window. 


Prominent down town corners, as they 
looked years ago, are shown. The early 
churches, and information about their 
founding, also appear. Contrast is 
furnished by a bird’s-eye view, from 
aeroplane, of present-day Denver. 

The pictures occupied most of the 
space on the pages. The text, concise 
and in large black type, appeared on a 
green back-ground in appropriate posi- 
tions. The pictures carried the eye 
pleasantly from one topic of Denver’s 
history to another. ° 

The historical presentation of Denver 
naturally contained reference to the 
founding of what is now the Colorado 
National Bank in December 1862. This 
fact gave additional value to the bank’s 
use of this kind of an advertisement 





community has a first church where regular services were held for the first time. 


The folder was not only an attractive 
presentation of Denver’s history, but 
it showed that this bank—the Colorado 
National—had been a partner with 
Denver in the adventures of the years, 
through its hard times and good times, 
growing bigger all the time. 

The whole back cover of the folder 
was taken up with the bank’s history, 
under the tile “60 Years Of Banking.” 
An old print was shown, picturing a 
portion of the business section and the 
drug store in one corner of which 
“Kountz Brothers—bankers” bégan 
business. Piteures were shown of the 
brick building which housed the bank 
from 1864 to 1882, the stone building 
which housed it until 1915, and finally, 
the present handsome building of 
Colorado marble. 


“Human interest” played a strong part 
in this phase of Denver’s history, too. 
The arrival of a safe and vault in 1863 
is related. In the same wagon in which 
the safe came was a sick girl, who had 
insisted she would rather die on the way 
to Denver than in Omaha. An inter- 
esting point about the vault and safe is 
that they weighed respectively, 1200 
pounds and 1800 pounds. “In the vaults 
of the Colorado National Bank today,” 
the folder reads, “a door alone weighs 
61,800 pounds, or over twenty times 
the weight of the complete vault and 
safe in 1863.” 


It is questionable if there is a city 
or town in the United States, dating 
back sixty years, which hasn’t a heritage 
of “early days” filled full with romantic 
interest. Each city thinks of its past 
as more interesting than any other city’s, 
but interesting things have happened 
everywhere. Banks which have the occa- 
sion to celebrate the anniversary of a 
long record of service might well consider 
the method used by the Colorado Na- 
tional Bank to serve the city and ad- 


vertise itself. . 
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HOW A GIRL CASHIER WEATHERED 
COUNTRY BANK CRISIS 


Her personal reputation for integrity and 
fair dealing gave Sue Bell credit facilities 
in the recent agricultural hard times 


MONG youngsters, that one whose 
home is situated on a corner which 
many pedestrians pass is counted lucky 
and looked up to by his contemporaries 
as something of a captain of finance, for 
such corners make ideal locations for 
pop stands where many nickels may be 
garnered from passersby on a hot after- 
noon. About all that is needed to 
establish such a business is a half dollar 
of capital, a few boards and a half 
dozen yards of old muslin, and a chunk 
of ice filehed from the refrigerator. 
Out in Dickinson County, Kansas, 
twelve miles away from the stream of 
life as typified by a railway, lies the 
quarter section of land homesteaded in 
1870 by Clements Bell. This hundred 
and sixty farm possesses little 
strategy of lécation for commerce more 
than any other quarter section of the 
neighborhood; all are in a rich farming 
section where prosperity prevails, and 
the only difference is that the Bell land 
runs up to and joins the inland hamlet 
of Holland. But on the southwest 
corner of the homestead stands The 
Farmers State Bank of Holland, eash- 
iered, run, presided over and otherwise 
managed by Sue Bell, a daughter of the 
homesteader of 1870. There the re- 
semblance to the corner lemonade stand 
ceases, for this is no toy bank, but a 
real financial headquarters for a large 
portion of an exceedingly rich agricult- 
ural section. 


acre 


Clements Bell still lives on the land 
he received as a reward from the gov- 
ernment for industry, and there he has 
reared eight children, mixed at random 
as to boys and girls. One of the girls 
had unusual characteristics from the 
start. She was named Sue—not Susan 
—and as soon as she could toddle about 
the farm, she evinced a_ remarkable 
affinity for horses and was forever 
about and among the animals on the 
place. Before the age when most chil- 
dren are even permitted to sit a horse 
alone, Sue Bell was clambering to the 
backs of the farm horses and riding 
them where she desired to go. It looked 
for a time as if Sue was to be the 
jockey of the family, and perhaps that 
eanny knack with horses explains, in 
part, the noteworthy accomplishments 
of Sue Bell sinee. For, after all, han- 
dling a horse and handling a bank cus- 
tomer are not essentially different prob- 


By ARTHUR F. McCARTY 


lems, it seems to the writer. 

It was in 1910 that the village of 
Holland and its neighborhood realized 
their ambition for a bank, when forty 
farmers met and organized The Farm- 
ers State Bank with a paid up capital 
of $10,000. Knowing nothing of bank- 
ing, they employed a cashier to run it, 
and for a couple of years matters ran 
along about as they do in other country 
town banks. Then, rather suddenly, the 
owners of the bank discovered that a 
new cashier was an immediate necessity 


This is Sue Bell’s Bank—situated on a corner 
of oko land that her father homesteaded 
in 1870. 


—for reasons which need not be enum- 
erated here. There was the bank; the 
potentialities of its field, while rather 
small, were very real; and the ship 
was without a captain. 


But there was also Sue Bell, daughter 
of the vice president of the bank, a 
young woman who had proved her 
worth in positions such as manager of 
the telephone exchange in the rather 
important town of Oklahoma City, in 
which job and others no surety bond 
had ever, been written or asked for to 
insure the integrity of the girl who had 
in many places been sole custodian of 
the funds and check book. 

“Sue,” said Mr. Robson, president of 
the bank’s board of directors, “you'll 
have to take the job.” 

“But I don’t know anything about 
running a bank, Mr. Robson,” she re- 
plied. 

“You can learn,’ was the answer. 

“T’m afraid I’m too inexperienced. 
Anyway, Ill have to talk it over with 
father,” she said. 

“Your father said about what you 
have,” replied Mr. Robson. “He thinks 
you too inexperienced.” 

“Oh, he 
flared up. 


he?” Sue Bell 
“Well, I'l just show him a 


does, does 


thing or two. [ll go to work tomorrow.” 

She is Irish, you see, and the Irish, 
it has often been said, love a fight and 
Sue Bell knew that it would be a fight 
to untangle the books and straighten out 
the snarl of affairs. 

She had an experienced banker from 
Abilene down to help her with the books 
and teach her the routine of banking, 
both expecting that a couple of weeks 
would suffice. At the end of the second 
day she sent him packing. 

“T ean run this bank now,” she said 

For the last ten years she has been 
in sole charge. It is a small bank and 
she does all there is to do; she makes 
the loans and collects them, keeps the 
books and writes the letters, sweeps the 
floor and builds the fires. And in each 
of those ten vears she has earned and 
paid to her stockholders a dividend 
except in 1921, when crop failures and 
losses to cattlemen not only ent dom 
the earnings but created a very critical 
situation for the little bank. There 
were days, indeed, when she didn't know 
where to turn for eash. There was 
plenty of good paper in the bank, but 
so was there, it seemed, in all the other 
county banks and none could use more 
She appealed to one after another for 
credit, and then, when it seemed she 
wouldn’t be able to weather through 
and that she would have to trv the last 
resort of calling upon her directors to 
go to the city and by pledging their 
personal means get a loan, the head of 
a large bank in a neighboring city told 
her he would take some of her notes 
You see this big banker had known her 
when she went to the normal school, 
and he knew the unswerving honesty and 
grit of the Irish girl down there in the 
little country town fighting to keep the 
bank alive. 

With new assurance and new courage 
she again went to the banks nearer her, 
and they, concluding that if her paper 
was good enough for the big bank it 
was for them, strained a point and took 
enough to tide her over the crisis. $0 
the aid of the big banker wasn’t needed, 
after all, and the Farmers State Bank 
of Holland pulled through. 

On the heels of every harvest an éel- 
ormous increase in deposits and cheek- 
ing out occurs, and then the cashier of 
the Farmers State Bank often works 


(Continued on page 35>) 
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Getting 


A bank in an Illinois city caused two larger 
banks in the town to wonder why it was get- 
ting so much business. 


Old customers ofthe larger banks began doing 
all their business with the smaller bank. 


This is what happened: A Baker-Vawter man 
had suggested to the smaller bank that it in- 
stall a Baker-Vawter “Central File” system. 


On index cards kept handy in a battery of 
Unitflles, this bank can tell at a glance each 
customer's possibilities, his use of the bank- 
safety vaults, loans, checking and savings ac- 
counts, etc.—his personal history, size of 
family, lodge and club affiliations. 


The bank also knows its customers’ business 
and social connections, financial standing, 
and relations with other banks. 


These cards—called a “Central File’— also 
provide an invaluable mailing list for an- 
nouncements and advertising. ; 


The secret ofthis bank's success was in having 
instantly available the extent of the cus- 
tomer’s business with that bank and then 
going after this present customer to get a// 
his banking business. 





‘new business”. 


‘Here are your bonds, Mr. Gardiner. By the way, 


this bank is equipped to handle ALL your banking 
business. 


“Your business, your associates, your clubs, all of 
which we know about through our Central File 


records, show you’re a man this bank would be 
happy to serve.” 


‘ 


3 EW business” comes most readily from the 
customers you have already. They know 
you; you know them. It’s easy to get together. 


A Central File helps you get together because it 
tells you about customers’ needs, what you can 
do for them in departments they aren’t using. 


It’s one of the many Baker-Vawter systems for 
banks. We’ve been serving banks for thirty-five 
years. Naturally we know a good deal about it. 


Daily our men are consulted about new bank 
systems or remedies for systems no longer new. 
We have a man near you; he'll be glad to tell you 
about it. 


BAKER-VAWTER COMPANY 


General Offices: Benton Harbor, Michigan 
We serve and sell direct - Our own offices in 55 cities 
Manufacturing Plants at 
Benton Harbor, Mich. + San Francisco, Cal. 
Holyoke, Mass. + Kansas City, Mo. 
Canadian Distributors: Copeland-Chatterson, Ltd., Brampton, Ont. 


Originators and Manufacturers Loose Leaf and Filing Equipment 


Read:rs will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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HOW FAR CAN $5 GO IN 
A WINDOW DISPLAY? 


As much care has been expended on.the $5 
displays used by the First National Bank of 
El Paso, Texas, as on the $500 show windows 


By J. FRANKLIN LEWIS 


WELVE street windows—and every 

one of them in use as an advertis- 
ing power! This fact about the First 
National Bank, El Paso, Texas, proves 
its conversion to the idea than a well 
balanced advertising campaign must in- 
clude windows as well as newspapers, 
street car cards, window displays and 
direct-by-mail literature. 

The twelve windows each contain an 
exhibit at all times. These vary in cost, 
from a ecard that may cost about $5 
to an elaborate display costing several 
hundred dollars. The interesting thing 
about the exhibits which have been used 
by this bank is that the greatest of care 
has been expended on the displays until 
the cheapest of them strikes a note cof 
distinction and is in keeping with the 
dignity and standing of the bank. 

Tell the average new business man- 
ager that he may have $6.50 to expend 
on a window display, and he will prob- 
ably give up in despair before the job 
is begun. And yet a whole series of 
window displays has been held in one 
particular window of the First National 
Bank which have attracted admiration 
and had great pulling power, and each 
of them has cost exactly this sum. 

P. J. Montgomery, publicity manager 
of the-bank, designed a series of “bronze 
ecards,” which are imitations of a bronze 
tablet. The main difference is: The 
cost of the ecard is $6.50; the cost of the 
tablet is $125 and up. The whole tablet, 
on closest inspection, cannot be told from 
a bronze tablet, according to Mr. Mont- 
gomery. It is prepared as follows: 
The stock is bronze paper board. The 
letters are in deeper bronze put on with 
an air brush. The monogram is done 
with stencil and air brush. The entire 
eard is inserted in a “bronze” frame, 
which is permanent, and therefore adds 
a little to the average cost of each dis- 
play. The frame is made as follows: 
It is made to order from wood, treated 
to resemble bronze by a plaster of Paris 
surface, stippled and then bronze 
coated. While inexpensive, such a 
frame is extremely artistic and entirely 
in keeping with the rich tone which 
bank window displays should have. The 
copy used varies, and deals with the 
functions of the bank, service, facilities, 
incentives to thrift, and other essential 
material which would necessarily find 
its place on the cards. 


Another window display in which 
imitation gold bronze frames have been 
used, is a window of miniature bill- 
boards, illuminated. These are lighted 
at night by an individual invisible 
electric light. Inexpensive reproduc- 
tions of world-famous pictures were 
also used. For instance, one was a 
replica of a painting, and the copy, 
entitled “Surprise,” naturally tied to 
the picture. Subjects for advertising 
matter can easily be found and an up- 
to-date copy-writer will find no difficulty 
in finding inspiration for his subject in 
good pictures. The color scheme is 
done by an artist. The lettering is done 
by air brush. The card in question was 
orange, with pale violet lettering shaded 
in sepia, and others used were colored 
with equal attractiveness. On either 
side of the card was a stack of savings 
banks on each of which was written: 
“T am your friend.” 

Among the successful larger displays 
used in the bank windows was one in 
which a model was made of a homelike 
house on top of a green hill. The model 
was made of plaster of paris, cloth 
soaked in glue and paint and beaver 
board. The exactness of the model was 
carried out by experts. Miniature 
streets and road signs were used to com- 
plete the illusion. These road signs, 
two in number, bore the words: “This 
road leads to success and contentment.” 
The roadway (brown dirt) was strewn 
with real money, in small change, and 
lead to the house. Entirely surround- 
ing the house and lawn was a wall of 
savings banks. In front of these banks 
were strewn deposit slips, bank books 
(savings bank books) each containing 
a real one dollar bill. The suggestion 
was obvious. The window went over big. 

These ‘are just three of the typical 
displays used continually by the bank. 
“The window, as an advertising medium, 
is well up in front in pulling power,” 
says Mr. Montgomery. “It should be 
considered as supplementary to news- 
papers.” 

Some of the conclusions which the 
advertising department of the First Na- 
tional Bank has reached as the result of 
its years of experience with windows, 
are: 


Thirty days is about the right length 
of “exposure” of the window display. 


Showing the thing itself in the window 
whenever possible, whether a dress or 
savings bank, is the best possible way 
of attracting public attention. Next jn 
interest is a colored photo-lithographie 
reproduction of the thing itself, witness 
the high grade magazine reproductions 
of fabrics. Black and white, good re. 
productions of the thing itself are also 
worthwhile, for instance—the high grade 
magazine work in this line on silver. 
ware or other such products. High 
visibility should be aimed at all times, 


Copy should have: (1) Thorough 
knowledge of the subject. (2) Brevity, 
(3) Keen appreciation of the English 
language, (4) Some humour, wherever 
possible, and sharp contrasts in word- 
ing and “many other things. which all 
writers know about.” 


DETROIT’S DOWNTOWN 
BANKS GAIN $96,788,000 


ESPITE unfavorable business con- 

ditions, with extensive unemploy- 
ment early in the year and various 
serious handicaps which _ retarded 
progress through succeeding months, 
Detroit achieved considerable prosperity 
in 1922. 


This is substantially borne out by an 
increase of $96,788,000 in total deposits 
of the 16 downtown banks of Detroit, as 
revealed in comparing their published 
statements of condition at the close of 
business, December 29, with the figures 
presented in their similar reports on 
December 31, 1921. 


The 16 banks show total deposits of 
$531,290,000 on December 29, 1922. 
Furthermore, it is a matter of interest 
that each of the 16 institutions reports 
figures indicating a substantial increase 
in deposits during the year. 


The deposits of each of the banks, 
with the amount of the increase for 
each are presented in the table below: 


Increase 
For Year. 
$19,125,000 
8,955,000 
9,556,000 
11,252,000 
6,401,000 
3,480,000 
5,401,000 
4,280,000 
8,617,000 
7,736,000 
8,590,000 
2,277,000 
2,197,000 
1,720,000 
1,584,000 
617,000 


Deposits 

Dec. 29, '22 
--.-$105,335,000 
81,846,000 
76,787,000 
46,030,000 
34,202,000 


Banks. 
Peoples State 


First National é< 
WayneCounty & Home 
Dime Savings 
Peninsular State .. 
Nat'l Bk. of Commerce 
Bank of Detroit .. 
Detroit Savings .... 
Merchants National. 
Central Savings 
American State .. 
First State Bk. of Det. 
Commonwilth-Fed Sav. 
United Savings .... 
Commercial State Sav. 
Continental bank .. 


31,592,000 
26,322,000 
26,118,000 
25,440,000 
22,525,000 
18,853,000 
12,761,000 
10,299,000 

8,608,000 

8,011,000 

1,561,000 


Totals $531,290,000 


$96,788,000 


It is of interest also, to consider that 
the total for greater Detroit as a whole 
undoubtedly was substantially greater 
than the foregoing total as the list does 
not include the six trust companies in 
Detroit nor any of the many banks in 
the outlying parts of the city, or in its 
environs and suburbs. 
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GRAVES 


GRAVES SERVICE believes that bank ad- 
vertising should perform three important 
functions-— get ‘itself read — remembered — 
and acted upon. 





Because of its success in creating that kind 
of printed salesmanship—a standard which 
in the opinion of many bankers has revolu- 
tionized financial advertising—Graves Service 
occupies a special and preferential place in 
the business-building activities of banking 
institutions that stand out as bulwarks of pro- 
gress in their communities. 


The distinguishing difference you’ll recog- 
nize in employing the Graves organization 
is this:- 


of 






Graves Service takes up the job where ad- 
vertising usually drops it and completes the 
job like a master salesman. 






A Graves Consulting Specialist is ready to discuss results with 
you for 1923. Send for him now while you’re reading this. 





WM. ELLIOTT GRAVES 
FINANCIAL PUBLICITY 





GRAND RAPIDs, -MICH. 


SERVICE 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing co our advernesers 
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THE RIGHTS OF CORPORATIONS | 
IN ENDORSING PAPER 


The court held that this corporation could 


not act as accommodation endorser 


-and 


the bank owning the paper was the loser 


HE question of the power of a cor- 

poration to become an accommoda- 
tion endorser upon commercial paper, 
is one deserving of careful considera- 
tion when paper so endorsed is being 
purchased. This for the reason that, 
generally speaking, a corporation, or- 
ganized for the conduet of a_ specific 
business, does not have the power to 
bind itself in this manner. 

If then by any chance a bank pur- 
chases paper, relying upon such an 
endorsement, it may find its seeurity but 
a delusion and a snare should it become 


necessary to proceed against the endorser 


in collecting the paper. This danger 
point, in commercial law, is illustrated 
in a striking manner in the recent Iowa 
ease of First National Bank, vs. Gal- 
loway Bros. & Co., et al, 188 N. W. 803. 
The facts and cireumstances which 
culminated in the action were, briefly 
stated, as follows. 

The firm of Galloway Bros. & Co., 
seed merchants, offered a line of notes 
for sale through the medium of one 
Jameson, a broker engaged in handling 
commercial paper. Galloway Bros. & 
Co., it appears, was a subsidiary of the 
William Galloway Company, a corpora- 
tion organized for the purpose of manu- 
facturing and dealing in agricultural 
implements, and these notes were en- 
dorsed by the latter company as well 
as by William Galloway and J. W. 
Galloway as individuals. 

In reply to a letter from Jameson 
the broker, embodying the above facts, 
the First National Bank of Rushford, 
hereafter called the appellant, remitted 
the sum of $2,500, for the purchase of a 
Galloway Bros. & Co. note for that 
amount. The note was delivered but 
upon maturity was not paid, and the 
appellant thereafter instituted the in- 
stant action against the maker and 
endorsers to enforce payment. 

At this point it may be properly 
noted that the note was non-negotiable, 
and that the William Galloway Com- 
pany was an accommodation endorser. 
Upon the trial of the cause the appel- 
lant recovered a judgment against the 
maker, Galloway Bros. & Co., and the 
individuals William Galloway and J. W. 
Galloway. The appellant’s complaint, 
however, was dismissed as to the Wil- 
liam Galloway Company, on the grounds 
that the latter could not be held liable 
upon its endorsement. 


By LESLIE CHILDS 


The appellant prosecuted an appeal 
from the judgment of the lower court to 
the supreme court of Iowa. Here in 
passing upon the question of the right 
of the appellant to hold the William 
Galloway Company liable on its endorse- 
ment it was, among other things, said: 

“The vital question in the ease is 
whether or not, * * * the William Gal- 
loway Company can be held liable on 
the note. There is nothing in the articles 
of incorporation of said corporation 
that in any manner authorizes or em- 
powers it to become an accommodation 
endorser of the notes of another party. 
The articles of incorporation grant to 
it the power to earry on the business 
of manufacturing and dealing in agri- 
cultural implements. 

“As is usual, the articles of ineorpora- 
tion are somewhat broad in defining the 
powers of the corporation, but they all 
describe and relate to the general bus- 
iness referred to. The articles do in- 
elude the power ‘to issue bonds, notes 
and other evidences of indebtedness,’ 
but such power is expressly assumed 
in connection with the means described 
for conducting its own business, and 
cannot be fairly construed as vesting 
in the corporation the power to become 
an accommodation endorser of the notes 
of another corporation or individuaf 

“The authorities are by no means 
silent on the proposition involved. The 
general rule undoubtedly is that a cor- 
poration organized as this one was, for 
the purpose of conducting a_ specific 
business described in its organization, 
has no power, either assumed in its 
organization, or necessarily inherent 
therein or implied therefrom, to become 
an accommodation endorser. * * *” 

In support of its contention, that the 
William Galloway Company should be 
held liable upon the note, the appellant 
appears to have urged that the com- 
pany should be estopped to even deny 
its liability. In reply to this the court, 
in part, said: 

“But it is urged that the said cor- 
poration is now estopped to assert its 
nonliability on said paper. Undoubtedly 
instances may arise where a corpora- 
tion will be estopped to deny either 
that an act was ultra vires or that its 
officer was not authorized to perform 
same for the corporation. And such 
a situation might arise in the ease of 
negotiable paper transferred in due 


course. But we are not dealing with 
such a condition in the instant case. 

“In the first place, the note sued oy 
is non-negotiable, and appellant is not 
in the position of an innocent purchaser 
of a negotiable instrument in due course 
Neither does it appear that the Willian 
Galloway Company received any bene. 
fit whatever from the accommodation 
endorsement. The proceeds of the note 
were not paid to it. True the two con. 
panies were closely associated, ani 
William Galloway was actively inter. 
ested in the management of each, bu 
they were distinct entities, and _ the 
stockholders of the one were not iden- 
tical with the stockholders in the other 

“This was a non-negotiable note. 4s 
such it was assignable, but was subjet 
to all defenses. The fact that the officer 
of the accommodation endorser knew that 
it was intended that the note should kk 
negotiated to a third person would ng 
estop the corporation from assertix 
the defense that the endorsement wa 
for accominodation merely, and that it 
execution was beyond the powers of th 
corporation. * * *” 

In conclusion, after diseussing othe 
points not material to this article, th 
Supreme Court affirmed the judgmet 
rendered in the lower court. Holding, 
that, in the light of the cireumstances 0 
this case, the accommodation endorse 
ment of the William Galloway Compan 
could not be enforced against it. 

The foregoing decision illustrates i 
a clear manner the reasoning usualli 
followed by what appears to be the 
weight of authority upon the poitt 
decided. In the light of this holding, t 
is clear that in the purchase of commer 
cial paper, in reliance upon an accom 
modation corporate endorsement, som 
eare should be exercised in respect t 
the power of the endorsing corporati0 
to thus obligate itself. 

As in the ease reviewed, it seems i 
situation of this kind might easily ari 
in the purchase of the paper of a cor 
poration which carries the endorsemetl 
of an allied, subsidiary, or parent coll 
pany, to give it strength. But, unless 
the endorsing corporation has the powe 
to become an accommodation endorse, 
the bank purchasing such paper ma! 
obviously be placed in a_precariols 
position, in respect to collecting th 
paper, in case recourse upon such # 
endorser becomes necessary. 












BANKERS MONTHLY for FEBRUARY, 1923 33 


| 
















She 


UNION TRUST 
COMPANY 


Cleveland 






































“y One of the country’s 

me mightiest banking inst1- 

e tutions and the center 

of commercial banking 

activity in the great, 

= wealthy industrial sec- 

‘a tion midway between 

‘| Chicagoand NewYork wt 

: as 

Wis = ‘ wag ! 

‘ Capital and Surplus ae 

‘ WN EG 

: $33,3 75,000 aes Pk 

e ; e ie 

th . Taf mt 

nett TRE ro ss 7 

. a S r ° 

ing, ad ws x} ie ) iF a: 

80 ° ATS at 

: S@ nes Ir 
Re *e ir on ‘ 

5 i z ° ian grr : 

al Fe oie ier 

th ef s : ae m3 

Z Pe an 

: FE 

_ ve 

v ; 

ation 

n 

cor: 

: 

_ 

’ 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 




























BANKERS MONTHLY for FEBRUARY, 1923 


IMPROVING CIVIC GOVERNMENT 


AS AN AID TO BUSINESS 


A badly governed community does not attract 
new business, and bad streets, bad transportation 
and congested districts cause financial loss 


By ADDISON L. WINSHIP 


Vice President, The National Shawmut Bank of Boston 


HE growing interest in civie affairs 
manifested by bankers is largely 
due to their appreciation that the in- 
terests of the community are the in- 
terests which affect the bank, either 
favorably or adversely. It is, of course, 
understood that the future of every 
bank in a community is linked with the 
future of every trade, every industry 
and activity in that community. 
Any inerease in the value of the 


product of a city’s manufacturing in-— 


dustries must inevitably be reflected in 
an increase in bank deposits and an 
increase in business in all lines of trade. 

Bankers are beginning to realize that 
if they impede the welfare of the com- 
munity by lack of interest or by a dis- 
play of selfishness, that they as mem- 
bers of the community, must suffer. 

Industrial and commercial expansion 
in this country during the past fifty 
years has been upon an enormous scale. 
Bankers and financiers gave little 
thought to details. They took little 
interest in the development of industrial 
or commercial efficiency based upon 
definite plans to promote harmonized 
development throughout the entire com- 
munity. The war gave us an awakening 
shock in more ways than one. Our 
experience during the last two years 
has intensified the effect of the shock 
we received at learning of the lack of 
co-ordination between our various in- 
dustrial and commercial units. 

It is now generally recognized that 
competition between cities. and indus- 
trial communities is as keen and as fully 


developed as that which exists between 


separate industrial establishments. City 
government is one of the biggest bus- 
inesses in the country. The city of New 
York, alone, is spending approximately 
four hundred millions a year. Two 
hundred and twenty-seven cities in the 
United States with population of more 
than thirty thousand are spending an 
aggregate of approximately two billion 
dollars every year. 

Heretofore, bankers and _ business 
men generally, have taken little more 
than an academic interest in the manage- 
ment of city affairs. They growled at tax 
bills, at this or that evidence of mis- 
management or corruption, but took no 
active part in co-operating to bring 
about improvement. 


Employers in a private capacity, the 
business men of a community whether 
banker or shopkeeper, will invariably 
seek the best men available for this or 
that position. They have been, however, 
quite content to allow city affairs to be 
managed by men elected by chance. 
Later, they are loud in their complaints 
over resuks which have been due to 
their own negligence. 

The modern banker, because of the 
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large interests involved, and of his 
many points of contact with city govern- 
ment, is keenly alive to the necessity for 
improvement in administration of 
public affairs. He realizes fully that a 
badly governed community cannot hope 
to attract new business. Because of his 
intimate contact with the business life 
of the city, he is accurately informed of 
the effect of bad streets in increasing 
the cost of conducting business. He 
knows that a lack of proper transporta- 
tion facilities paralyzes all business and 
that the high taxes against which bus- 
iness grumbles are due to failure to 
provide adequate and economical service. 

The banker’s presence upon boards 
dealing with this or that phase of state 
or city affairs, or this or that business 
commission, has taught him that public 
and private business is bearing a con- 
stantly increasing burden of tax levies 
for the failure of communitites to 


provide proper transportation facilities. 

Investigations conducted recently, 
show that thousands of dollars a day 
are being lost’ to the merchants and 
owners of vehicles in almost every city 
of any size in the country because of 
the congested condition of the streets 
and the consequent traffic delays. It 
is the intimate study of conditions 
which the banker is frequently compelled 
to make that has enabled him to appre- 
ciate that civic improvement and 
material prosperity in any community 
are largely dependent one on the other, 

The community that does not have 
the loyal support of its bankers and 
business men in working out a solution 
of its particular problems, can hope for 
little future development. There should 
be no difficulty in convincing the banker 
that every added degree of local pros- 
perity is directly beneficial to him in the 
final distribution of its results. 

There can be no question that if local 
industries are permitted to languish, the 
banks will be the first to suffer. The 
progressive banker knows that it is 
not enough for the manufacturer, to 
whom he would extend credit that he 
have a fine equipment. He understands 
that unless that manufacturer’s emn- 
ployes live under healthy surroundings 
and work under good conditions, he 
cannot expect high efficiency. The 
attainment of these conditions of health 
and efficiency are dependent upon the 
success of the city in providing them. 
That city which is known as economically 
governed will have no difficulty in 
attracting new business capital. 

Inquiries for factory locations during 
the past few years have centered upon 
the character of municipal activities. 
Information is desired as to the tax rate 
—police—fire—health—water—schools— 
recreation—transportation, and _ the 
bearing of these different functions 
upon labor supply, teaming, general 
transportation facilities, ete. 

No field of interest presents richer 
opportunities for reward to the business 
men of the community than city plan- 
ning, because of its effect in increasing 
the general prosperity of the commun- 
ity. Recent surveys show that the city 
of Chicago invested in the last fifty 
years, one hundred million dollars on 

(Continued on page 63) 
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The Country Gentleman 








They Advanced Millions When 


Others Were Calling Loans 


-JHEN the financial storm 
broke in the fall of 1920 
an American concern 


making a world-famous line of dairy 
equipment was doing a flourishing 
business. Suddenly farmers stopped 
buying; dealers cancelled orders; 
and stocks accumulated in the ware- 
houses. Something must be done— 
and done at once. 

The situation was frankly dis- 
cussed with their bankers. These 
experienced financial men had the 
vision to see and the courage to act. 
They saw at once the wisdom of re- 


inforcing the business with additional | 


capital. Unhesitatingly, they ad- 
vanced several million dollars at a 


time when loans were being called on 


every hand. Fortified with ample 
resources, the Company made liberal 
terms to its dealers, maintained its 
sales force and contracted for the 
usual line of advertising. 

The year 1921 was a poor one, 
measured in sales volume. Yet no 
salesman was laid off; not a line of 
advertising was cancelled. Farmers 
were not buying liberally, but they 
were reading and thinking and 
planning all the while. The brand 


The COUNTRY 
GENTLEMAN 


name was being indelibly stamped 
into their minds. 

With the encouragement of their 
bankers, the executives of this Com- 
pany determined to go steadily ahead. 
In spite of discouraging business con- 
ditions, the advertising for 1922 was 
increased. Soon the seed of pub- 
licity, sown during months of depres- 
sion, ripened into a profitable harvest. 
Farmers instinctively turned to the 
brand which they had seen persist- 
ently advertised. Sales increased 
steadily; the year 1922 showed a 
satisfactory profit. 

The prospects for 1923 are bright 
indeed. The brand dominates its 
market. The world-wide sales or- 
ganization is intact, once more the 
advertising will be increased. 

The logic of events has justified 
the bankers who loaned millions when 
others were calling loans. 

THE COUNTRY GENTLEMAN, with 
its more than 850,000 full-paid sub- 
scribers, blankets the entire country. 
It is read alike by leading farmers 
and progressive dealers. .Advertis- 
ing placed in THE COUNTRY GEN- 
TLEMAN helps to secure distribution 
and creates consumer demand. 


The Curtis Publishing Company, Independence Square, Philadelphia, Pennsylvania 


The Saturday Evening Post 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 






























































































































































The Ladies’ Home Journal 
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HOW MEMPHIS BANKS COOPERATED 
FOR PUBLICS GOOD WILL 






Twelve full page “editorials” were published 
for twelve weeks jointly by the banks of Memphis 
to explain banking and win public confidence 


By M. F. O°?CALLAGHAN 


Manager, New Business Department, Union & Planters Bank & Trust Company, Memphis, Tennessee. 


MESSAGE to each group and 

class, to the experienced business 
man, and the business woman, to the 
men, women and children not yet de- 
positors, was contained in a series of 
twelve advertisements printed jointly 
by the banks of Memphis, in an effort to 
take the mystery out of banking and to 
create a friendly interest in banks. 


The series was entitled “You and 
Your Bank”—and each separate article 
earried an explanatory note of the 
‘“‘publie talks.” The titles of the twelve 
pages making up the complete series 
follow; The Banker—The Community’s 
Trustee; Before You Invest, Investigate 
Through Your Banker; Thieves Know 
Where to Look for Hidden Money; Why 
the Clearing house; Why Banks Solicit 





Small Savings Accounts; Exchange 
Charges—Why They Are Necessary; Be 


Sure to Speak To An Officer About It; 
Prompt Pay and High Credit; Do You 
Know How to Bank? Who wants to 
Impose on Good Nature; Are Bankers 
Coldblooded? Think of Your Banker 
as a Friendly Adviser. . 

A conversational “between-friends” 
style of copy was used, the so-called 
“clever” being studiously avoided, and 
an effort made to stick to plain every- 
day English on the idea that the friendly 
note could do much to get attentive in- 
terest and thought on the questions 
discussed. 

The first advertisement got down to the 
elementals and showed the necessity for, 
and the development of a bank in the 
community, “the simple idea of a com- 
mon depository, growing with and help- 
ing the community grow.” The second 
treated of the free advice or investment 
to which a bank depositor is welcome, 
reading: “When a proposition is sub- 
mitted to you which you think you do 
not thoroughly understand, ask time to 
eonfer with your banker—if objection 
is made, beware of the investment.” 
The next article proved that it is more 
dangerous to be afraid of banks and 
to act as your own banker, than to deal 
with banks, citing instances of losses 
of hoarded money. The fourth ex- 
plained that mysterious thing in banking 
structure—the clearing house. The 
page that followed invited small savings 
accounts “because we know from ex- 
perience that men and women who 





learn to save systematically, grow finan- 
cially and finally become larger patrons 
of the bank’s facilities.’ The sixth 
showed that outstanding time made 
necessary a “carrying charge” on out- 
of-town checks. The next explained the 
difference between a teller and the cash- 
ier, and asked depositors to look to the 
official staff whenever anything did not 
suit them. The eighth article touched on 
the abuse of a savings account for cheek- 
ing purposes, and the fairness of main- 
taining compensating balances on check- 
ing accounts. The following article 
went into details as to making out de- 
posit tickets, drawing checks and stop- 
ping payment, and so on. The next 
referred to the overdraft evil in a good- 
natured way, but in plain language. 
The eleventh showed that the banker 
must be cold blooded in handling 
trusted funds. The last described the 
banker as a good consultant for bus- 
iness men in the matter of plans and 
policies, because of daily contact with 
business of every kind in all its phases. 


The idea for the campaign gained 
its first impetus from the late, Dwight 
M. Armstrong, vice president of the 
Commercial Trust and Savings Bank. 


Having decided to go into the cam- 
paign, the participants felt that no 
chance should be taken of the messages 
losing force because of ineffective dis- 
play. Hence the best type of art work 
was employed, full page space taken, 
bold-face, large type used, with a back- 
ground of a judicious amount of white 
space, to obtain the most effective lay- 
out. A thrift campaign was originally 
considered, but it was decided that while 
a thrift campaign would undoubtedly 
help the associated banks, nothing was 
needed so much now as information to 
all classes and groups of the public of 
the true picture of the bank and its 
relation to the community and the vital 
part it plays in the life and well-being 
of every man, woman, and child therein. 
The benefits of a thrift campaign were 
secured by running with the signatures 
a thrift slogan, on one side, and forcible 
quotations from celebrities on the other. 


A committee consisting of J. H. 
Fisher, secretary of the Bank of Com- 
merece and Trust Company, L. C. 
Humes, vice president and cashier of 
the Guaranty Bank and Trust Company, 


and L. Y. Williamson, vice president of 
the Central-State National Bank, was 
appointed to put the campaign into ex. 
ecution. From the start the term “ad- 
vertising campaign” was ignored, and 
in place thereof was the idea to talk to 
the people on the subjects decided on in 
such a way that the effort would not be 
viewed as an “advertising” effort, but 
rather as a public appeal to understand- 
ing and good will, strong enough to 
persuade close interest, dignified enough 
to gain and keep respect, logical enough 
to earry the weight of conviction. 
The participants in the campaign 
have every reason to know that the 
“talks” were followed from week to 
week, and evoked considerable inde 
pendent discussion and thought, and 
that was what was wanted, to cause the 
public to think for themselves, knowing 
that if this was done the truth would 
be found, and the bankers would be seen 
as they see themselves. The compar- 
atively small amount required of each 
of the twelve participating banks seems 
to have been a good investment, but the 
actual results will undoubtediy be 
spread over a long period of time. 


Dining the Stockholders 

An informal get-together at a 
luncheon is the novel way that. the 
First National Bank of Los Gatos, Cali- 
fornia, chooses to assemble stockholders — 
for the annual meeting and election of F 
directors. The election is held after 
the luncheon. This practice was in- 
augurated by the bank last year and is 
believed to be the only plan of its kind 
in the country. 

At the meeting following the luncheon, 
the directors of the bank were re-elected. 
They are: F. W. Knowles, Ed. Howes, 
C. F. Hamsher, A. L. Cilker and L. 
Walker. —__—— 

The following officers were elected at 
the Luxemburg Savings Bank of Lu 
emburg, Iowa: C. J. Ungs, president; 
J. H. Maiers, vice president and E. W. 
Hogan, eashier. Directors: C. J. Ungs 
J. H. Maiers, Henry Lake, Henry Gaul, 
Otto Anderegg, John Steffen and E. W. 
Hogan. 


The old board of directors was Tr 
elected by the stockholders of the 
Wichita State Bank and Trust Com- 
pany, Wichita Falls, Texas. 
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One Out of Seven a 
General Motors Car 


INCE 1909 General Motors has pro- 

duced over 2% million passenger 
cars of which more than 114 million are 
now in service. There are in use 10 mil- 
lion passenger cars of all makes, so that 
at least one automobile in every seven is 
a product of General Motors. 


It has been estimated that an average 


of three telephone calls are made each 
. day on every telephone instrument; and 
that every automobile averages 21 miles 
of travel a day. 

Then for comparison it may be stated 
that every time the telephone rings a 


passenger car somewhere has travelled 


seven miles; or seven passenger cars have 
travelled one mile. And of these seven, 
one is a General Motors car. 

The names of the passenger and com- 
mercial cars made. by General Motors are: 


BUICK 
CADILLAC 


OLDSMOBILE 
OAKLAND 


CHEVROLET GMC ‘TRUCKS 


If every General Motors car carries an 
average of but 2 persons daily, and trav- 
els but 20 miles for only 300 days a year, 
there are carried over a billion passengers 
annually or approximately as many as 
are carried by all the steam railroads in 
the United States. 


cA booklet entitled “PASSENGER AND CoMMERCIAL Cars,” giving de- 
tailed information, will be mailed if a-request is directed to the Depart- 
ment of Financial Publicity, General Motors Corporation, New York. 


GENERAL MOTORS 


BUICK + CADILLAC + CHEVROLET 


Fisher Bodies Remy Starting Systems 


OAKLAND 


Delco Starting Systems 


OLDSMOBILE - GMC TRUCKS 


Delco Light and Power Plants 


Harrison Radiators - Jaxon Rims - Klaxon Horns - Hyatt Roller Bearings - Frigidaire 


Brown-Lipe-Chapin Differentials and Gears 
New Departure Ball Bearings 


Lancaster Steel Products 
AC Spark Plugs 


General Motors Acceptance Corporation finances distribution of 
General Motors products 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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BILLION AND A HALF INCREASE 
IN SAVINGS DEPOSITS 


A new factor that contributes to the National increase is found 
in the larger educational work by savings banks and investment 
institutions and in growth of facilities for handling business 


By LEO DAY WOODWORTH 


Deputy Manager, American Banker's Association 


HE annual inerease in savings de- 
positors is counted by the million 
and in savings deposits by the billion. 
This disproves much uninformed com- 
ment on American thrift. It is espee- 


TUTE cme 1 
LOAN ASSOCIATIONS 


$2.890.764.000 
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ially gratifying to those who are quietly 
but constantly showing the way and 
providing the facilities for living as 
well as working in a business-like way, 
via the bank account. They are the 
messengers of thrift who are accomplish- 
ing the results in individual cases which 
cumulate so magnificently for the Na- 
tion. 

But the mere facts that savings de- 
posits total one-half of all bank deposits 
and a third of all bank resources, and 
that the annual increases in total and 
distribution are so great, do not imply 
that less effort need now be expended by 
savings bankers. Rather should we be 
amazed that the totals are so large when 
we consider the millions in this country 
who are not yet definitely and system- 
atically setting aside bank funds tn 
savings and time accounts for future 
enjoyment or investment on a cash 
rather than an installment basis. Along 
this line we submit the following gener- 
alities as the result of our study of 
these statistics : 

First, the ability and the capacity to 
save are widespread in America. 

Our figures under the different head- 
ings duplicate as to individuals between 
the various headings, and especially 
under that of insurance. This merely 
emphasizes both the amounts saved by 


those who will save and the futility of 
judging of savings ability by comparing 
average savings deposits (or any such 
item) for various districts or nations. 

Second, the desire to save is wide- 
spread. 


Americans are undoubtedly saving 
according to needs rather than to eapa- 
city. Savings may therefore be stimu- 
lated by renewed effort for both re- 
plenishing our national capital and for 
inereasing the practice of thrift,— 
through doubling and then redoubling 
the aggregate of savings deposits,— 
although savings accounts become more 
“active” in the process. 

Over $1,500,000,000 appears to be 
the increase in the savings deposits in 
the banks of the United States during 
the year ending June 30, 1922, accord- 


INSURANCE 
PREMIUMS 


$1.557.280,000 





ing to the preliminary tabulation by the 
Savings Bank Division of the Amer- 
ican Bankers Association. 

Reported savings deposits on June 
31, 1921 amounted to $16,618,595,000 
and the preliminary total for June 30, 
1922 amounts to  $18,087,493,000 
although 1922 figures still lacking make 
it necessary to include only the 1921 
figures in a dozen states. This national 
aggregate includes time certificates of 
deposit amounting to less than three 
billions of dollars, because the bulk of 
those deposits are in localities where 
savings are handled ordinarily on the 
certificate rather than on the pass book 
method. As to that proportion of. cer- 
tificates which represent funds waiting 
for investment rather than savings in 


the ordinary sense, it is more than offset 
by that large amount of strictly say. 
ings which is being handled in commer. 
cial accounts and reported as_ such. 
While less than one-tenth of the time 
certificates are held in New York, Penn. 
sylvania and other North-Atlantic 
states, two-thirds of the amount of 
certificates are held in the central states 
from Ohio to the Rockies and from Mis. 
souri to the Canadian line. 

Postal savings in the banks are also 
included. 

The preliminary tabulation, using 1921 
figures in a few states as mentioned 
above, is as follows: 


SAVINGS DEPOSITS, JUNE 30, 1922 


Mutual savings banks (complete) .$5,802,751,000 
Other “‘state” banks (41 states).. 6,189,128,000 
Trust companies (32 states)... 1,894,138,000 
Private banks (14 states)...... 123,106,000 
National banks (complete) ...... 4,078,370,000 


Total Reported . s+ +e + «$18,087,493, 000 


The number of savings accounts is 
ordinarily assumed to approximate the 
number of savings depositors, and was 
reported to the extent of 26,637,831 on 
June 30, 1921. This total is increased 
for June 30, 1922 to 28,953,526. This 
does not include the increases undoubt 
edly experienced in New York, Wiscon- 
sin, Minnesota and other states from 
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But Will You 
Get It? 


OUR Bank will pay a consider- 

able sum of money for new 
business effort during 1923. Will 
you get the same definitely satisfac- 
tory result from this money that 
you do from other investments? 
No bank gets new business in 
quantity without paying for it but 
many banks pay for new business 
without getting it. 


If you have decided once for 
all to take your new business 
money out of the expense account 
and put it into the investment 
portfolio, we would like to show 
you what we are doing for banks 
like yours. 


Our service covers the develop- 


ment of 


Commercial Departments 
Savings Departments 

Trust Departments 
Investment Departments 
Safe Deposit Departments 
Real Estate Departments 
Insurance Departments 
Foreign Departments 

New Business Departments 


Take your pencil, 


check the departments in which you are interest- 
ed, tear out this advertisement and mail it to us, 


The Bankers Service Corporation 
19 and 21 Warren Street 


New York City 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisere 
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SHALL TAX EXEMPTS 
BE ELIMINATED? 


Exemption of municipal bends from the in- 
come tax raises some interesting questions in 
relation to investment in preductive enterprise 


By WILLIAM CLABAUGH, L.L.B. M.C.S. 


HE income tax is charged with many 

crimes. Possibly it is guilty of some 
or all of them. Not the latest of these 
offenses against business tranquility, 
economic progress and social integrity, 
but one which, at present, has assumed 
striking prominence, somewhat accen- 
tuated by executive, attention, is its 
indictment~for conspiracy, with munic- 
ipal finance, to enable the wealthy to 
escape due and proper contribution to 
the revenues of our Federal Govern- 
ment, thereby tempting large amounts 
of eapital from the straight and narrow 
path of industry and _ transportation 
into such unworthiness as aiding and 
abetting municipal progress. In brief, 
the accusers set forth with emphatic 
denunciation, the facts of tax evasion, 
diversion of investment and _ penaliza- 
tion of ordinary production and com- 
merece, as being directly chargeable to 
the income tax and its incidental ex- 
emption of municipal issues from the 
general burden. 

Reeognizing the immunity of these 
securities under present relationships 
between the United States and its com- 
ponent subdivisions, those who contend 
against the evils now form another bloc 
seeking by amendment of the Constitu- 
tion to further their purpose. We have, 
therefore, a live question, whether the 
effects of the present situation are really 
as claimed and whether the remedy sug- 
gested, is in fact, a eure. 

The problem has several aspects, all 
emanating from the basie idea that 
large investors, to escape taxation, are 
placing their funds in municipal secur- 
ities rather than in other classes. The 
two most emphasized effects are, first, 
a loss of taxes to the Federal Govern- 
ment, and, second, an unwarranted ad- 
vantage to municipal finance. The 
latter, it is contended, results in a diminu- 
tion of the capital available for in- 
dustry, commerce and transportation. 

If these contentions are sound, some 
visible effect should evince their ac- 
euracy. Certainly any substantial pre- 
ferment should be reflected in market 
conditions. The most reasonable 
measure lies in the effective earning 
capacity on which marketing is accom- 
plished. This, again, has two phases, 
one a comparison of earnings, as 
between the several classes of bonds, 
and the other a comparison of relative 


earnings, before and since the high tax 
era began. 

The extent to which the tax exemp- 
tion constitutes an inducement in the 
selection of an investment would seem 
to be most properly measured by the 
possible savings in taxes. A compari- 
son of rates, as between municipals and 
other bonds, shows a ratio of between 
two to three, and three to four. Such 
rates, other factors being eliminated, 
imply a tax saving of between one- 
third and one-fourth of the non-exempt 
income. But our present tax rates rise 
as high as these proportions for incomes 
of relatively moderate size. Incomes of 
eighty thousand and upwards, even if 
entirely derived from exempt securities, 
would save over one-fourth in taxes. 
Partially so derived incomes would save 
from one-fourth upwards on all amounts 
in exeess of thirty-eight thousand. 
From the tone and emphasis given the 
proposal to abolish these exemptions, 
one would gather the impression that 
much larger game was being hunted. 

If the market preferences reflect no 
wider discrepancy than is indicated by 
the figures, it does not appear to be a 
matter of large income as we under- 
stand largeness in these days. Suppose 
we consider incomes from one hundred 
thousand dollars upward. The tax 
beginning at one hundred thousand is 
at a total rate of fifty-six per cent. 
Were tax savings the only deciding 
point, one could afford to purchase 
municipals at any effective rate over 
2.64 per cent being better than a tax- 
able 6 per cent security, or at 3.08 per 
cent for a 7 per cent security. Certainly 
the market would show some approx- 
imation to these comparisons, if in all 
but taxes the choice was equal. 

Futhermore, if taxes constitute the 
most weighty factor in selection, some 
change in the relative desirability be- 
tween taxable and non-taxable securities 
would be evident in the pre-tax and 
intra-tax periods, respectively. But 
when we compare these differences, 
they are entirely too slight to warrant 
the deduction cited. The difference in 
differences is comparatively negligible. 
Clearly, the market fails to indicate the 
development of any large demand for 
municipals to the deprivation of other 
bonded debtors, by reason of this tax 
factor. Those reasons which have con- 
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trolled the maintenance of different 
standards for the several classes of 
ponds in the past, or pre-tax era, would 
seem to have effectuated practically the 
same differences as are prevalent novw. 
There is no indication that the other 
elements have ceased to function, and 
we are forced to a conclusion that the 
tax has made but little change in the 
matter. 

We are told that industry and com- 
merce are confronted with a stringency 
in borrowable capital as a result of 
these conditions. On this plea it is 
argued that removing the exemption 
will restore this deflected money into 
the usual and proper channels of pro- 
duction, distribution and transportation. 
Can we believe it? 

There must be other features of at- 
tractive character which have caused 
the difference, always subsisting, between 
the income inducements necessary in 
marketing the respective kinds of issues. 
Insofar as these features have controlled 
no argument is offered that they will not 
still control. 

The first and most natural result of 
any removal of tax exemption will be 
a rise in the return on which the sale 
of the theretofore exempt paper must 
be predicated. This rise will be just so 
great as the extent to which the tax ex- 
emption has protected it. What is the 
result? The other features will still 
spell the difference between the new rate 
for municipals and the necessary rate 
for all others, as a class. 

Reducing these elements to factors, 
suppose “a” to represent the difference 
in earning capacity now required for 
marketing the two classes of bonds. 
Suppose this “a” to be divided into 
“m” which is the portion attributable 
to tax savings and “n” which is attrib- 
utable to other things. If our reason- 
able average rate on municipals is “i,” 
then “i” plus “a” is the reasonable 
average rate on others. But by remov- 
ing the exemption, the change will nee- 
essitate an increase of return by “m” 
and the municipals will be obliged to 
offer a rate of “i” plus “m.” Corre- 
spondingly, however, the other differ- 
ences, called “n” will still prevail and 
we will find our rate on other bonds to 
be “i” plus “m” plus “n,” or “i” plus 
“a,” just as before. 

The small investor certainly plays an 
important role in any market. If he 
is now taking tax exempt municipals 
on a basis of from 4 per cent to 5 per 
cent, and others at from 5 per cent to 
7 per cent, (and these rates we believe to 
be fairly representative of present condi- 
tions) then such inerease in rates as 
follows the removal of the exemption 
will have an immediate effect in magni- 
fying the other features which have in- 
duced his preference for the municipals. 
It may be our railroads and industries 
would find under the new conditions 4 
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A Wedding of Arts 


and Sciences 


Good advertising is truly a wedding of arts and sciences. 


It combines the common sense of the cost accountant, the 
infinite patience of the statistician, the study of the economist, 
the inspiration of the artist, the genius of the writer, the craft 
of the printer, the alertness of the newspaper man. 


Weare not printers—artists—or writers, but an advertis- 
ing agency with all these needed talents in our organization. 


More than two hundred bankers have found our direct 
mail matter profitable in persuading the public to make use 
of their trust, saving and bond departments. Samples of our 
work will be sent upon request to bank officials but no 


salesman will call. 


Perhaps one reason why our folders 
and booklets are peculiarly effective 
is that our service is sold entirely by 


mail. 


Our men have had 14 years’ 


experience in making advertising pay. 


STAPLES & STAPLES, Inc., Richmond, Va. 


Advertising Counselors 


Member American Association of Advertising Agencies 





still greater dearth of funds to absorb 
their borrowings. 

The proposed remedy does not analyze 
to such a glowing promise as had been 
the ery. Besides, the effect on munic- 
ipal finance and administration is de- 
serving of some consideration. The 
removal of the exemption will involve 
some increase in the rate paid for funds 
for municipal purposes. Whatever 
this increase may be, it will mean a 
correspondingly greater tax burden to 
be carried by the municipal taxpayer. 
No other solution is possible. 

If this additonal burden is to fall on 
the local (and voting) taxpayer, the 
tendency will be to retard those activ- 
ities for which this sort of financing 


is used. Road building, school expan- 
sion, sewer and water installation and 
other local projects will be materially 
discouraged. Normal development and 
progress will be deterred. There is no 
question but that tax rates have a definite 
effect on the growth of a community, 
and such growth will not be stimulated 
if the tax burden must be increased to 
meet the proposed change. 

To the extent, however, to which the 
issue of municipal securities will con- 
tinue under the changed status, we see 
a rather anomalous effect. The change 
is advocated as a means of preventing 
tax freedom for certain investing classes. 
This loss of tax freedom will merely be 
offset by a demand for larger returns 


from these investments. The larger 
return will merely effect a correspond- 
ingly larger tax on the debtor town or 
county, hence, the whole proposition re. 
solves itself into a metamorphosis of 
what is claimed to be a loss of taxes by 
the Federal Government into a tax 
burden on the property owners in our 
muncipalities. 

What, then, does the remedy accom- 
plish? Even admitting that to any 
important extent municipal bonds are 
being absorbed for tax savings pur. 
poses, we would penalize our towns and 
counties and their taxpayers in chang- 
ing the status of these bonds. 

It does not appeal to the writer that 
so drastic a change in the economy of 
municipal finance is justified by the 
desire to compel a few investors to go 
through the form of paying a tax, 
which, in the last analysis, will merely 
be passed on to the municipality which 
borrows. 


Confer with Canadians 

American and Canadian bankers will 
meet in conference in Montreal, 
February 5, to discuss business, bank- 
ing and other economic questions of 
common interest to the Dominion and 
the United States. David R. Forgan, 
president of the National City Bank of 
Chicago, is chairman of the American 
committee. The other members are 
Frank W. Blair, president, Union Trust 
Company, Detroit, Michigan; FE. C. 
McDougal, president, Marine Trust 
Company, Buffalo, New York; W. D. 
Vineent, president, Old National Bank, 
Spokane, Washington; Daniel G. Wing, 
president, First National Bank, Boston 
Massachusetts. 

The Canadian committee is headed by 
Sir Frederick Williams-Taylor, pres- 
ident of the Canadian Bankers Associa- 
tion and general manager, The Bank 
of Montreal, Montreal, Quebec. The 
members of the committee are as follows: 
C. E. Neill, general manager, The Royal 
Bank of Canada, Montreal; E. C. Pratt, 
general manager, The Molsens Bank, 
Montreal; H. A. Richardson, general 
manager, The Bank of Nova Scotia, 
Toronto; Sir John Aird, general man- 
ager, The Canadian Bank of Commerce, 
Toronto; C. A. Bogert, general man- 
ager, The Dominion Bank, Toronto. 


Wisconsin Bank Increases Surplus 

The First Wisconsin National Bank 
of Milwaukee has transferred $1,000,- 
000 from undivided profits to surplus. 
By the addition of $1,000,000, the 
surplus is increased to $4,000,000, or 
double what it was in 1919. The com- 
bined capital and surplus of the bank 
is now $10,000,000. 


Harry W. Boles has been elected 
president of the State Bank of Venice, 
California and Irving H. Hellman, vice 
president and treasurer. 
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PIERCE 


Perhaps the most significant fact about the 
‘present Pierce-Arrow is the high esteem in 
which it is held. by women of taste and 
discernment. 


That distinctive feminine appreciation for 
the finer things of life is instantly apparent 
wherever a Pierce-Arrow appears. Here is a 
car which seems to satisfy completely woman's 
desire for the same standard of perfection in 
motoring which she enjoys in other phases of 


her daily life. 


The appeal of smartness, with good taste; of 
luxury, without ostentation, is particularly evi- 
dent in the Pierce-Arrow enclosed models. A 
personal examination of these beautiful cars 
will reveal an unexpected degree of refinement 
in details which to the masculine eye may 
seem inconsequential, but which are judged in 
the light of their true importance by women 
of discrimination. 
Closed Cars $7000 - Open Cars $5250 


At Buffalo—War Tax Additional 


THE PIERCE-ARROW MOTOR CAR COMPANY 
Buffalo, New York 
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HOW THE CLEARING HOUSE 
HAS FORTIFIED SOUND 
BANKING 


(Continued from page 15) 


tionable schemes, and to guard against 
undue extensions of credit. 

The examiner systems adopted by the 
various clearing house associations 
which have thus far recognized its bene- 
ficial results are fundamentally the same, 
although they differ in the matter of 
details. In every case, all clearing 
house members in these cities and all 
other institutions clearing through them, 
whether national banks, state banks, or 
trust companies, are subject to this ex- 
amination. 

Right here I would like to point out 
a few ways in which a clearing house 
examiner differs from a regular na- 
tional or state examiner. The clearing 
house examiner is really a part of the 
banks themselves, is interested in assist- 
ing and co-operating in every way, and 
uses every effort to keep all his intimate, 
inside knowledge of each bank’s affairs 
within the institution itself, rather than 
to expose any of it to other member 
banks. To this end, the examiner lends 
his service to the building up and cor- 
recting of any undesirable conditions 
or lines of assets, so as to bring them 
within recognized standards and thereby 
obviate the necessity of incorporating 
his criticisms in his reports either to the 
various boards of directors or to the 
clearing house committee. TI find that 
this attitude on the part of the examiner 
is not generally well understood, the 
assumption being that his one object is 
to find trouble and reveal it to the di- 
rectors or the clearing house committee; 
in reality, his position is that of the 
“physician,” since he is usually able to 
prescribe the proper remedies and to 
stay with his case until he has effected 
a complete cure. 

Before entering upon his duties, the 
clearing house examiner signs a contract 
providing that in case of his resigna- 
tion or dismissal, he will not connect 
himself with any bank or trust company 
within certain prescribed geographical 
limits during a specified time. The 
object of this stipulation is apparent. 


Without notice and at least once a 
year, or oftener, if the oceasion demands, 
the examiner, of his own _ volition, 
enters any bank or trust company and 
commences his examination. He is 
authorized to make as thorough and 
searching an examination as he desires 
in any and all matters. The banks in 
turn are required to give him free 
access to all of their assets and place 
at his disposal all books, information, 
and so forth. As in the ease of a na- 
tional or state bank examiner, the clear- 
ing house examiner, after he has com- 
pleted his examination, makes his réport 


HOW CLEARING HOUSE STARTED 


‘THE idea of the Clearing House process of exchanging items was of 

accidental origin. In the early ’70s of the 17th Century London banks 
employed “walk clerks,” so called, or what we would term “collectors.” 
Their duties were to go from bank to bank and collect the actual cash! 
to cover checks, drafts and credits of whatsoever nature accumulating in 


a day’s business. 


Two boys representing banks located in extremely 


opposite sections of the City met one day in a Coffee House in the bus- 
iness center of the City. Chatting together, they discovered that each 
held a like amount of credits against the other’s bank. The thought of 


trading items and saving themselves a long walk came to them as a 
brilliant idea. So they traded, and next day they met and traded again. 
The trading continued and soon what they were doing became known to 
the walk clerks throughout the City who quickly adopted the step sav- 
ing plan to the end that the “Coffee House” became in reality a “Clear- 


ing House.” 


Several bank officials on learning what their boys were 
doing criticized them severely and put a stop to it. 


Others appreciating 


the merit of the idea arranged a conference of bankers the result of which 
was to hire a room where the boys might meet and make exchanges. 
Resulting errors soon made it necessary to devise and install a system 
of records and place a manager in charge. Under this successful arrange- 
ment The London Clearing House quickly developed—the largest in the 


world. 


out in duplicate, stating all the essen- 
tial facts obtained in his investigations, 
as follows: The amount of cash on 
hand, setting forth whether or not it 
meets the minimum requirements; the 
amount of past due paper; the amount 
of bad debts, if any; the amount due by 
the directors as payers, endorsers, or 
guarantors; the amount due from cor- 
porations in which the directors are inter- 
ested; the value of stocks and bonds 
carried, stating whether or not they are 
carried at a sum in excess of the market 
value; and the amount of “capital, 
surplus, and undivided profits,” show- 
ing whether it is represented by good 
or bad assets. In other words, he shows 
whether or not the published statement 
is true. Finally, he sets forth a com- 
plete statement of the bank’s condition, 
with whatever suggestions sound bank- 
ing principles require him, in his own 
judgment, to make. 

The examiner’s complete report of 
the bank is sent to its president for 
submission to the board of directors. 
The examiner then notifies the directors 
by mail of the delivery of the report 
to the president, and asks them per- 
sonally to acknowledge, in writing, the 
receipt of such notice. If at the end of 
two weeks the examiner has not re- 
ceived from any director the acknowl- 
edgment that he has read the report, a 
second notice is sent, and if necessary, a 
third, it being the purpose of the clear- 
ing house committee to see that every 
director of every institution which is 
connected with the clearing house asso- 
ciation is informed of the condition of 
his institution as brought out by the 
clearing house examiner, immediately 
following his examination. 

In case the examiner finds the bank 
to be in good and satisfactory condition, 





he reports to the clearing house com- 
mittee, under his contract, this single 
fact; after this report is made, no 
further information is given to the clear. 
ing house committee. If, however, he 
finds the condition to be other than 
entirely good and satisfactory, he then 
reports to the clearing house committee 
in such manner as he deems necessary 
or desirable, the idea being that he will 
not divulge unnecessarily to this com- 
mittee any of the secrets or the intimate 
details of any bank’s business. 


A great many bankers have the in- 
pression that the minute a _ clearing 
house examiner begins to operate, all of 
their affairs, and particularly the dis- 
agreeable parts, are going to be exposed 
or held up to possible ridicule or discip- 
line. Such is not the case; it is in just 
such cases that an examiner uses the 
initiative and the wide discretionary 
abilities that fit him for his position, to 
work with the bank toward the adjust- 
ment of all differences—to the end that 
they may be ironed out before he closes 
his ease, thereby obviating the necessity 
of reporting either to the board of di- 
rectors or to the committee. This is 
where the examiner proves his greatest 
worth to the individual bank and makes 
for himself a position of “partner” in- 
stead of merely that of official examiner 
or trouble maker. 

You ean readily see that a clearing 
house examination is very thorough and 
for the best interest of all. The examiner 
is privileged to spend as much time as 
necessary in any bank and is not ham- 
pered by any red tape. His examina- 


tion gives to the directors of all banks 
examined a closer knowledge of their 
bank’s affairs. And furthermore, should 
assistance be needed at any time, it can 
promptly be rendered without the delay 
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REG. TRADE MARK 


The Calculating and Adding Machine 
You Can Depend Upon 


¥— can depend upon the results you get from the Monroe, the machine that 
is right the first time. . 


You can depend upon decimal point accuracy in all your calculations. Decimal 
point locations in the Answer are pre-determined on the Monroe. 


You can depend upon the Monroe to handle all of your figure-work— Additions, 
Subtractions, Multiplications, Divisions. 


You can depend upon a correct analysis of your figure needs by a Monroe 
expert. We aim to serve, not merely to “‘sell”. 


You can depend upon there being a Monroe machine perfectly suited to your 
needs—and anyone in your office can operate it. , 


You can depend upon prompt, intelligent service — instructional as well as 
mechanical. 


—_ 


Monroe Automatic—Marks a new era in mechanical Calculating and Adding. A portable, 
electrically-operated machine for use either on desk or stand. To Add or Multiply, simply touch 
the Plus (+) Bar. To Subtract or Divide, simply 
touch the Minus (—) Bar. The Proven Answers 
automatically appear. 


Monroe Standard Model—Every feature of 
the Standard Monroe is conducive to speed with 
absolute accuracy. A forward turn of the crank 
to add or multiply; a backward turn to subtract Tike: illustration 
or divide. shows the 20-Place 


Special Models to fit individual require- ar 
ments—British Currency Model, Fraction Models, 
etc., on which all ordinary calculations may also 
be performed. 


_— 
[PUUTTTETTy 


It will pay you to investigate and 
determine for yourself whether 
you can depend upon the Monroe 
to handle your entire figure load 
as thousands of concerns, large and 
small, are now doing. Attach the 
coupon to your letterhead and mail 
NOW, while you have it in mind. 


Monroe Calculating Machine Company 
Woolworth Building, New York 

Without cost or obligation (check as desired): } 
{] Send further information on : } 
(] Arrange for demonstration of: 

(] Automatic Model [] Fraction Models } 

0) British Currency Model [] Standard Model i 
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the home of the 

first and now the 

largest coal-tar dye 

industry in the 

a a United States. 

National Aniline & Chemical Company Established in 

1879 for the man- 

ufacture of coal-tar intermediates and dyes, to- 

day this plant supplies a large proportion of all 

the dyes used by America’s Textile, Leather and 
other color consuming industries. 


BUFFALO—a city of enterprise 
served by the 


MARINE 
TRUST COMPANY 


OF BUFFALO 
Capital and Surplus, $17,000,000.00 





Wm. L. Ross & Company, Inc. 


108 South La Salle Street, Chicago 


INDUSTRIAL 
PUBLIC UTILITY 
MUNICIPAL and 
GOVERNMENT 
RAILROAD 





Wm. L. ROSS, President ROBERT_D. GREEN, ; 

KENNETH S. DICKINSON, Vice-President 
Vice-President PHIL. S. DICKINSON, 

LEROY WOODLAND, Vice-Pres. & Sales Manager 


Vice-President & Treasurer Wm. J. HAY, Jr., Secretary 


Bank Fixtures 


are constantly changing hands through the 
want ad section on page 112. Fill your 
needs by using these ads. Dispose of your 
old fixtures by offering them for sale. 


‘See page 112 Now! 





Bonds 


and danger of an examination made jn 
time of stress. 

This question has been asked on 
several occasions: “What will prevent 
an examiner from giving out informa. 
tion which may be helpful to some other 
institution ?” 

I am frank in saying that there has 
never yet been a leak of information 
through a clearing house examiner em- 
ployed in the cities where this system is 
in operation. Let me impress upon you 
the fact that when an examiner js 
appointed, he is picked by reason of his 
ability and peculiar fitness for the work; 
he is a man who will command the 
confidence and respect of every member. 
Let me also emphasize the statement 
that no one ever sees the report of a 
clearing house examiner except the pres- 
ident and the directors of the bank 
which has been examined. This rule is 
never deviated from unless a_bank’s 
condition is such that a failure is immi- 
nent; under such circumstances, the 
full report may be laid before the 
members of the clearing house commit- 
tee for their consideration in case the 
examiner deems that drastic action is 
warranted. 


As a matter of fact and practice, it is 
a rare occasion when such action is 
resorted to, the examiner is almost in- 
variably successful in adjusting condi- 
tions with the management without the 
intervention of the committee. But 
should the unexpected happen and a 
case prove to be beyond the ability of 
the bank or of the examiner to handle, 
then, in laying it before the committee, 
there is brought to bear upon it all of 
the good judgment and experience of 
the other bankers; the action which 
they take may well prevent a collapse 
and make possible the re-organization 
of the bank without any disturbance to 
the community or any knowledge on the 
part of the public that trouble has been 
pending. 

The service rendered by an examiner, 
in addition to his examination, is 
valuable in many ways to every member 
of the clearing house association he rep- 
resents. Being familiar with local con- 
ditions, he soon becomes personally ac- 
quainted with the credit lines of 
numerous borrowers, individuals, firms 
and corporations, and has a close check 
on each through his bureau of credits, 
where all loans above a certain amount, 
either direct or indirect are tabulated. 
This bureau is under the supervision 
of the examiner only, no one else having 
access to the files. 

Should the examiner find that an in- 
dividual, firm or corporation is borrow- 
ing in several institutions at the same 
time, he will notify each of the lending 
banks as to the aggregate amount and 
nature of the borrowings. For example, 
if the John Jones Company borrows it 
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several banks, the examiner asks for a 
report from each of them, and in turn 
files with each interested bank a con- 
solidated report showing the total of 
the borrowings, whether they are direct 
or as endorser, and whether they are 
secured or unsecured. In this manner 
each bank is kept advised of the status 
of its customers’ loans and is in a posi- 
tion intelligently to handle their lines, 
to restrict them in amount, if necessary, 
or simply to reassure itself from time to 
time that the borrowers are confining 
themselves to safe and _ satisfactory 
limits. This check on duplicate borrow- 
ing has saved many banks from heavy 
losses, and the great service which such 
a eredit is rendering to the banks, 
especially where the examiner system is 
in operation, is obvious. 


It is not absolutely necessary to have 
a clearing house examination depart- 
ment in order to have a _ successful 
bureau of credits. This fact has been 
demonstrated in several cases. For in- 
stance, in Richmond, Virginia, where 
there is no clearing house examiner, a 
successful credit bureau is in operation 
under the supervision of a competent 
secretary, no one else having access to 
the files. From what I have been able 
to learn this bureau has been of the 
utmost value to all the participating 
banks. Its operation is quite simple 
and can be recommeded as a model for 
all cities of the size of Richmond that 
might be interested in installing a 
bureau of credits, which usually proves 
to be the forerunner to the examiner 
system. 


Let us consider the operation of this 
credit bureau. John Doe applies to the 
American National Bank for a loan. 
The officer in charge wants to ascertain 
if he has borrowed money from other 
banks in Richmond. Therefore, he 
sends a request to the secretary of the 
bureau of credits properly filled out on 
its Form No. 1, indicating at the same 
time the indebtedness due to his own 
institution. If there is no indebtedness, 
it shows that an application for a loan 
is pending. The secretary, upon re- 
ceiving the request from the American 
National Bank, immediately sends out 
Form No. 2 to each member and asso- 
ciate member of the Association, asking 
them to furnish the amount of loans 
and other liabilities held by them against 
John Doe on that date. This form, after 
being properly filled out by an officer 
of the bank who is held responsible 
for such inquiries, is forwarded to the 
secretary. The secretary then compiles 
a statement of all duplicate loans show- 
ing the total of the borrowings and 
their nature, that is, whether secured 
or unsecured, direct or as endorser. He 
immediately notifies the American Na- 
tional Bank that John Doe is a bor- 
Tower to the extent of so much money; 
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Sticks like this, called ‘exchequer tallies,’’ were an antiquated 
form of receipt for money given by the British Government. The 
system was an unwelcome heirloom which circumstances torced on 


Froma description in‘ Antiquities 
of the Exchequer" by Hubert Hall. 






the Bank of England. Each tally was the natural bough of a tree, 
no two,therefore,being exactly alike. They were cutandsplit. The 
bank kept one part, the customer the other. The bank cut anotchin 
the tally to represent the amount of money involved in a transaction. 


A cut \ inch wide represented £1000, and 25 such cuts £25,000. 


The Strange Case of a Great Fire 


— how it was 


caused by improved banking methods 


OU will remember how Robin- 
son Crusoe kept his calendar by 
cutting a notch in a stick each day. 
But maybe you do not know that 
the Bank of England once used the 


same system to keep records of trans-: 


actions with customers, the sticks 
being called exchequer tallies. 


There is in existence at least one 
of these strange sticks which bears 
the date of 1822. In 1834 Parlia- 
ment made an official end of the sys- 
tem and decreed that all remaining 
exchequer tallies “be burned in the 
flues of the House of Lords.” 


Workmen were told to burn only 
a few tallies at once. Instead they 
threw a hugh pile on the fire and in 
no time had a chimney blaze on their 


The Seaboard 


hands. Before the excitement was 
over both houses of Parliament were 
smoking ruins. 


The exchequer tally became a 
“back number.” ' 


More recently, since 1883, when 
the Seaboard was established, there 
have been many other startling , 
changes in business and banking. 4 
But the expansion of the past 50 
years—the telephone, electric light, 
“sky scrapers,’”’ subways, radio—was 
possible only because some banks were 
willing to help, willing when properly . 
safeguarded to step off the beaten 
path, to adopt new methods, to do 
new things. 


To be that type of bank is the aim 
of the Seaboard. 


National Bank 


OF THE CITY OF NEW YORE 





Mercantile Branch 


115 Broapway 
At Cedar Street - 


Main Office 
BroapD AND BEAVER STREETS 


Uptown Branch 


20 East 45TH STREET 
Near Madison Ave. 





his report gives only the total and the 
nature of the borrowings, and does not 
mention the names of the banks inter- 
ested. The Merchants National Bank, 
which was one of the members asked 
by the secretary to furnish information 
called for by the American National 
Bank, is also interested, inasmuch as 
John Doe is a borrower from this in- 
stitution as well. The cashier of the 
Merchants National Bank requests the 
secretary to inform him also as to the 
amount of the loan that John Doe has 
applied for, as well as the amount of 
any other loans he may have with the 
other clearing house banks, and is im- 
mediately given this information. 
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I wish to emphasize the fact that no 
bank knows the names of the other 
banks granting loans to John Doe, only 
the total amount and the nature of the 
borrowings being given out by the 
secretary. The bank making the in- 
quiry, as well as all banks furnishing 
the information, has the opportunity to 
ascertain through this credit bureau just 
what the total line of credit is that has 
been extended to John Doe. Thus 
duplicate borrowing and over-extension 
of credits which have worked hardships 
on many banks, are prevented. It is 
generally contended among bankers that 
if a bank is loaning a man on satis- 
factory security, it is not entitled to 
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REPRESENTING THE 


Financial Publishers’ 
Association 


Philip J. Syms, of New York, and Howard W. Dexter, of 
Chicago, represent the banking journals composing the Financial 
Publishers’ Association. 


PHILIP J. SYMS HOWARD W. DEXTER 
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bankers of the nation through the only list of monthly banking 
publications which are members of the Audit Bureau of Circu- 
lations. 


When you advertise in financial journals which are members of 
the Financial Publishers’ Association, you are assured of maga- 
zines which: 


1. Are members of the Audit Bureau of Circulations. 
2. Are dominant in their respective territories. 
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any knowledge regarding any other 
loans the man may have; but if a bank 
is taking a credit risk and loaning with. 
out security, the bank is then entitled 
to full information regarding the bor. 
rower’s affairs. This is where the credit 
bureau operates to the advantage of all 
member banks. 

In the operation of such a bureau of 
eredits, it is well that the secretary in 
charge take the precaution to have in- 
quiries made to him over the signature 
of some responsible officer, especially 
designated by the bank, to insure the 
fact that the person about whom in- 
quiry is made, is either a bona fide bor- 
rower or has made a bone fide applica- 
tion for the loan. 

Chicago Bank’s Earnings 

At the annual meeting of the stock- 
holders of the Union Trust Company, 
Chicago, all of the members of the board 
of directors were re-elected. At the 
meeting of the directors immediately 
following, all of the official staff were 
re-appointed and the Board voted to 
increase the surplus from $2,700,000 to 
$3,000,000, bringing the combined 
amount of capital*and surplus from 
$4,700,000 up to $5,000,000. 

It is of interest to note that of the 
present amount of capital and surplus, 
$3,875,000 has been earned by the Union 
Trust Company since it began to tran- 
sact a banking business excusively in 
1869 under the management of Stephen 
W. Rawson, the father of Frederick H. 
Rawson who has been president since 
1905. 


The National Bank of Commerce 
Chicago has just closed its first Christ- 
mas Club, the promotion and advertis- 
ing of which was of an intensive type. 
As a result, a total of more than 6,000 
depositors were secured. 


The following officers have been elected 
for the Bank of North Long Beach, 
California: H. E. Mason, president; 
Natt Piper, Charles A. Allen, A. 0. C. 
Howe, vice presidents; L. F. Stephen- 
son, secretary and treasurer, and E. 
Mason, cashier. 


At a meeting of the Board of Diree- 
tors of the Second Ward Savings Bank, 
Milwaukee, Wisconsin, the surplus was 
increased from $1,000,000 to $1,500,000. 


More than 20,000 flowers and 5000 
cigars were distributed to persons visit- 
ing the new Commercial Savings Bank 
and Trust Company on Superior Street, 
Toledo, Ohio, the opening day. Bank 
officials estimate more than 30,000 vis- 
ited the institution on the first day. 
Many prominént Ohio bankers called 
to inspect the bank and compliment 
W. H. Yeasting, president. 
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TRUST COMPANIES WILL 
MEET IN NEW YORK 


[HE fourth mid-winter conference of 

the trust companies of the United 
States will be held under the auspices 
of the Trust Company Division, Amer- 
iean Bankers Association, at the Wal- 
dorf-Astoria Hotel, New York, Febru- 
ary 15. There will be morning and 
afternoon sessions, a luncheon and a 
reception in the evening preceding the 
twelfth annual banquet. 

Evans Wollen, vice president of the 
Trust Company Division and president 
of the Fletcher Savings & Trust Com- 
pany of Indianapolis, will preside at 
both sessions. The program will not be 
composed of reports or set addresses, 
but a number of problems confronted 
by trust company executives will be dis- 
eussed. Among the topies which are 
expected to be taken up are cost ac- 
counting, or the relationship between 
overhead and’ compensation; handling 
real estate held in trust; problems in 
dealing with beneficiaries under trusts; 
safeguarding the receipt and delivery 
of securities; life insurance trusts; 
living trusts; purchase, sale and ex- 
change of trust investments; estate tax 
problems; business building; managing 
businesses for trusts, and current legisla- 
tion. The subjects will be opened by 
designated leaders to be followed by 
general discussion. Definite selection 
of topics is to be made by referendum 
to the membership. 

Six and a half hours will be devoted 
to presenting and discussing the topies 
selected for the program and those pre- 
sented from the floor. The purpose of 
the conference is stated to be to afford 
an opportunity to consider several 
definite phases of trust company bus- 
iness, to secure and give help upon prob- 
lems more or less common to all cor- 
porate fiduciaries, and to make the per- 
sonal acquaintance of officers and de- 
partment heads actually directing or 
operating various trust company activ- 
ities. 

Hotel and railroad reservations for 
representatives attending the conference 
and banquet will be handled through 
the New York office of the Trust com- 
pany division, American Bankers Asso- 
ciation. Theater and other entertain- 
ment arrangements will also be handled 
for delegates requesting it. 


J. M. Seott has been elected president 
of the Citizens State Bank, Dallas, 
Texas, to succeed the late John R. Shay. 


Henry C. Lewis, formerly vice presi- 
dent, was elected president of the 
People’s National Bank, Laurel, Dela- 
ware, at the regular directors meeting. 
Daniel H. Short, former president, re- 
signed because of ill health. 
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CONSISTENCY 


Upon What Basis Do You 
Solicit Accounts? 


Upon the protection which the 
strength of your institution affords 
your depositors and the services 
which your facilities provide for 


them. 


Are You Less Particular In 
Choosing Your City 
Correspondent? 


We receive all items at par, send 
collections direct, make no charge. 
for telegraphic transfers, and 
operate our Transit Department 
twenty-four hours daily. 


Capital, Surplus, and Undivided 
Profits Over $16,000,000 


PHILADELPHIA 
NATIONAL 


PHILADELPHIA, PA. 


Marine Trust Elects 

At the annual meeting of the board 
of directors of the Marine Trust Com- 
pany of Buffalo, Samuel M. Johnson 
was elected a vice president and Henry 
J. Beitz, Secretary. 

Mr. Johnson started his banking 
career as a messenger at the Bank of 
Buffalo in 1905, after three years going 
to the Bank of Gowanda as assistant 
cashier and to the Market Bank in 1916 
as cashier. After four years of service 
at the Market Bank he was elected 
cashier of the Bank of Buffalo. At the 
merger of the Bank of Buffalo and the 
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Marine Trust Company he was made 
secretary, which position he has held 
until his election as a vice president. 

Mr. Beitz started his banking career 
in 1904 in the Marine National Bank. 
He was elected assistant cashier in 1918 
and assistant secretary in 1919 when the 
Marine National Bank changed to the 
Marine Trust Company, which position 
he has held until his election as secre- 
tary. 

The ability and untiring energy of 
these two officers have been rewarded 
by their election to higher official posi- 


tions. ‘ 






the city. 


IN DETROIT 


"THE new R. L. Polk City 


Directory indicates a total 
population of 1,181,425. 


The Peoples State Bank serves 
this community with its system of 
29 banking offices distributed over 


THE PEOPLES STATE BANK 






































































































































Daily News Leads in Chicago 

The leadership of the Chicago Daily 
News in the field of advertising in 
Chicago, is shown by the statistics com- 
piled by the Advertising Record Com- 
pany, an independent audit bureau 
maintained by all the Chicago news- 
papers, for the year 1922. The Daily 
News leads all the competitors in the field 
with 13,779,579 lines of advertising. 
The Chicago Tribune is next with 10,- 
527,789 lines. 


Willard T. Carleton, vice president 
and trust officer of the Boston Safe De- 
posit and Trust Company of Boston, 
Massachusetts, has been appointed a 
director of the institution. 





New Directors Elected 

At the annual shareholders’ meeting 
of the National Bank of Commerce in 
New York, all the members of the board 
of. directors were re-elected and Charles 
B. Seger, president of the United States 
Rubber Company and George E. Roose- 
velt of the banking firm of Roosevelt 
& Son of New York City, were elected 
directors of the bank. 


The following officers were elected at 
the Citizens National Bank of River- 
side, California: W. B. Clancy, presi- 
dent; C. Van Zwalenberg, vice presi- 
dent; W. G. Fraser, vice president; C. 
E. Brouse, vice president and cashier, 
and R. B. Hampson, assistant cashier. 
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WORD PAINTING OR SELL. 
ING IN YOUR ADVER. 
TISING—WHICH? 


(Continued from page 21) 


going to question the effect of advertis. 
ing in cutting down the cost of distribu. 
tion, but we must admit that we haye 
not yet begun to realize the great pos. 
sibilities that advertising has in sales. 
action, because the most of us do not 
work with the attitude in mind that we 
are the writer-salesman of the organiza. 
tion, and that our responsibility, after 
all, is greater than that of the sale 
manager. 


The sales manager may be concerned 
over the routing of his men. He may 
be concerned with the petty difficulties 
that occur between one house and an- 
other; the question of returned goods, 
the other questions of payments and of 
terms. But as _ writer-salesman, we 
should function as the creators of bus- 
iness and have a power that is essen- 
tially greater than that of the sales 
manager because we are reaching out 
six months, a year, some of us two years 
ahead of his vision in order to make 
sure that the market will be there and 
ready while the general manager is 
making sure that the product meets and 
matches the requirements of that market 
that we have analyzed, that we have 
well fitted with our thoughts, our words, 
our story, to move into action in our 
direction. 

No use to wonder what has brought 
about the great lack of writer-salesmen 
in the advertising profession. During 
the last two or three days I have been 
trying to find a copy writer to fill a new 
post in our organization. This morning 
four of the promising souls showed up. 


The job is one not of selling a product 
but of reaching out into humble homes 
everywhere throughout this country, 
reaching into quiet little firesides and 
giving the people there new hope, new 
ambitions and new courage so that they 
may find a way to attain tomorrow 
the financial independence which is 
rightfully theirs through the effort that 
they make today. One and all of the 
applicants praised self quite glibly; 
asked if they had ever sold anything, 
the scornful answer was no. 


“How long have you been in the ad- 
vertising profession?” They came back 
with the answer, “I have been in the 
game about a year and a half or two or 
three and so on.” 


“You think you would be able to fill 
this post perfectly?” 

“T have the most wonderful capacities 
that you might wish for.” 

One of them gives point to the whole 
story by writing a letter of this kind: 
This man, understand, has for fifteen 
years been writing “campaigns” with 
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national agencies. Modestly he mur- 
murs: 


“T have got what you want—without 
question. I make bold to make you see it 
despite the damning concomitant of the ego 
with which the cataloguing of one’s capa- 
cities is inextricably (sic) bound. s 
“J am essentially a writer; by native 
endowment, by specialized education and by 
years of practice; a purist, who pursues 
the thought or the argument with directness 
and logic, whose expression is terse and pat. 

“Then above all, I am a merchandiser 
and a salesman for I early learned that no 
copy can be effective whose pattern is not 
clearly drawn by the sales situation. 

“With me, surface facts, generalities and 
individual opinions are anathema. I have 
an analytical penchant combined with acute 
sales sense that leads me to dig down to 
cases, find the cause of the buyer’s inertia, 
and precipitate it into action—with copy.” 
Does anybody want to hire him? 

But he has been hired consistently by 
national advertising firms, by national 
production houses, for some ten or 
twelve or more years. He is a fair 
sample of the kind of person who is 
eluttering up the profession, thousands 
of them, for the hundreds whom you, meet 
who are actually writer-salesmen. It 
is this kind of fellow who makes the 
manufacturer and the banker say, 
“Why, I tried advertising and I am sick 


of the damn thing.” 

This is the kind of a chap who 
handles large appropriations, who dis- 
burses them with reckless abandon 
merely to get agency fees back into his 
own house, a man concerned with 
making a hit with his own advertising 
agency organization more than he is in 
producing new customers for his client; 
who makes the manufacturer say, “I 
don’t know what to do with this problem 
of advertising. My competitor over 
there on the other side is outselling me 
a hundred ways. Everything I do just 
seems to go to pot and ruin.” 

Your manufacturer gets this kind 
of agency fellow every time he turns 
around. The business man is to blame 
himself because he has blindly hired 
that kind of person to write his sales 
copy for him. 

The first thing the business man has 
asked his advertising man has not been, 
if you please, how much salesmanship 
have you got packed inside of you, but 
rather how long have you been in the 
advertising profession, as if pretty 
verbal somersaults meant full and com- 
plete qualification for handling a job of 
selling thousands of people the product 
of a presumably sober business. 

The fault with the advertising bus- 
iness, as I see it right now, is largely 
the kind of men who are in it and the 
obstructions to the kind of advertising 
that we ought to have and we must 
have, are the business men who will 
tolerate mere jargon, who are content 
to receive a campaign and look at it and 
say, “That is very pretty, I like the 
art work on that, I like the borders, I 
like the typography of it, that copy 

tters me, I will let it run,” instead of 
saying— 
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Operating under the second oldest 
National Banking Charter of Houston, 
therefore, it is entirely appropriate that 
this institution bear the name of 


The Second National Bank 


OF HOUSTON 


Further in line with the’ institution’s progressive 
policies, the Stockholders have voted to increase the 


Capital Stock from $600,000.00 to $1,000,000.00, 
effective February 16, 1923. 


These announcements will be of interest to many 
readers of the Bankers Monthly, and particularly 
interesting to Texans, as they are evidences of an 
added unit in the financial dynamo back of the 
growth of this wonderful country. 


The Second National Bank 
OF HOUSTON, TEXAS 
Prior to January 15, 1923 


THE LUMBERMANS NATIONAL BANK 
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Two Interesting 
- Announcements — 


7h growth and development of the 
Lumbermans National 
Houston has been so marked and its 
services extended to such a diversity of 
interests that it has outgrown the limita- 
tions of a trade name. 


Bank of 
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“Out there in Podunk is a certain 
class of people whose limits and whose 
possibilities are such and so. Those 
people have money in their pockets. 
Those people need the very kind of 
product I have. The thing that has 
kept those people from buying my 
product is elemental human inertia. 

“In order to remove it I have got to 
get down inside of those people and 
move them into action through an 
appeal to their five senses, their seeing, 
their hearing, their taste, their touch, 
their smell, until I awaken every emo- 
tion inside them of avarice or of power, 
of ambition, of convenience or of vanity; 
until through their own will they are 
coerced, if you please, or persuaded 
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into purchase.” 

That is a salesman’s job. But before 
it is ever a salesman’s job, it is the job 
of the man who is sitting down today 
trying to map out a written sales 
campaign so that the people in that 
plant can be kept in steady employment 
and so that the capital invested in that 


business can show a profit at the end of 
the year. 


Some of you are agency men and 
some of you are business men who employ 
agencies. I think the only hope of 
getting the kind of advertising man we 
need in the profession so that every 
time we turn around we will find an 


. advertising writer-salesman, is imme- 


diately to promote a scheme to get or- 









A Trade Promotion Service 


In the interests of trade promotion the First 


Wisconsin 


is glad to make available to 


interested parties its comprehensive informa- 
tion as to the raw material requirements and 
the finished products of Milwaukee County 


factories. 


Free copies of ‘‘Industrial Milwaukee,”’ a 
pamphlet giving industrial statistics of this 
territory, also furnished on request. 


FIRST WISCONSIN 
NATIONAL BANK 
Milwaukee 


Capital and Surplus 
Ten Million Dollars 





ganized immediately just as many feeble, 
disappointing, rhetorical, bombastic, 
boastful advertising agencies as we can 
possibly encourage. The weeding-out 
process will then very promptly start. 
We must have the courage to give 
advertising the blackest kind of an eye, 
we will say, for a year or for six months. 
Out of the frenzy of spending that will 
follow there will come great sanity, in- 
sisting upon sales-sense first in copy and 
then with sales-sense the power so to 
use words that men and women are 
stirred by their emotive magic into 
action happy and profitable for them. 
We base a great deal of our advertis- 
ing work in agencies upon “research,” 
upon prodigious plans that are suddenly 








and eestatically dug up for the benefit 
of a new client. We dash down, five or 
six or seven of us, and immediately 
proceed to fertilize this new client with 
the tremendous array of ability that we 
have. 


Back in somebody’s mind is the little 
sneaky feeling that, after all, “research” 
was done this way: Copy chief or pres- 
ident of the organization said to the 
neophyte in charge of the work: “Look 
up what we did for that Bazookus Com- 
pany. There are two or three things 
that will be a knock-out with these new 
people. Look up what we did for the 
Gazinkus Company. The are three or 
four paragraphs in that plan that will 
be a bear-cat. When they hear it, they 
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fall for it like a ton of brick. Re-vamp 
the campaign we worked out two years 
ago for somebody’s shoes. Of course 
that will do—just splendid with a few 
changes—for this new machine product,” 

Now see us rush down with our lay- 
outs, with our alleged copy and plans 
to say to the business man, 

“Here is the very thing that is going 
to move everything, west, east, north, 
south, for you, and without this there 
is no salvation for you. We know it. 

“We put back of it the preponderat- 
ing force of our 432 years of combined 
experience to create a plan in the in- 
credible period of 36 hours and we tell 
you that this is the very plan you want. 

“We have a man here who ¢an write 
English that makes the angels weep for 
jealousy. We have a fellow over here 
who strikes sparks with every contact 
from the hard flint of his fact—full 
nature. We have a chap over here who 
knows more about analyzing a section 
in southwest Texas by going over to 
Greenland to study it than any other 
three advertising agency men in the 
world.” 

By the time we get all those claims 
chucked down his throat the business 
man says, “Well, I wonder what the 
other fellow has got.” He hears the 
same story over on this side; he hears 
the same story on that side, and between 
all the lesser of evils or the greater of 
evils, he picks the campaign that looks 
the “prettiest”; buys that and at the 
end of the year he has had a big ex- 
perience. 


He has been in an orgy of spending. 
He has had a complete array of typo- 
graphical displays. Art, bless your 
heart, a surfeit. He has had everything 
the heart or mind could wish for. But! 
the people out in the sticks have not 
heard his ery, have not heard his message 
and next year, being wiser, he engages a 
new agency, and six months later, being 
wiser yet, he engages another agency, and 
he takes all the short rates and swallows 
them as best he can, and at the end of 
another six months he is-still wiser and 
engages a fourth agency, and then being 
well qualified by his experience in ad- 
vertising he KNOWS it is about as 
helpful as ointment for burns in Hades. 

It is remarkable how business proceeds 
on that basis; but it does. The public 
rescues it. 

Now, the whole condition ean be 
changed if writer-salesmen are substi- 
tuted for just advertising men; and if 
we insist that the man who is going to 
write copy is a man who can go down, 
if it is in a department store, into any 
aisle of that store, meet any one of the 
customers and so display these silk 
goods, so display those suits and cloaks, 
so display the shoes that he can make 
not only a friend of the men he meets 
there but he can make real customers 
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who will come back time and time again. 

I want an advertising man who can 
tackle any problem that the sales man- 
ager can; and do it with so much credit 
that the sales manager makes a buddy 
of him and says, “You are my right 
hand man. We are going to work to- 
gether just as long as this organization 
lasts.” 

Our need is for the advertising 
man who is loaded so full of sales ideas 
that every time you touch him there will 
spark from him something new, some- 
thing bright, something human, some- 
thing warm, something that glows with 
imagination, glows so that it lights up 
new corners in the sales field that you 
never before thought could be turned 
into production. 

Our need is for the advertising man 
who knows human nature, who dares 
to go out and study it elsewhere than 
at the eighteenth hole in preparation 
for the siesta at the nineteenth. 

Our need is for the writer-salesman 
who meets people where they live in 
their humble homes and in their small 
apartments where the refrigerator is 
the window-sill, who knows people back 
in the country, who could go in any 
country store, take his place there so 
quietly and easily through his under- 
standing of human nature, through his 
camaraderie, through his intelligence, 
through his ability to mix with people, 
that even up in Maine he would be re- 
ceived without suspicion. 

Business needs the kind of advertising 
man who when he works in his store, in 
his factory, in whatever capacity you 
find him, makes you think of hin, first, 
as a man who can sell, sell, sell. 

Know him for one thing more; the 
magie gift of putting his own personal 
sales ability into words so that his 
phrases reach out to people, charm their 
minds, sing songs to their pocket books 
that make them open their pocket books 
to the manufacturer. 

Are there such men in this country? 
Hundreds of them, hundreds of them, 
and they have to struggle against the 
great mass of the scriveners who are 
just plain advertising folks, who struggle 
against the “damning concomitant of 
the ego with which—what is that—with 
which the cataloguing of their own 
capacities is inextricably bound.” 

There are some other things that 
stand in the way of good advertising. 
We haven’t enough bad newspapers. I 
would like to see nothing better happen 
for the benefit of the advertising world, 
nothing better happen for the writer- 
salesman, than to see more bad news- 
papers this year than anybody could 
possibly conceive, even in Russia. It 
would have a wholesome effect. 

As it is, aren’t we wasting much of 
the good typographical effort that we 
achieve? We are wasting much of the 
art work which we buy. We are wast- 


Specialized Service to Banks 


Bill-of-Lading Drafts _ 


QO R Collection Department specializes in 

the collection of drafts with bills-of-lading 
attached, covering commercial transactions, and 
has complete facilities for tracing and following 


shipments in transit. 


Our arrival notice to the 


consignee frequently is in advance of notifica- 
tion by the railroad company, resulting in 
prompt returns to our customers. 


Full details of our services to correspondent 
banks are given in our booklet, ‘‘Specialized 
Service to Banks,’’ which we shall be pleased 


to send upon request. 


Guaranty ‘Trust Company 
of New York 


ing a great deal of the writer-salesman- 
ship copy which we are able to acquire 
because of the fact that newspapers 
are required by the business men of the 
United States to use all the black ugly 
type that they éan find; all the strange, 
barbartic, messy, dirty Gothies and 
Winchells and Poster, Hobo, Blanchards 
and anything else that can make a 
splotch on a page. 

Advertising men and those kind of 
local retail folks who know that they 
have all of advertising summed up 
inside of them are loudest among those 
who insist that if you make your ad 
black enough and shout hoarse enough 
and scream wildly enough that you will 
get resultful public attention. When 
you walk into an insane asylum and all 





the inmates shriek and stand on their 
heads and turn pirouettes and somer- 
saults, you don’t pick out any single 
one and say you would like to take it 
home. You want to run away from the 
whole madness of it. 

Too, too, many of our newspaper 
advertisements to people are just clut- 
tered up with these crazy anties prompted 
by the thought that if you get hyster- 
ical enough with your type that you 
can persuade sane, unemotional people 
to fall in love with the stuff you want 
to sell them. 

Our one hope of getting rid of this 
business madness is frankly to encourage 
newspapers to set up their display ads 
so weirdly that the compositoy for once 
will be ashamed to admit he set them. 
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@By actual count, entered and left the First 
National Bank Building in Detroit. @This 
was an ordinary, average business day. It 
was only a few months after the opening of 
this new twenty-five story bank building 
on a historic site at the heart of the city. 
@Bankers in other parts of the United 
States can gather from these figures some- 
thing of what Detroiters think of the efforts of 
the First National group to serve them well. 


(Formerly First & Old Detroit National Bank) 


FIRST NATIONAL BANK 


DETROIT 


MICHIGAN 


The First National Bank, the Central Savings Bank and the 
First National Company of Detroit, are under one ownership. 


Let us encourage it right away quick. 
It is the only hope of getting sanity 
back into the newspaper advertising 
columns so that copy with writer-sales- 
man-words may have that claim to atten- 
tion, that personality which it deserves, 
and which it finds in the few rare in- 
stances in America as furnished by the 
Chicago Tribune by the New York 
Times and by some good score other 
great newspapers that insist upon a 
typograhical standard. 

Another thing standing in the way of 
writer-salesmanship is a lack of appre- 
ciation by business men of the tremen- 
dous power, of the tremendous influence 
of direct mail, intelligently framed, 
written by master-salesmen, and pres- 





ented in the most ingratiating, the most 
pleasing, the happiest dress that artist, 


typographer. and papermaker' can 
devise. 
After the ad has beén run in the 


Saturday Evening Post, after it has 
appeared in the newspapers, the job is 
only partly done. That copy is vour 
small voice speaking in a crowd. Talk 
now to the man directly in his own home. 
Follow up the press campaign with 
direct mail. 

The writer-salesman must then have 
his work so organized that when letters 
are written to customers the job is not 
turned over to little fifteen dollar, 
eighteen dollar, twenty-five dollar, thirty 
dollar a week clerk who thinks a good 
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letter is one in which you have a start- 
ling introduction, in which you have 
a lot of clever body-phraseology, and 
then the finest little monkey-gland 
ending that anybody ever thought of. 
Funny how bold you ean be in talking 
to a man if you talk it through a letter, 
Curious how few sales results are 
produced from that kind of work. Mar. 
velous what results come when the 
writer-salesman again is present in the 
letter! 

Now, if advertising has not produced 
all of its effect through direct mail, 
through letters, through national and 
local space, then there is one other hitch 
in the organization and that is that 
clerks, untrained and unequipped, are 
entrusted with the mailing list. 

The mailing list is the key to volume 
of sales and the mailing list is the thing 
that is least regarded and least thought 
of. If I were handling a direct mail 
eampaign for a national manufacturer 
I should insist first that his mailing list 
be watched with just the same care as 
the general manager looks over the 
commas and semi-colons in the piece of 
national copy that comes in for the 
Saturday Evening Post and for the na- 
tional series in the newspapers. 

There stand some of the obstacles 
that I see standing in the way of the 
great power, the great influence that 
advertising can have and that advertis- 
ing must exert. 


Somewhere in Hamlet, Polonius says, 
“What is it that we are considering 
after all?’ The answer is Words, 
words, words.” WORDS with a writer- 
salesman are the tools of his trade, yet 
it is a rare thing, almost as rare as 
radium and a great deal more precious, 
to find the advertising man who never 
has lost the fresh, ardent, student days 
of study, who is constantly reading the 
best literature that he can find, who is 
steeping himself with the lore of the 
masters, who holds Diderot as his model 
of trenchant, convincing, logical state- 
ment, who knows his Flaukert for his 
vivid imagery and precision of rhythmic 
phrasing and his Shakespeare for his 
virility and strength and imagination; 
who is always walking with the masters 
so that he can make himself full and 
rich and complete for this job that he 
has before him. 


Words are all that he has to use, but 
words have personality. Words have 
actual flesh and blood. Haven’t you 
heard the rustle of words, the singing 
of words, the brittle crackling of words? 
Have you heard the thunder of words? 
Have you seen the steady procession of 
syllables; caught the musie of words, 
the persuasion of words? Do you use 
syllables in your copy that like the 
words of Keats sparkle and gleam like 
jewels in the moonlight? 


These are the only kind of words that 
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reach people’s imagination. All of us 
write copy that sells things. The dif- 
ference between one fellow who writes 
copy that sells things and the other 
fellow who writes copy that sells things 
is in the measure of the imagination. 
We must give free wings to imagination 
in copy, just so long as these wings 
carry us with full, sound sales-force 
to the object that we are after. 


Words? You ean’t exhaust them. 
Three hundred and sixty-five thousand 
or four hundred thousand, what differ- 
ence does it make, packed up in one 
little copy of the dictionary—dead, dull, 
inanimate things there, waiting only the 
touch of a master to come along and 
make the syllables march out in their 
full flesh and blood so that they stir 
and move people as they never have 
been moved before, quicken our imagi- 
nation to light up and make glow all 
of the copy that we write; imagina- 
tion that has been born of a heart warm, 
instinct with sympathy for humanity, 
full of understanding for human needs, 
to whom the book of Nature is a well- 
thumbed book, gone over sentence by 
sentence, page by page, and day by day 
and added to from an inexhaustible 
store. 

That is the magie of the work, that 
is the challenge to the writer-salesman 
of today and the writer-salesman of 
tomorrow. We need now only those kinds 
of men who always advance any craft, 
the Lincoln-hearted men who dare to 
crush out the bad in order that the good 
may the quicker survive and may the 
stronger flourish. 


Walter E. Taylor, retiring sheriff of 
Pulaski County, Little Rock, Arkansas, 
has been elected active vice president 
of the Central Bank of Little Rock. 

Mr. Taylor has been an inactive vice- 
president of the bank’ for two years. He 
will specialize in assisting patrons of 
the bank in the paying of their various 
taxes. 


At the annual meeting of the stock- 
holders of the Seammon State Bank, 
Seammon, Kansas, the following officers 
and directors were elected for the en- 
suing year: George K. Mackie, presi- 
dent; Hugh Reid, vice president; J. M. 
MeDonald, cashier; Dio D. Daily, assist- 
ant cashier and the above mentioned, 
together with J. W. Mackie and Dr. R. 
M. Markham, directors. 


Prof. D. C. Luening was re-elected 
president of the Milwaukee Savings 
Bank, Milwaukee, Wisconsin. Other 
officers are: Herman Wesle and David 
Mueller, vice presidents; Emil Leni- 
theek, secretary; F. C. Kriz, treasurer 
and cashier, and A. W. Buechner, R. S. 
Fisher, H. J. Papke, E. Winkleman, 
Simon Nolte, E. G. Luenning and 
Joseph L. Mutzbauer, directors. 













The CONTINENTAL and 
COMMERCIAL 
* BANKS 
Statements of Condition December 29, 1922 


CONTINENTALand COMMERCIAL 
NATIONAL BANK °f CHICAGO 





; Resources 


Time Loans _........ : é $141,526,367.07 

Demand Loans ....... ee 

Acceptances 111,638.49 

Bonds, Securities, Etc. 20,421,583.72 -$265,565,600.76 
U. S. Bonds and Certificates of Indebtedness 36,546,384.81 
Stock of Federal Reserve Bank Beh 1,200,000.00 
Bank Premises (Equity) Scere as 7,250,000.00 
Customers’ Liability on Letters of Condit bead, 4,531,752.05 
Customers’ Liability on Sra ny (as per Contra) 4,860,488.29 
oe ah ee 18,065.07 


117,238,905.44 
$437,211,196.42 












RR sear hin ont Sa $ 25,000,000.00 
Surplus 15,000,000.00 
Undivided Peele: | 5,440,933.45 
Reserved for Taxes 2,115,475.19 
NaS de ot 50,000.00 
Liability on Letters of Credit. Fag eee eee weena tes E 4,966,241.60 
Liability on Acceptances... ._...... ee ace 5,094,314.70 

Deposits | Individual... ceeesse eeeeee $230,811,864.49 
Benke............ 148,732,366.99 379,544,231.48 
$437,211,196.42 


CONTINENTAL znd COMMERCIAL 
TRUST and SAVINGS BANK 


Resources 














MI ho cep arnt SY eee ee ee $ 19,613,711.72 
Demand Deans................................. $24,825,967.64 
*Bonds and Securities .. 35,934,407.74 


Cash and Due from Banks 





84,532,538.20 
$104,146,249.92 


..... 23,772,162.82 





* Adjusted to cost or market price, whichever is lower. 


Liabilities 













Ar cs ee oi ae _...$ 5,000,000.00 
0 SS a ee ee ee 5,000,000.00 
Undivided ary 3,427,490.34 
Uimeacmeet Iutetest ........0......-c.......-..... 95,637.15 
Reserved for Taxes, Interest and Dividends 2,263,490.49 $ 15,786,617.98 
Demand Deposits... ' e 22,091,312.08 
Time Deposits ” 50,742,841.07 
Special Deposits... _ 15,525,478.79  88,359,631.94 


$104,146,249.92 





Total Deposits . . . 
Total Resources . . ... . 
Invested Capital, over . 


e e ° 


$467,903,863 
541,357,446 
. 55,000,000 
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Salesmanship for Bankers 





SALES force under my 

direction, using my 
new copy-righted TOLL- 
TAKER SYSTEM, of tak- 
ing the ONE out of Money, 
will actually bring you the 
right kind of new Savings 
depositors, 


The most efficient and 
economical plan yet devis- 
ed. 


Your inquiry will of 
course be without obliga- 
tion. 





HENRY A. JEFFCOTT 
220 South 49th Street 
PHILADELPHIA 


—for Soft, Uniform Illumination 


View of Type S-10615 with 
cross-rippled polished 
sheetaluminumrefiectors. 
Sections 18-inch or short 

er, $9.00—brass orbronze, 
$12.00. Sections over 18- 
inch, steel, per foot, $6.00 
—brass or bronze, $8.00. 


Wherever freedom from the glare of highly calen- 
dered paper and polished desk tops is essential, and 
close and continued application necessary, Con- 
cealite is the ideal light. From a source which is 
either concealed or outside the vision of one work- 
ing at desks, tables or change plates, it provides a flood of 
soft, uniform, perfectly diffused illumination at all points of 
the working surface. Actual observation has shown that 
Concealite prevents all glare and eye-strain and thereby im- 
proves the efficiency of bank clerks from 15% to 25%. The 
Concealite Cztalog—sent free on request—tells the full story 
of Concealite. Write for a copy—today. 


THE BRASCOLITE Co., ST. LOUIS, U.S.A. 


Division of St. Louis Brass Mfg. Co. 
BRANCH OFFICES (Sales and Service) 


Atlanta Boston 
Minneapolis 


Chicago 
New Orleans 


Cincinnati Detroit 


Los Angeles 
New York Omaha 


Philadelphia 


BRASCOLITE 


PATENTED AND TRADE MARK RECISTEWE 


The Vailsburgh Trust Company of 
Newark, New Jersey, which received its 
charter a short time ago has purchased 
a building on which extensive altera- 
tions will be made for the company’s 
headquarters. 


A new Joint Stock Land Bank is 
being contemplated in Cape Girardeau, 
Missouri. 


Thomas Hunt, of the law firm of 
Gaston, Snow, Saltonstall & Hunt has 
been elected a director of the National 
Shawmut Bank of Boston, Mass. 


Edward A. Davis, an assistant cashier 
of the bank, was elected a vice president 
and George E. Pierce, of the credit 
department, was elected an assistant 
cashier. 


BILLION AND A HALF In. 
CREASE IN SAVINGS 
DEPOSITS 


(Continued from page 38) 
1921 figures in a few states as men. 
tioned above, is as follows: 


SAVINGS ACCOUNTS, JUNE 30, 1922 


Mutual savings banks (complete) ... - 9,493,781 
Trust companies (15 states) ....... 3,894,279 
Other. “‘state” banks (17 states) .. 6.599604 
Private banks (4 states) 92,535 
National banks (complete) .........8,873,397 


ne 


Total Reported +++ «28,953,526 

This total does not inelude reports 
from a majority of the states on the 
number of savings accounts in state 
banks and trust companies. It includes 
neither the number of holders of time 
certificates of deposit nor the number 
of postal savings depositors. 

These are facts which are so far 
beyond the ordinary estimate in cireula- 
tion that we have not deemed it neces- 
sary to make the estimates for non-re. 
porting states, for which there are fair 
basis. 

School savings systems reported de- 
posits of $5,500,000 during the last school 
year. This was an increase of 40 per 
cent over the preceding year and of 
100 per cent over the second previous 
year. The number of pupils reported 
as participating was 1,271,000, an in- 
crease of 50 per cent over the previous 
year and 100 per cent over the second 
previous year. Sixty-seven cities ob- 
tained American Bankers Association 
“Honor Roll” position by reason of 7 
per cent or more participation by the 
enrollment in operating schools. It 
appears that the present school year will 
indicate a remarkable increase over the 
last year. 

Statistics on savings from non-bank- 
ing institutions are of equal interest. 

Life insurance (other than that in 
beneficial societies or in the government 
bureau) now carried on American lives 
amounts to more than $50,000,000,000. 
Premiums on new business during the 
year ending November 1, 1922 amounted 
to $225,980,000 and, the total premiums 
including payments on _ annuities 
amounted to $1,537,280,000. The amount 
of new life insurance purchased during 
the year was $9,300,000,000 an increase 
of $600,000,000 or 7 per cent over 1921. 
These life insurance companies invested 
$350,000,000 in real estate mortgage 
loans during the year, that amount 
being more than one-half of their cur- 
rent investment funds. 

Building and loan associations report 
an increase of 17 per cent in members 
and of 15 per cent in resources, during 
the year. The total membership at time 
of annual report in July was 5,809,000 
and the resources $2,890,764,000. 

Postal savings have decreased steadily 
during 1921, the balance of deposits on 
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November 30 being estimated by the 
Post Office Department at $133,000,000. 

Government securities have been of 
qnusual interest to savers during the 
past year and at this writing the re- 
demption of $625,000,000 of war sav- 
ings certificates is in progress. In 
October, new treasury bonds of 1947- 
1952 at 41% per cent were allotted in 
amounts of not over $10,000 to the ex- 
tent of $327,559,600 on cash subserip- 
tions. 

Treasury savings certificates during 
the ten months ending with October 
were sold to the extent of $118,973,296. 
This compares with total-sales in 1921 
amounting to $23,000,000 and in 1920 
to $44,000,000. 

Savings in the United States during 
the year 1922 appear from available 
data to show the increase that might 
reasonably be expected to result from 
the nearby economic background of un- 
certainty and incapacity which result 
from credit deflation, price readjust- 
ment and political consideration both 
domestic and foreign. 

More potential savers have learned 
the lesson, fear impelling to thrift and 
saving where intelligence has failed. 

A new factor that contributes to the 
national increase is found in the larger 
educational work by savings banks and 
investment institutions, and also in the 
growth of facilities for handling savings 
deposits. The banks have tended to use 
more salesmanship in their advertise- 
ments for savings. New savings banks 
have been established, including new 
mutual banks in the states of New York 
and Washington and a savings bank 
with a national charter in Missouri. 
The number of general banks without 
savings departments has materially 
decreased. Branch banks always give 
special attention to savings deposits and 
their number has been increased by both 
state and national banks. Finally, 
school savings banking systems are 
being established in all parts of the 
country and industrial savings deposit 
systems are becoming more general. 

The year 1923 will afford an unprec- 
edented opportunity for spreading the 
gospel of thrifty living. The ordinary 
play of the laws of economies has placed 
the public in a receptive mood for the 
message of the savings banker. The 
common sense of the average American 
is slowly but surely asserting itself— 
notwithstanding a contrary inference 
which some would draw from the last 
election. 7 


Plans are being drawn for the erec- 
tion of a $100,000 bank building for 
the First National Bank of Middletown, 
New York. 


Robert H. Morse has been appointed 
4 director of the Standard Trust and 
Savings Bank of Chicago. 


A Century of Service 


This bank offers to its patrons the service of 
an institution with a history reaching back 


more than a century. 


Our banking, foreign, credit, securities and 
trust departments offer a complete financial 
service to meet the varied needs of our 


clients. 


Detailed information of the service: 


rendered by any of our special departments 
will be gladly supplied upon request. 


Established 1810 


THE MECHANICS & METALS 
NATIONAL BANK 


of the City of New York 


Capital, Surplus and Profits $27,000,000 


At the annual meeting of stockholders 
of the Dallas Trust and Savings Bank, 
Dallas, Texas, the board of directors was 
re-elected, and in turn re-elected the 
officers of the bank, Edward Gray, presi- 
dent, Sidney A. Temple, vice president, 
Ernest R. Tennant, vice president, and 
H. B. Jones, J. O. Humphries, O. A. 
Mangrum and Joseph H. Burt, assistant 
cashiers. 


A new organization known as the 
Glendora Foothill Finance Corporation, 
Glendora, California, has been organized 
with a capitalization of $300,000. Plans 
are being prepared for the erection of 
a new home of the Glendora Bank. The 
new building will provide space for 
offices, several stores and a theatre. 


Lima, Ohio, Bank Elections 

Henry Diesel, Sr., has been re-elected 
president of the American Bank and 
Trust Company of Lima, Ohio, and Ira 
Wagner will again head the Dime Sav- 
ings Bank. The Dime Bank stockholders 
voted to increase capital stock from 
$50,000 to $100,000. Resources of the 
American Bank and Trust Company 
have been increased to $500,000. 


Frank Bailey, for 28 years vice presi- 
dent of the Title Guaranty and Trust 
Company, Brooklyn, New York, has been 
elected president of the company, 
Clinton D. Burdick, J. Wray Cleveland, 
and Frederick P. Condit were elected 
vice presidents at the annual directors 
meeting. 
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Announcing— 


A Startling New Standard 


of Safe Deposit 


Quadruple 

Protection 
with 

One Locking 

Operation 


1. A fixed barrier; stops 
lock-punching and door- 
sledging. 


Fourteentumbler, 
double cylinder, non- 
bickable Lock, in bronze 
case, with corrugated 
liberty silver renter's key. 
(Requiring guard key) 


Top Lock and 


. Bottom Lock, Prevent 
Prying. 


Safety 


Side Loch 
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INVINCIBLE /°"%Zock/)oor 





“Operates Like A Vault Door” 


Here, perhaps, is the most remarkable announcement ever made in the safe deposit 


box industry. 


ith one simple turn of the key four massive locks instantly 


function. Sledging—Lock-punching—-Sawing—Prying—S TOPPED by the several 
patented locking devices that are combined in the Four Super Locks operating as 


one unit. 


This revolutionary development puts INVINCIBLE Safe Deposit Box 


construction vears ahead of anything else you can possibly buy. 


INVINCIBLE Gives You— 


Rigid Sectional Construction; Any style finish; Flush front that permits easy cleaning; Choice of 


number plates or stamped 


numbers; Spot welding at every juncture; Hardened hinge rods that 


cannot be sawed; Flanged non-rusting doors that offer no jimmy purchase and cannot mar adjoining 


Add Sections 
As Required 


Uniform sections, all stan- 
dard sixes of box. Special 
sections built, where required, 
to fill every inch of vault space 





Hardy Hutchinson has resigned his 
position at the Waxahachie National 
Bank of Waxahachie, Texas, and has 
entered the employ of the Southwest 
National Bank of Dallas. 


The following officers of the Bank of 
Palmyra, Palmyra, Missouri, have been 
elected for the ensuing year: W. F. 
Howell, president: §S. D. White, vice 
president; Howard J. Smith, cashier, 
and H. J. Baker, assistant cashier. 


W. H. Arney of Marshalltown, Iowa, 
has been elected president of the Albion 
Savings Bank. D. §S. Collins is vice 
president and Robert W. Stevens cash- 
ier. 


oor; Error-proof locking systems; Eternal impregnable service. 


INVINCIBLE Prices compare with any. Write us now for 
full descriptive infcrmation. 


Invincible Metal Furniture Co. 
836-26th Street 


Manitowoc, Wisconsin 





L. W. Ferguson has been elected 
president of the North Shore Trust and 
Savings Bank of Chicago; J. L. An- 
derson, vice president and Ernest C. 
Dose, cashier. Anderson and Dose 
were also elected to the board of di- 
rectors. 


Ernest Clark has been elected man- 
ager of the bond department of the 
Lake-State Bank of Chicago. 


The Garfield National Bank of New 
York announces that Benjamin S. Dowd 
has become affiliated with its bond de- 
partment, taking effect January Ist. 
He served as a captain during the recent 


war. 
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HOW A GIRL CASHIER 
WEATHERED COUNTRY 
BANK CRISIS 


(Continued from page 28) 

late into the night. Sometimes he 
father becomes uneasy when he thinks 
of his daughter down there alone in the 
bank, long hours after most of the 
countryside has gone to bed, but Sue 
Bell has no fear of bank robbers. (er. 
tain precautions against a surprise 
attack have been taken and she rests 
serene in the knowledge that were the 
alarm to sound to the homes of the 
farmers nearby, an army of determined 
men would be on hand instantly to 
defend her and the bank. 

For Sue Bell there was but the country 
school and a period at the normal school. 
There was no finishing course at a 
college. There were no piano lessons 
nor drill at social graces in a seminary, 
And there was plenty of hard work all 
the time. But she has the speech of 
culture and the words of attainment at 
her command as she answers adequately 
the questions of all the customers of the 
bank who go to her for guidance. 

As one listens to what others say of 
her the conviction is born that because 
Sue Bell is of unswerving integrity along 
with outstanding abilities, men of 
affairs have simply refused to take no, 
and have placed her in one position of 
responsibility and trust after another. 
Too, one gathers the impression that 
fake oil stocks and mining schemes find 
seant welcome in that rich community, 
for it seems to be the practice there, 
when the smooth tongues begin their 
siren songs, for the would-be-investor 
to first inquire, “What does Sue Bell 
think of this?” 

And since Sue Bell can’t be bought, 
the salesman finds it necessary to prove 
his proposition to her. If he can do 
that, well and good; Sue Bell will 
throw no bricks—but neither will she 
sponsor the scheme. 

These are but some of the reasons 
why there are more people in surrount- 
ing counties who know the name of the 
managing officer of the little bank a 
Holland, an obscure village twelve miles 
off the railroad, than know the name of 
the president of the biggest bank of 
that vicinity. “The Holland bank! 
Sure! That’s Sue Bell’s bank. Every- 
body knows Sue Bell—and she’s all 
right, too!” 

A reputation worth striving for, isn’t 
it? 


John W. Barwell, president of the 
Waukegan National Bank of Waukegan, 
Tllinois has resigned and is succeeded by 
H. C. Burnett, formerly vice president. 
Fred W. Buck, a director, was elected 
vice president and Willard Wiard was 
re-elected cashier. 
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HEADQUARTERS OF A.B.A. 
TO BE CHANGED 


THe American Bankers Association 

will remove its headquarters to the 
eighteenth floor of the new Bowery Sav- 
ings Bank building, 110 East 42nd 


= el : : HE Magnolia Building, in the heart of Dallas, Texa 
treet, New York, on May 1. In view : ’ Ss, 
. the pending propesie tn seen -designed by Alfred C. Bossom, Architect, towers 
f the association’s offices from New above everything commercial in that city. The illustra- 
York to Washington, D. C., which is tion shows the upper stories, Note the Adolphus Hotel 
gton, D. C., ‘ 

















































i iteniion ws & dell am on the left, the tallest hotel structure in all Texas. 


mittee of twenty-five, a flexible contract The lower floors of the Magnolia Building are equip- 
has been arranged providing for a ten ped for a bank’s use. 

year lease subject to cancellation by the 
association at the expiration of the first 
year in the event removal to Washing- 
ton should be determined upon by that 
time. 

Action in making a new lease at this 
time was rendered necessary by the fact 
that the lease on the present head- 
quarters in the Hanover Bank build- 
ing, 5 Nassau Street, expires May 1. 
It was, therefore, not possible to hold 
the matter open for final decision in 
regard to the Washington removal 
plan, nor was sufficient space available 
at the present address for the expanded 
needs of the association. 

The new space, which occupies the 
entire top floor of the Bowery Savings 
Bank building, is particularly advan- 
tageous for the purpose of the associa- 
tion. The present quarters havé 
seriously cramped needed expansion of 
facilities for the working headquarters 
staff, but under the new arrangements F ae ¥ : i 
ample room, with light and air from Bers ane | i Hin. 
all sides, will be afforded and make pos- ig — ee EES EE sf i i } 
sible a more efficient handling of the ' Wii 
rapidly growing activities of the organ- anspor i | Wy 
ization concentrated at the national head Be 47 a 8 is pl 
office. Provision for additional space 
if needed later, should it be decided to 
remain in New York, is also covered in 
the arrangements. 


ay 


This location is also particularly suit- 
able for the central office of a national 
organization such as the American 
Bankers Association, being as it is at 
the focus of transportation and hotel 
facilities in New York City. It is 
almost opposite the Grand Central ter- , 
minal and is surrounded by great hotels : Si 
such as the Commodore, where the re- THE MAGNOLIA BUILDING, DALLAS, TEXAS 
cent annual convention of the associa- 
tion was held, the Biltmore, the Bel- We invite correspondence and shall be glad to 
mont and others, while the Pennsyl- have our skilled architects and engineers con- 
vania terminal and other leading hotels sult with you without obligation on your part, 
are within convenient distance. New 
York’s subway system also has its main 


focus at this point. ALFRED ‘i. BOSSOM 


The new headquarters, furthermore, . . . 
Re i ae tees ae tee aa Bank Architect and Equipment Engineer 


up-town banking district that has been 680 Fifth Avenue NEW YORK 
ereated in this section during the last 
few years through the location of many 

here and the establishment of 
branches by several of the large down- 
town institutions. 
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ONFIDENCE in prosperity has 

obscured a menace that may destroy 
it, it was declared by J. H. Puelicher, 
president of The American Bankers As- 
sociation, in an address before the Bank- 
ers Clubs of Kansas City, Missouri, and 
Kansas City, Kansas, and local chapters 
of the American Institute of Banking. 
He referred to the agitation for un- 
sound money that, he said, has not sub- 
sided with the event of better times but 
was growing to threatening proportions 
in many sections. 

“While we ean say without hesitancy 
that the business and financial systems 
of the nation are in as sound a eondi- 
tion as at any time in our history, the 
attitude of large groups of people in 
some parts of the country toward un- 
sound money agitation cannot be 
ignored,” said Mr. Puelicher. “Over- 
confidence in prosperity that obscures 
this menace may result in the destrue- 
tion of the prosperity that undoubtedly 
lies ahead if we maintain our financial 
balanee. 

“In the middle western states, the 
growth in unsound money doctrines, 
and unwarranted attacks on the Fed- 
eral Reserve System which is the bul- 
wark of our financial stability, are 
eause for serious consideration and 
action. 

“The-staunchest business system imag- 
inable can be undermined by unsound 
money and unsound banking theories. 
If they gain a foothold among the 
people, under the guise of measures of 
social justice, no business system is 
safe. 

“We have seen the harm this can do 


President Puelicher of the Amer- 
ican Bankers Association sounds 
warning against wild propaganda 





in this country in previous periods of 
agitation. We see the harm it is doing 
today in other nations. The greatest 
social justice that can be established 
is through the maintenance of sound 
business. 

“Business is really sound in the long 
run, only when it serves the best in- 
terests of all the people. Selfish in- 
terests, at times, have succeeded in gain- 
ing temporary advantages at the ex- 
pense of others. But the intelligence of 
demoeraey and the working of natural 
economie forees sooner or later restore 
more equitable conditions. 

“The workings of these principles 
could only be thwarted, and inequal- 
ities in social opportunity under our 
business system could be created by un- 
sound money conditions and unscientifie 
banking methods that would result from 
the application of radical doctrines to 
them. 

“In view of these facts and of condi- 
tions existing today, The American 
Bankers Association places particular 
importance on its publie education activ- 
ities aiming to extend the prevalence 
of understanding in regard to funda- 
mental business and banking principles 
among all the people. 

“Tt is not enough that bankers under- 
stand banking. It is not enough that 


business men understand business. They 
must understand each other’s work. 
Above all, the general public must 


understand the basie principles of bus- 
iness and banking if these activities are 
to be protected to go on doing the 
publie’s work and serving its best in- 
terests.” 









(GREGERSON BROTHERS 


CERTIFIED PUBLIC ACCOUNTANTS 
INCOME TAX CONSULTANTS 


We specialize on Income Tax work for Banks and Trust Companies 


OMAHA NATIONAL BANK BLDG., OMAHA, NEBRASKA 
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PROSPERITY MENACED BY UNSOUND 
MONEY MOVEMENTS 





Mr. Puelicher also announced that 
a leading item in the activities of The 
American Bankers Association during 
1923 will be an aggressive drive to 
bring about better “economic acquaint- 
anceship” between bankers and farmers, 

“T would like to put every farmer in 
a bank for a while and every banker 
on a farm for a while,’ Mr. Puelicher 
said. “The farmer and banker have 
never known enough about the ins and 
outs of each other’s job. It is going 
to be a main task of The American 
Bankers Association during the year 
to bridge this gap. 

“The Association is whole-heartedly 
in favor of sound measures, now being 
developed at Washington, for adequate 
eredit facilities, on a national seale, 
for the farmer in keeping with the 
turnover and other conditions peculiar 
to his business. The Association is also 
heartily in accord and will lend its 
support to measures for the more 
orderly marketing of farmer products. 

“But more than that the Association 
is going to study first-hand, through 
qualified men, the problems and needs 
of the farmer and bring them home to 
the bankers of. the country. It is also 
going to give the farmer, -throngh its 
Committee on Public Edueation and 
other activities, a greater opportunity 
than ever before to understand the fun- 
damentals of good banking policy.” 

Mr. Puelicher announced the adop- 
tion by the Agricultural Commission 
of the American Bankers Association 
of a concrete plan for greatly expand- 
ing its activities in promoting the 
mutual interests of farming and bank- 
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THE KEYSTONE OF 
~GOOD BUSINESS 


r DUSTRIAL and mrenenile activity reaches its fullest 


development only as the credit structure is able to 
support it. 


Sound credits are based on a definite knowledge of the facts 
concerning the commercial borrower's business and these facts are 


obtainable only through a periodical and complete audit of the 
borrower’s records. 


When the banker knows exactly the borrower’s affairs as 
revealed in the certified balance sheet, he is better able to advise 


the borrower in a financial way, and at the same time safeguard 
his loans. 


A CONSTRUCTIVE AID 
TO EVERY BORROWER 


Big and little bankers find the com- question deserves the serious con- 
plete certified audit a dependable sideration of every banker, particularly 
means of enlightening the borrowers at this time when the real facts con- 
and at the same time safeguarding the cerning business are so essential to 
bankers against loss. How many of prosperity. 
your borrowers would derive benefit 
from a disinterested and reliable exam- Our wide experience in all lines of 
ination of their records and how would -business enable us to offer the business 
your judgment be strengthened as a man many helpful suggestions on how 
result in dealing with them? This to strengthen his administrative forces. 


WOLFE AND CoMPANY 


Accountants 


(FORMERLY BAKER, VAWTER & WOLF) 


NEW YORK PHILADELPHIA INDIANAPOLIS MILWAUKEE CHICAGO 
KANSAS CITY DES MOINES OKLAHOMA CITY MUSKOGEE 
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In Cost Accounting 


Simplicity is Just Knowing 
How to Avoid the Complex 


One of the surest indications of Progress in 
modern business methods is the Simplifica- 
tion of Cost Accounting. 


Red tape has been eliminated. Simple 
Straight Line Methods have taken the place 
of old laborious routine, with the result that 


greater efficiency is attained with far less 
effort. 


Bookkeepers and Cost Accountants have 
long wasted valuable time in making general 
ledger entries to expense accounts and clos- 
ing out such accounts each month to obtain 
the operating statement. Today the proper 
application of the Cost Working Sheet elim- 
inates all the unnecessary accounts and 
records. 


While no one system can possibly apply to 
all needs, all Progressive Systems are based 
on the fundamental principles of Simplicity, 
Straight Line Methods, and just knowing 
how to avoid the complex. 


ERNST & ERNST 


AUDITS — SYSTEMS 
TAX SERVICE 


NEW YORK CHICAGO CLEVELAND INDIANAPOLIS NEW ORLEANS 


PHILADELPHIA MINNEAPOLIS BUFFALO TOLEDO DALLAS 


BOSTON ST. PAUL PITTSBURGH ATLANTA FORT WORTH 
PROVIDENCE sT. Louis DETROIT RICHMOND HOUSTON 


WASHINGTON KANSAS CITY CINCINNATI BALTIMORE DENVER 




















HUGH N. SMITH 


Certified Public Accountant (Iil.) 
Bank Income Tax Specialist 














Complete Bank Income Tax Service, including the preparation 
of returns, reviews, claims, defense of additional assessments, 
Department correspondence and verifying Department Audits. 





910 Harris Trust Building - - ~ - - CHICAGO 
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ing. He said that Professor D. H. Otis, 
assistant dean of the College of Agri. 
culture at Madison, Wis., has accepted 
appointment as director of the Agri. 
cultural Commission, of which Burton 
M. Smith, president of the Bank of 
North Lake, Wis., is chairman. Profs. 
sor Otis, who is a graduate of the 
Kansas State Agricultural College, and 
has served as agricultural director of 
the Wisconsin Bankers Association, 
will confer with bankers and farmers 
throughout the country with a view of 
promoting better farm finance and 
developing more business. He will also 
form contacts with other organizations 
and activities for promoting the welfare 
of American Agriculture. 

The work of the agricultural di. 
rector, Mr. Puelicher said, will be no 
desk job, but will represent an active, 
practical effort to serve the nation’s 
farming and banking welfare. There 
has also been appointed an outstanding 
group of agricultural experts to serve 
as an Advisory Council to the Agri- 
cultural Commission. They are Pres- 
ident Wm. M. Jardine of the Kansas 
State Agricultural College at Manhat- 
tan, Kans.; Dean Wm. R. Dodson of 
the College of Agriculture, Louisiena 
State University at Baton Rouge, La.; 
and Dean Harry L. Russell of the 
College of Agriculture, University of 
Wisconsin, at Madison, Wis. 


Banks Open Branches 

There are ten fewer individual banks 
in Minneapolis than at the beginning 
of 1922, but the year was marked by 
the policy of two banks in establishing 
outside offices and conducting business 
in addition to that at their main bank- 
ing houses. 

Three new banks were organized and 
opened during the year, and the appli- 
eation for a charter of another was 
approved. 

The banks which established outside 
offices during the year were the North- 
western National and the First Na 
tional. In each case this was accom- 
plished by the absorption of other na 
tional or state banks, their liquidation 
and conversion of their banking rooms 
into the outside offices of the downtown 
institution. The policy was inaugurated 
by the Northwestern National when it 
purchased the Lincoln National Bank 
and South Side State Bank and con- 
verted them into the Lincoln and South 
Side offices. Subsequently the North 
American State, the North East State 
and the Minneapolis National were put- 
chased. 








The Farmers Bank of Neva, Wiscon- 
sin, has voted to increase its capital 
from $10,000 to $25,000. The officers 
of the bank are : J. F. Schultz, pres 
ident; Fred Schwartz, vice president 
and W. J. Mattek, cashier. 













IMPROVING GOVERNMENT 
AS BUSINESS AID 


(Continued from page 34) 


































improvements that had to be abandoned 
later, or were entirely changed. The 
entire burden of that enormous expend- 
iture was borne by the banks and bus- 
jness of the community through in- 
creased taxes and subsequently by wage 
earners in the increased cost of housing, 
food, and clothes. 


With their understanding of the far- 
reaching effects growing out of the lack 
of planning, it is not to be wondered 
at that the bankers in large commun- 
ities are ardent advocates of the city 
plan. City planning is no longer a fad 
or the production of pretty parks and 
picture communities, it embraces all 
the concerns of human welfare. It has 
for its object the city of health, of 
convenience, of beauty, and of progress. 



























One of the most practical develop- 
ments of the city plan movement is the 
campaign for the zoning of our large 
industrial cities. New York and a 
number of other cities throughout the 
country have already adopted zoning 
plans. There can be no doubt as to the 
wisdom of such a move. Great eco- 
nomie losses have resulted in the hap- 
hazard location of stores and factories. 
Bankers know now from experience 
that land values increased by congestion 
of population are, in the end, unstable 
in character and utterly unprofitable. 
The district so treated grows from bad 
to worse. Values shrink and finally 
collapse. 


Restriction of certain areas must tend 
to stabilize land values and prevent 
mwarranted fluctuation. That resident 
districts should remain free from objec- 
tionable business or factories, is but 
sound common sense. The _ banker 
appreciates this factor of stability more, 
perhaps, than does anyone else, because 
of his frequent contact with falling 
values in the management of this or 
that trust or business which the bank 
may serve. It is because of that newer 
appreciation of his relation to the com- 
munity that we find the modern banker 
studying the trend of community de- 
velopment and devoting his energy to 
its proper direction. 













The day of guessing in business has 
passed and it is because of unpleasant 
memories associated with the guessing 
habit of years ago, that the modern 
banker is interested in industrial surveys, 
such as are being made by the govern- 
ment and by many of the cities. These 
surveys are of interest to the banker 

use they enable him to learn the 
tal conditions concerning this or that 
industry which his bank may be assist- 
ing. He knows, also, where support is 
needed and where it may be safely 






| le 





> as 
@ 





bt ol 
‘ 
















BANKERS MONTHLY for FEBRUARY, 1923 


| “CHEMICALNATIONALBANK: 4 












Loans and Discounts 


Banking House 





tances 



































CONDENSED STATEMENT 
At the close of business, December 29, 1922 
ASSETS 


U. S. Bonds and Certificates M oot ss 
Other Bonds and Investments 


Customer’s Liability Account of ‘Accep- 


Cash, due from Banks and U.S.Treasurer. 34,954,994.21 
ERTGCTORE CUURIEEN so os oboe cacee gees vce os 438,794.30 
LIABILITIES a 

Capital Stock ............. $4,500,000.00 
MINE asc says nian Scleraco- 13, 500,000.00 
Undivided Profits......... 2,744,487.97 
Reserved; Taxes, etc...... 683 358.25 

~ $21,427,846.22 

Unestned Interest... 65.6 c. cecsee 465,957.84 

Circulation..... Eerie, ree * 360,816.50 

Acceptances and Travelers’ Checks...... 7,165,959. 76 

Other Liabilities . 3,554, 296.00 

Deposits, viz.:— 

Individuals.......... $93,796,501.08 
Banks............... J, Qe geeene 
United States........ 2,617.250.00 

127,880, 058.26 

$160,854, 934.58 


Seeking New Business on Our Record 


THE 


CGHEMIGCAL 


NATIONAL 


BANK 


OF NEW YORK. 


Founded 1824 
BROADWAY AND CHAMBERS, FACING CITY HALL 


.. $ 88,987,819.55 
21,187,355.38 
7,152,815.11 
1,500, 000.00 


6,633, 156.03 





withdrawn. It is in this new interest, 
promoting industrial development and 
civic improvement and in city planning, 
that the up-to-date banker is finding 
most interesting work. He _ knows 
better, perhaps, than.anyone else, that 
the soundly organized community is 
immune to epidemic or financial panics. 
He is beginning to understand that his 
activity and enterprise manifested in 
community affairs must react upon him 
and benefit him. 

Because of their position, the “banks 
are among the first to reap the benefit 
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of improvement in community life. 
There is little question in view of the 
present tendency that a few years hence 
we will see bankers, business men, and 
wage-earners organized in one body for 
the definite purpose of building up and 
generally improving every department 
of the civie life of their community. 


The Peachtree office of the Atlanta 
National Bank of Atlania, Georgia, is 
now. opened and is being conducted by 
George R. Donovan, manager and 
James F. Alexander, assistant manager. 
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CHICAGO 


VER since The Merchants Loan and Trust Com- 
pany Bank of Chicago was founded, more than 
sixty years ago, the big end of its business has 


been commercial banking. 


Today this Bank is recognized as one of the leading 
trust companies of the United States in volume of com- 
mercial business and holdings of bank deposits. 


BOARD OF DIRECTORS 


CLARENCE A. BURLEY 


Attorney and Capitalist 
ROBERT W. CAMPBELL 


Knapp & Campbell 

MARSHALL FIELD 
Marshall Field, Glore, Ward & Co. 
ERNEST A. HAMILL hairman 
Corn Exchange National Bank 
HALE HOLDEN President 
Chicago, Burlington & Quincy R. R. Co. 
MARVIN HUGHITT Chairman 
Chicago and Northwestern Railway Co. 
EDMUND D. HULBERT President 
The Merchants Loan & Trust Co. 
Illinois Trust & Savings Bank 
Corn Exchange National Bank 
CHAUNCEY KEEP Trustee 
Marshall Field Estate 


CYRUS H. McCORMICK Chairman 
International Harvester Co. 

JOHN J. MITCHELL Chairman 
The Merchants Loan & Trust Co. 

Illinois Trust & Savings Bank 

JOHN S. RUNNELLS Chairman 


Pullman Co. 
EDWARD L. RYERSON 


Chairman 
Joseph T. Ryerson & Son 
JOHN G. SHEDD 
ORSON SMITH 


Chairman 

Advisory Committee 

JAMES P. SOPER 
Soper Lumber Co. 


President 


Marshall Field & Co. 

Chairman 

ALBERT A. SPRAGUE hairman 
Sprague, Warner & Co. 


WE INVITE INQUIRIES IN REGARD TO ANY 
FEATURE OF OUR SERVICE 


JOHN J. MITCHELL, Chairman of Board 
EDMUND D. HULBERT - - - President 
FRANK G. NELSON” - Vice-President 
JOHN E. BLUNT, JR. - Vice-President 
C. E. ESTES - - - - Vice-President 
F. W. THOMPSON - - Vice-President 
H. G. P. DEANS - - - Vice-President 
JOHN J. GEDDES - - Cashier 


F. E. LOOMIS - - - 
A. F. PITHER - - - 
W. A. HUTCHISON - Assistant Cashier 
LEON L. LOEHR  Sec’y and Trust Officer 
A. LEONARD JOHNSON - Assistant Sec’y 
G. F. HARDIE Manager Bond Department 
C. C. ADAMS __- - Asst. Mer. Bond Dept 
H. J. SAMPSON - Asst. Mar. Foreign Dept 


Assistant Cashier 
Assistant Cashier 


Capital and Surplus Fifteen Million Dollars 





J. Wachenheimer, formerly vice-pres- 
ident of the Commercial National Bank 
of Peoria, Ill., the largest bank in 
Tllinois outside of Chicago, was today 
elected president of that institution to 
succeed John Finley, late president, who 
recently died. William Hazzard, for- 
merly cashier, was elected vice pres- 
ident. 

J. D. Lowsley, vice president of the 
First National Bank of Santa Barbara, 
California, has completed his twenty- 
fifth year of banking. With the excep- 
tion of four years with the First Federal 
Trust Company of San Francisco, Mr. 
Lowsley has spent his entire banking 
career with the First National. 


Henry L. Arnold, secretary of the 
Ottawa Banking and Trust Company, 
Ottawa, Illinois, was elected president 
to succeed Judge H. W. Johnson, who 
has resigned. Mr. Johnson, however, 
has accepted the post of chairman of 
the board of directors. He is one of 
the organizers of the Ottawa Banking 
and Trust Company, having served 
as president of the institution since 
the year 1903, when the bank was 
founded. 

Mr. Arnold has been affiliated with 
the bank for the past twelve years. W. 
E. Prichard of South Ottawa was re- 
elected vice-president of the institution 
and George O. Grover re-elected cash- 
ier. 


MAKING FRONT PAGE 
WITH THRIFT NEWS 


(Continued from page 25) 


Capital Times readers by the free distriby. 
tion of $1,000.00 through Times Thrift 
Certificates to be honored at The Firs 
National Bank-Central Wisconsin Trust 
Company up to April 1, 1922, 
‘*Through the co-operation of The Cap. 
ital Times and The First National Bank. 
Central Wisconsin Trust Company in pro- 
moting wise spending and thrift in the 
community, the first dollar going into each 
news savings account opened by our readers 
under this arrangement is to be free, 


“*To get your share of the $1,000.09 
being distributed free to Times readers, i 
is only necessary to clip the accompanying 
Capital Times Thrift Certificate which js 
good for $1, take it to The First National 
Bank-Central Wisconsin Trust Company 
with an initial deposit of at least $2 anj 
your new savings account will be credited 
with $3 on your new savings pass book, 
* * * In addition, if you desire, you can 
secure the use of a miniature First-Cen- 
tral Building savings bank while you 
account is at this bank which is co-oper. 
ting with The Capital Times in this thrift 
offer. 

‘The only qualifications to the offer 
are that the savings account be a new sar- 
ings account at The First National Bank. 
Central Wisconsin Trust Company, that 
at least $2 of the deposit be left for at 
least one year, that a second deposit be 
made within 6 months after the accout 
is opened as evidence of good faith ani 
that only one account be opened by a 
individual. 

‘*The latter qualification, however, does 
not mean that more than one account can- 
not be opened by a family. Under this 
offer, it is possible to open a new savings 
account for father, mother, and one eat 
for all the children. 


‘<With tomorrow the first day of Madi: 
son’s spring opening, it is expected that 
scores of Times readers will take advant 
age of this unusual offer and start savings 
accounts to save for clothes and _ other 
spring necessities. For under this offer, 
the new savings account can be used as 4 
place to save for an education, or 3% 
security against future uncertainties. On 
every deposit made, of course, The First 
National Bank-Central Wisconsin Trust 
Company agrees to pay the regular rate 
of interest on savings accounts, compoundel 
semi-annually. 


‘¢‘This is the first time in the history 
of Madison journalism that a local pub 
lication has participated in such a get 
erous distribution of cash among Its 
readers for the promotion of wise buying 
and thrift. 


‘‘Madison merchants welcome the fat 
that every Times reader has the oppor 
tunity of opening a savings account 10 
save the money made by purchasing wisely 
from Madison merchants. Every Time 
reader who cannot buy just what he 
she desires will welcome the opportunity 
of this free offering which will enable 
them to have a savings account at a strong 
local bank where they can save regularly 
for their heart’s desire and be assured of 
personal interest and help from their ba 
in so doing. 

‘‘The accompanying Capital Time 
Thrift Certificate is worth money. If yo 
haven’t a savings account at The Firt 
National Bank-Central Wisconsin Trot 
Company, we suggest you open an account 
and with the opening of spring, resolve to 
deposit in it regularly. 

‘<Tf you have a savings account, i 
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the dollar certificate for another member 
of your family or give it to a friend. It’s 
worth money. Do not destroy it.’’ 


During the week stories and cuts 
were also run about our women’s de- 
partment, about the spacious lobby and 
various other departments of the institu- 
tion. The bank furnished the paper 
with all the editorial material used in 
connection with the campaign. Of 
course, the paper’s point of view was 
taken in all the articles for we were 
anxious that the paper should be satis- 
fed that it was profiting from the 
wholehearted manner in which it gen- 
erously co-operated with us. The fol- 
lowing article which appeared early in 
the campaign stressed the newspaper’s 
part in the thrift week: 


‘‘This is The Capital Times Thrift Week 
in Madison. 

‘<The co-operation between The Capital 
Times and The First National Bank- Cen- 
tral Wisconsin Trust Company which 
makes possible the free distribution of 
$1,000 among Times readers before April 
1 gives us the right to call it Times Thrift 
Week in Madison. 

‘‘And the fact that business appears to 
be taking hold again makes the time appro- 
priate for the promotion of wise buying 
and thrift. 

‘‘The starting point of any thrift move- 
ment on the part of an individual is a 
savings account where regular savings can 
be kept together and made to earn interest. 
The Capital Times offer makes the start- 
ing possible by making a special induce- 
ment for every reader to start a savings 
account with a strong bank and getting a 
savings bank to take home. 

‘« «The little savings bank in the home,’ ”’ 
said William McKinley, ‘means more for 
the future of the children of a family, 
almost, than all of the advice in the world. 
It gives them the right start.’ 

‘*That thrift is the basis of much of an 
individual’s progress is shown by _ the 
testimonials of prominent men of all ages. 

‘‘That savings has much to do with the 
making of a moral as well as a business 
or professional success is shown by this 
well known saying of Gladstone: 

**¢A boy who is taught to save his 
money,’ said he, ‘will rarely be a bad man 
or a failure; the man who saves will rise 
in his trade or profession steadily; it is 
inevitable. ’ 

‘‘And Victor Hugo, ‘Above all, teach 
the children to save—economy is the sure 
foundation for all virtues.’ 

“In another space you will find The 
Capital Times Thrift Certificate which is 
good for $1 on a new savings account of 
$2 or more at The First National Bank- 
Central Wisconsin Trust Company. Clip 
it and use it this week. If you cannot use 


it, give it to a friend for it’s worth 
money.’? 


This particular campaign had a 
special good will value to us because of 
the fact that this paper circulated largely 
among the laboring class of people from 
whom our institution was not getting 
the larger share of its business. So 
while the circulation of this paper was 
not as large as that of the other Madi- 
son daily, we decided that the publicity 
benefit accruing from such a campaign 
would be greater if it were handled 
through the laborers’ own publication. 
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Equitable Service for banks 
2. Transfer of funds 


“On MY RETURN to Boston,” a correspondent writes, 
“my cashier tells me that within fifteen minutes of 
the time he spoke to me about obtaining a call loan 
from The Equitable, which included my calling you 
on the telephone and arranging for the same, funds 


were placed to our credit in our Boston bank. 

“Since this meant the arranging of a transfer of 
funds from New York to Boston and notifying us, 
I think this is a pretty speedy transaction.” 


* * * 


* * * 


Saving of time and interest in the transfer of funds from one 
part of the country to another is a function of Equitable Serv- 
*ice to banks. Write for further particulars. 


THE EQUITABLE 
TRUST COMPANY 


OF NEW YORK 
37 WALL STREET 


CHICAGO OFFICE: National Life Building, 29 South La Salle Street 
DONALD L. De GOLYER, Manager 


FOREIGN OFFICES 


LONDON; 3 King William St., E.C.4 
PARIS: 23 Rue de la Paix 
MEXICO City: 48 Calle de Capuchinas 


The campaign was such that the news- 
paper publicly placed its stamp of 
approval on The First National Bank- 
Central Wisconsin Trust Company. 


Otto Vasak has been elected cashier 
of the American State Bank of Chicago; 
James J. Tomanek, assistant cashier 
and William Slavik, auditor. 

The capital and surplus of the bank 
has been increased from $800,000 to 
$1,000,000. 


At a meeting of the Board of Di- 
rectors of the Live Stock Exchange Na- 
tional Bank, Chicago, J. L. Driscoll, 
formerly assistant to the president, was 
elected a vice president of the bank. 
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Carl W. McKeen, vice president of 
the Western Exchange Bank of Kansas 
City, Missouri, has resigned to become 
vice president of the Bank of Topeka, 
Kansas. 

Mr. McKeen formerly was treasurer 
of the Kansas Bankers’ Association. He 
is vice president of the Merchants Na- 
tional Bank of Lawrence, Kansas; vice 
president of the Kaw Valley State 
Bank, Eudora, Kansas and a director 
of the Farmers’ State Bank of Russell, 
Kansas. 


Frank F. Flower has been elected a 
vice president of the Roosevelt State 
Bank of Chicago and Thomas,E. Breen, 
assistant cashier. 
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XPERT advice on bids and materials is 
always essential in the prudent invest- 
ment of funds on construction enterprise. 


Since 1888 we have assisted many bank- 
ers in determining that the specified qual- 
ity and workmanship are maintained on 


buildings or structure they have helped 
to finance. 


an invaluable service to bankers who wish 
to safeguard their building investment. 


ROBERT W. HUNT & COMPANY 
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Elsworth Harvey, formerly cashier of 
The Marion National Bank, Marion, In- 
diana, was elected vice president and trust 
officer, and J. H. LeFavour, formerly 
assistant cashier, was elected cashier. 

Samuel W. White, vice president of 
the National Bank of the Republic of 
Chicago; Allan Jackson, vice president 
of the Standard Oil Company of In- 
diana and Charles C. West, president 
of the Manitowoe Shipbuilding Cor- 
poration of Manitowoc, Wisconsin, were 
elected directors of the National Bank 
of the Republic of Chicago. 

Wm. C. Freeman, assistant vice pres- 
ident of the bank, becomes vice pres- 
ident; Louis J. Meahl and Chas. §&. 
MacFerran, assistant cashiers, become 
assistant vice presidents. 
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Boll Weevil the Peacemaker 

Except for clerks in the Department 
of Commerce compiling its depredations 
and bulls in the cotton ring it was not 
considered that the boll weevil had any 
friends but it develops otherwise. 

For 30 years litigation has been going 
forward between the farmers and smelt- 
ing companies because of damage to 
crops from arsenic and sulphur in 
smelter fumes. 

Now the farmers of the ‘south are 
imploring the smelters of the United 
States to save the cotton industry by 
producing all the arsenic possible as 
‘dusting the plant with calcium arsenate 
kills Mr. Boll Weevil. 

This year, demand is so great that the 
price of arsenious oxide has doubled 
and instead of penalizing arsenic the 
smelting companies are offering pre- 
miums for arsenic-bearing ores. The 
boll weevil has actually added about 
$20 a ton to the value of Cobalt silver 
ores and concentrates carrying 1,000 
ounces of silver because of their rich- 
ness in arsenic. 


St. Louis Bank Elects Officers 

At the annual meeting of the First 
National Company, the investment divi- 
sion of the First National Bank in St. 
Louis, the following changes in personnel 
were made: Alfred Fairbank was elected 
vice president. Before his present con- 
nection with the First National Company 
in June 1920, Mr. Fairbank was man- 
ager of the southwestern division of the 
Red Cross composed of the states of 
Missouri, Arkansas, Texas, Kansas and 
Oklahoma. Harley A. Watson was 
made bond officer; Frank L. Berryhill, 
assistant bond officer; and Walter 
Schnepel, assistant treasurer. 

The other officers of the company, of 
which F. O. Watts is president and 
Henry T. Ferris, vice president, were 
re-elected. 
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First of Detroit Elects 


The First National Bank in Detroit 
at the meeting of its board of directors 
this week added two officers to the staff, 

Fred Brown, who has been chief na- 
tional bank examiner of the Chicago 
Federal Reserve District for the last 
two years, was made vice president of 
the First National Bank. Mr. Brown 
has been in the examining work for 
twelve years. Prior to his appointment 
as National Bank examiner, Mr. Brown 
was engaged in the banking business 
in the Pacific Northwest and through 
these connections he has acquired an 
unusually wide acquaintance among the 
bankers of the Central West and far 
West. 

Raymond A. Jacobs comes to the 
First National Bank as assistant vice 
president. For the last five years, Mr. 
Jacobs has been with the Third Na- 
tional Bank of Springfield, Mass., first 
in the capacity of assistant cashier and 
since 1920 as assistant vice president. 
From 1913 to 1918, Mr. Jacobs was 
treasurer and manager of the Morris 
Plan Bank of Springfield. Prior to 
that time he was with Havden, Stone 
& Co., bankers, in Boston. 


Telling Louisville’s History 


The founding of The Fidelity and 
Columbia Trust Company of Louisville 
as the result of the consolidation of the 
Citizens Union National Bank, The 
Fidelity and Columbia Trust Company 
and the Louisville Joint Stock Land 
Bank, was commemorated by _ the 
publishing of a series of newspaper 
advertisements giving Louisville’s history. 

The story of LaSalle’s trip down the 
Ohio river as the first white man to 
penetrate the region, the story of the 
first fur trading post, the first court- 
house and the first railroad, are some 
of the tales relied upon to appeal to the 
Louisville citizen. Cyclones and earth- 
quakes and Louisville’s military history 
are told to stir the memories of old- 
timers and to appeal to the city’s 
younger generation. After the appear- 
ance of the final advertisement, the 
series were bound together in an attrac- 
tive book to be presented to citizens 
who wished to keep intact these adver- 
tisements dealing with the growth of 
their city. 


The Citizens National Bank began 
business in 1920, with a capital of $100, 
000 and on the first day took in more 
than $200,000 in deposits. The bank 
grew so rapidly that it was necessary 
to build larger quarters. The bank now 
has a capital and surplus of $150,000 
and total resources of more than $1, 
000,000, and has more than 3,900 depos- 
itors. 
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The German Mark—Going, Going,— 


The people of Germany have lost 
faith in their own currency as a result 
of the flight of the mark according to 
the January Financial Review of Cull 
& Company, London bankers. 

“Tt is hardly to be wondered at,” the 
bankers state in a discussion of the 
reform of depreciated currencies,” that 
in the last year the tendency of the 
German trader and retailer to refuse 
to trade in terms of their own money 
has been growing to an extent which 
suggests that at no far distant date 
business transactions in Germany itself, 
as well as the import trade, will be 
conducted in the currencies of those 


countries which are approximately 
stabilized in the neighborhood of 
par. 


“Tf this procedure of the flight from 
the mark by German interests be fol- 
lowed to its apparent logical conclu- 
sion, it presupposes a condition in 
which the market ceases to function as a 
trading medium for the interchange of 
commodities, all business on account of 
German imports and exports and on ac- 
count of international transactions 
being conducted in foreign moneys.” 

Diseussing devaluation of the German 
mark the review states that under condi- 
tions which would permit of German 
industry and finance becoming recon- 
structed by virtue of relative values 
being reckoned in stable currencies, the 
eventual funding of the national debt 
on a similar basis would be possible— 
a step which would be essential if Ger- 
many were again to enter the financial 
comity of nations. To pay off the issues 
of paper money, on the other hand, 
at their nominal value on _ the 


pre-war basis, would appear impos- 
sible. 


The Union and New Hayen Trust 
Company of Boston, Massachusetts, has 
set aside $15,000 of the profits of the 
past year to be divided upon a profit- 
sharing basis between officials and em- 
ployes of the firm. Instead of it being 
paid out in cash, the money will be 
kept in the business as a part of its 
Working capital, to share in the future 
earnings. ° 


Guaranty Trust Statement 


The condensed statement of condition 
of the Guaranty Trust Company of 
New York, as of December 30, shows 
deposits of $491,868,772.96, as com- 
pared with $466,217,734.39 at the time 
of the last published statement, issued 
November 15. Surplus and undivided 
Profits are $17,920,065.89, as compared 
with $17,654,620.14 on November 15, 
and total resources are $605,630,637.30, 
an increase of more than * $30,000,000 
over November 15. 
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MAKING B/L BUSINESS MORE PROFITABLE 
FOR CORRESPONDENT BANKS & SHIPPERS—No.3. 
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Reducing the Time 


between Farm and Market 
Through Chicago, the freight center of America, B/L items 


valued at hundreds of millions of dollars pass each year. To assure 
prompt delivery and collection for these agricultural and manufacturing 
products is an enormously important service to the farmer, the manu- 
facturer, the middleman and the consumer. 


By years of specialized effort this Bank has developed an organi- 
zation capable of carrying this responsibility as the B/L Bank of Chicago. 


While the produce is being loaded into the cars, the shipper 
takes the papers to his local bank, which forwards them to us by first 
mail. Through our B/L organization, our telegraph connections and our 
thousands of correspondent banks, we follow the transaction to assure: 


1—Prompt delivery of shipment on arrival 

2—Immediate presentation of drafts 

3—Prompt credit of funds to correspondent’s or shipper’s account 

4—Quick report if draft or shipment is refused, or other delay 
encountered. 


Our B/Is facilities are always at the service of our 
correspondent banks and their commercial customers. 
Specific information about this service on request. 
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PATENTS 


Business from non-resident attorneys 
and banks especially solicited. Highest 
references ; t services. Attorneys and 
bankers having clients who wish to patent 
inventions are invited to write for full 
particulars and terms. 

WATSON E. COLEMAN, Patent Lawyer 

624 F Street, N. W., WASHINGTON, D. C. 
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Louisville Bank Elects 

Joseph H. Waterfill has been elected 
vice president of the Citizens Union Na- 
tional Bank, Louisville, Kentucky. He 
will continue to serve as the active head 
of the Fourth Street Bank, which 
became a branch office of the larger 
bank recently. Mr. Waterfill came to 
Louisville in 1906 from the Lawrence- 
burg National Bank to take a position 
as clerk at the Union National Bank, 
then located at,Sixth and Main Streets. 
He filled the position of teller, book- 
keeper, assistant cashier and vice pres- 
ident successively. Upon the merger of 
the Citizens’ and Union Banks in 1918 
he became vice president of the Citi- 
zens’ Union National Bank. In August, 
1919, he was transferred to the Fourth 
Street Bank as vice president and 
eashier. 


The American National Bank of Santa 
Ana, California, elected E. H. Riehards, 
E. S. Cloyes, Fleetwood Boll, Charles 
L. Cotant and Sterling Price on the 
board of directors. 





Howard N. Fuller, former city comp- 
troller of Albany, New York, has been 
elected president of the Home Savings 
Bank, Albany. 
elected. 


Other officers were re- 
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Wool Market Has Bright Future 

An unusually stronge tone pervade 
the wool market as the New Year com. 
mences. While the trade has awaited 
with curiosity the announcement of 
heavy weight goods prices, the control. 
ling factor appears to be the short 
supply of raw material rather than 
demand for goods. Large manufae. 
turers, persumably well covered for eur. 
rent contracts, have been buying con. 
siderable quantities in eastern markets, 
demonstrating the inherent strength of 
the market. Although all descriptions 
of wool have been in demand, fine wools 
and staple lots have been the feature, 
Certain manufacturers have taken all 
these wools available at the highest 
prices since 1920, staple Montana and 
Oregon wools having sold at about $1.45, 
clean basis. 

Conditions at the mills are satis. 
factory, in the matter of orders. Con- 


. sumption, exclusive of certain manv- 


facturers, rose in November to 55,000, 
000 pounds, from October totals of 51, 


000,000. December doubtless main- 
tained the November pace. Up to No- 


vember 30th, consumption in the United 
States for 1922 aggregated about 509, 
000,000 pounds, against 409,000,000 in 
the like period for 1921. Of this, 169, 
000,000 was fine and half-blood, 223, 
000,000 medium and low grade, and 
116,000,000 carpet wools. From the 
previous like period, the use of fine 
wools decreased 3,000,000 pounds, 
medium and low increased 48,000,000, 
and carpet wools 65,000,000.—First No- 
tional Bank of Boston. 


John G. Lonsdale, president of the 
National Bank of Commerce in St 
Louis, was one of the prominent speak- 
ers at the annual meeting of the Tennes- 
see Society held in St. Louis. In an 
address devoted to Tennesseans and 
how they make good in every state they 
adopt, he coneuded, “Visions and dreams 
come out of Tennessee, but St. Louis is 
the place where dreams come true.” 


A. W. Calloway, president, Davis 
Coal and Coke Co., and M. C. Kennedy, 
vice president, Pennsylvania Railroad 
Company, have been elected directors 
of the First National Bank of Philadel- 
phia. 





Sterling B. Cramer, deputy governor 
of the Federal Reserve Bank of Chicago 
was appointed a vice president of the 
Illinois Trust and Savings Bank. 

Mr. Cramer has been with the Fed- 
eral Reserve Bank of Chicago since its 
organization in 1914, starting as 4 
clerk in the federal reserve agent’s de 
partment. During the war he was if 
charge of the bank’s bond department, 
holding the title of assistant cashier. 
Two years ago he was appointed cashier: 
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Rapid Growth of Chicago Bank 

From a little private banking estab- 
lishment of less than a half dozen em- 
ployes back in 1862, to an institution 
with over $48,000,000 in deposits is the 
record of the Foreman Bros. Banking 
Company of Chicago. 

Most of the bank’s progress has been 
made since 1897 when the private in- 
stitution was incorporated into Foreman 
Bros. Banking Company, and Edwin 
G. Foreman became first president. 
He held this office until his death in 
1915 when Oscar G. Foreman succeeded 
him. In 1921 the latter became chair- 
man of the board of directors ‘and 
Harold E. Foreman, the present head 
of the institution, took office. 

A new branch of service has been 
opened recently by the institution in the 
creation of the Foreman Trust & Sav- 
ings Bank. The commercial service will 
continue, and that department of the 
bank’s activities will be a separate in- 
stitution, to be known as the Foreman 
National Bank. The present board of 
directors will do service for both banks. 


The Bank of Italy, San Francisco, 
California, has been authorized by the 
state banking commission to open a 
branch bank at the corner of Fillmore 
and Post Streets. An application has 

made by the French American 
to open a branch bank at 1000 
Grant Avenue. 


BANKERS MONTHLY for FEBRUARY, 1923 


Because A*B-A Cheques help travelers in so 
many different ways and because in every part 
of the civilized world people accept A'B-A 
Cheques like money of the land— 





American 
A:B-A 288, Cheques 
make friends for institutions selling these 


They are the only travel cheques accepted by the 
U. S. Government in payment of customs duties. 


Sold in compact wallets in denominations 
of $10, $20, $50 and $100 by more than 
and trust companies in the 


For literature and information write to 


BANKERS TRUST COMPANY 
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James E. Brock Dead 
James FE. Brock, secretary of the 
Mississippi Valley Trust Company, St. 
Louis, since 1902, died suddenly of 
heart disease during a conference in 
the Directors’ Room of the Company, 
Jan. 13, 1923. Up until the moment of 





JAMES E. BROCK 


his collapse he had appeared in the best 
of health. Born in Richmond, Ky., in 
1862, Mr. Brock was educated at the 
Transylvania University, Lexington, 
Ky., and became successively an ac- 
countant, instructor in the Commercial 
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bank’s safety —and 
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Founded 1871 
61 Broadway. New York 





College of the University of Kentucky, 
and cashier of the Southwestern office 
of the New Home Sewing Machine 
Company. In May, 1891, he became 
associated with the Mississippi Valley 
Trust Company. 

Mr. Brock was a past vice president 
for -Missouri of the Trust Company 
section, American Bankers Association, 
and at the time of his death was consul 
for the Republic of Paraguay in 8&t. 
Louis. He was a member of numerous 
organizations, including the American 
Institute of Banking, American Academy 
of Political Science, and the St. Louis 
Chamber of Commerce. 


Morris Plan Insurance 

The Morris Plan Insurance Society 
has completed its fifth ‘year, having 
issued 34,200 policies in the year 1922 
for an aggregate amount of $8,223,600. 
Since November, 1917, it has issued 139,- 
000 policies for $27,853,600. The 
society’s capital is $100,000, and on De- 
cember 31 its surplus, undivided profits 
and reserves amounted to $279,000, of 
which 69,000 had been accumulated in 
1922. The society was organized pri- 
marily for the purpose of insuring bor- 
rowers from the one hundred Morris 
Plan banks and companies in the United 
States for the amount of their loans so 
long as they are outstanding—usually 
fifty weeks. 
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UNIFORM LEGISLATION 
IS A.B.A. GOAL 


A COMPREHENSIVE plan to pro- 

mote the development of co-ordina- 
tion and uniformity among the laws of 
the various States bearing on banking, 
so as to simplify banking practice in the 
nation as a whole, is embodied in the 
program of state legislation for 1923 
recommended by the American Bankers 
Association announced recently. This 
program has been worked out under the 
auspices of the committee on state legis- 
lation of the association by its general 
counsel, Thomas B. Paton. 


The particular subjects of legislation 
recommended for enactment by state 
legislatures during 1923, where the rec- 
ommended bills or satisfactory legisla- 
tion on such subjects have not already 
been passed, include uniform acts on 
negotiable instruments, bills of lading, 
warehouse receipts, stock transfer, and 
fiduciaries. 


Under the head of laws for better 
protection of banks in particular trans- 
actions, are proposed measures dealing 
with limiting liability on certified check; 
instruments based on gambling or 
usurious consideration; time limit on 
stop payment; payment of stale check; 
adverse claim to bank deposit; pay- 
ment of forged or raised check; de- 
posits-in two names; deposits in trust; 
competency of bank and corporation 
notaries; non-payment of check through 
error; Saturday afternoon bank trans- 
actions, and forwarding check direct 
to payer. 


Under the Federal Reserve and for- 
eign banking are recommended laws on 
membership of state institutions in Fed- 
eral Reserve System, and foreign bank- 
ing. Penal laws proposed deal with 
false statements for credit; slander and 
libel of bank; cheeks or drafts without 
funds, and burglary with explosives. 


Drafts of proposed laws on these 
subjects have been prepared and will be 
supplied state banking associations in 
states where existing laws, or a lack of 
statutes covering the subject involved, 
render action advisable. 


The by-laws of the American Bankers 
Association provide for a committee on 
state legislation and a state legislation 
council. The duties of the committee on 
state legislation include urging the en- 
actment of approved drafts of statutes 
throngh state organizations. 


The state 
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SAFEGUARDING YOUR VAULTS 


legislative council is an auxiliary of the 
committee on state legislation and its 
function is to assist the committee on 
state legislation in the promotion of 
approved legislation through state or- 
ganizations. 


The committee on state legislation 
consists of twelve members of the execu- 
tive council of the association. The 
state legislative council consists of the 
members of the committee on state legis- 
lation, one member of the executive 
council from each state other than those 
represented on the Committee on State 
Legislation, the presidents and first vice 
presidents of the divisions and sections, 
and the vice presidents of the associa- 
tion and of the trust company, savings 
bank, national bank, and state bank 
divisions in each state. 


The initial step in the promotion of 
recommended legislation is the consid- 
eration and decision by the proper com- 
mittees of state bankers associations as 
to the desirability of urging the pro- 
posed drafts in states where adequate 
legislation on the recommended subjects 
has not already been passed. When an 
affirmative decision is reached, the pro- 
cedure is co-operation of the state sub- 
committee of the state legislative coun- 
cil of the American Bankers Associa- 
tion with the proper legislative com- 
mittee of the state bankers association 
in each state and especially with the 
secretarv of the state bankers associa- 
tion. 


The Committee on State Legislation 
for the year 1922-23 is; Craig B. Hazle- 
wood, vice president Union Trust Co., 
Chicago, Ill, chairman; Vernon T. 
Barker, president Home Savings Bank, 
Kalamazoo, Mich.; Robert B. Clark, 
president The Bank of Tupelo, Tupelo, 
Miss.; M. R. Denver, president Clinton 
County National Bank, Wilmington, 0.; 
Walter P. Gardner, vice president New 
Jersey Title Guarantee & Trust Co., 
Jersey City, N. J.; Chas. S. Hichborn, 
president First National Granite Bank, 
Augusta, Me.; D. B. Johnson, vice 
president Sioux Falls Savings Bank, 
Sioux Falls, So. Dak.; H. C. Lucas, 
president Yakima Trust Co., Yakima, 
Wash.; Ray Nyemaster, vice president 
American Commercial & Savings Bank, 
Davenport, Ia.; J. A. Ormond, cashier 
Citizens State Bank, Marianna, Fila.; 
Chas. L. Schenck, vice president The 
Peoples Trust Co., Brooklyn, N. Y., and 
F. J. Wikoff, president Tradesmens 
National Bank, Oklahoma City, Okla. 
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ASK LAW AGAINST 
“GUN TOTERS” 


T a recent meeting of the West Town 

Bankers Club, an organization com. 
posed of forty banks on the West Side 
of Chicago, the following resolution 
was passed: 

“RESOLVED: That in view of the 
many erimes committed in Illinois in 
which revolvers were used, we demand 
that the State of Illinois pass a law pro- 
viding for severe penalties for the carry- 
ing of concealed weapons, and a law 
prohibiting the importation and sale of 
revolvers and ammunition therefor.” 

Frank A. Alden is president of the 
club, and Carl L. Jernberg is secretary. 


Responsibility of Directors 

The Illinois Bankers Association cau- 
tions bank directors to remember both 
their responsibility and liability to their 
hanks, in an article appearing recently 
in the association bulletin: 

“Tt has been said that bank directors 
are often blamed—perhaps rightly—for 
laxity in administration, and the trouble 
lies in their lack of knowledge of the 
duties and liabilities they assume in 
accepting office. 

“In a recent case, where a bank was 
closed, it was learned that a large 
amount of bad investments were made 
by the cashier. No doubt, if the di- 
rectors had been conversant with the 
affairs of the bank they would not have 
allowed it to become involved. A 100 
per cent assessment has been called 
upon the stockholders, and as we under- 
stand the directors’ own half of the 
shares, the burden will fall quite heavily 
upon them—all because of the laxity in 
administration. 

“In the interest of the good name of 
banking in the state, we think this is 4 
subject of sufficient importance to merit 
the attention of every banker and 
director, and is worthy of discussion at 
federation meetings to which all directors 
of the banks in the county should be 
invited. 

“We believe every officer is interested 
in seeing that the directors of his bank 
are fully informed as to their respon- 
sibility and liability.” 


The Mt. Kisco National Bank, Mt. 
Kiseo, New York, recently moved into 
its new banking home. The new build- 
ing is said to be one of the most com- 
plete country bank buildings in the 
state. 
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CLOSING THE CHECK 
SUPPLY TO CROOKS 
AND FORGERS 


(Continued from page 17) 

with its members, to see that they have 
the proper kind of insurance, that their 
policy is in standard form, and that 
coverage is based on acthal equipment 
and not on faulty descriptions of equip- 
ment. It is the finding of the associa- 
tion that the average bank does not 
carry adequate insurance. 


In a recent case in Illinois where the 
safe door was blown open by nitro- 
glycerin, the bank lost $23,000. The 
total insurance carried by the bank was 
$7,000! How would that look on the 
bank’s advertisements coupled with the 
word “Safety?” There are many small 
banks that could be completely wiped 
out by such a loss, despite the business 
ability and honesty of its directors. 


In connection with burglaries and in- 
surance, there is one service to which 
all members of the association are 
entitled. Naturally, the employes of 
the association have a greater knowledge 
of insurance than most small banks. 
By allowing the association office to 
handle’ their claims they get more effi- 
cient and expeditious service than they 
would otherwise get. For instance, in 
a recent burglary case in Vermilion 
county, Mr. Schlener received a tele- 
gram at 9:15. He left Chicago on the 
ten o’clock train, arrived at the bank 
about 1:30 and had all the papers ready 
in shape for adjustment at 5:30. All 
the claim blanks went through the as- 
sociation office. Here it may be said, 
that while the” association naturally 
tries to see that the bank receives the 
fullest possible protection, they know 
that the insurance company it not trying 
to get out of paying just claims. Often, 
it may happen that a proper record 
of all assets, such as securities held for 
safe-keeping, i is not made. In that case, 
there is no coverage, and the associa- 
tion tells the bank so. From this official 


FOR YOUR BANK 
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A Diebold Filing Safe 
may be just the thing 
I? will furnish a convenient and safe place for the filing of cancelled 


checks, customers’ statements or other records that must be kept 
near at hand-for constant reference. 


It combines the protection of a regular Diebold Fireproof Safe 
with the convenience of a modern Filing Cabinet. 


Write for complete information 


DIEBOLD SAFE & LOCK COMPANY 


CANTON, OHIO 
NEW YORK MINNEAPOLIS 
CHICAGO ST. PAUL BOSTON 
DETROIT PROVIDENCE BALTIMORE 
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source they accept this information 
gracefully whereas they might not take 
it in the same spirit from an insurance 
company. 

Whenever a robbery or burglary oc- 
curs, members are entitled to the serv- 
ices of a representative of the protective 
department of the Illinois Bankers As- 
sociation in the adjustment of the loss. 
and also in attempting to trace the 
crooks. The association uses the serv- | 
ices of a detective agency and its oper- 
atives have been successful in co-operat- 
ing with sheriffs and local police to the 
detriment of many criminals. But the 
officers are continually urging members 
to caution in the matter of strangers, 
checks, vault protection and adequate 
insurance. In this work, as in many 
other fields, prevention is worth more 
than cure. 


A Neighbor 
Worth Knowing 


A country which, 
with less than 
9,000,000 popula- 
tion, has an annu- ~ 
al trade with the 
United States of 
over $800,000,000, 
is a neighbor 
worth knowing. 














































Advertising Safe Deposit Boxes 

Attention has been called to the fact 
that various manufacturers of bank 
supply novelties are selling memoran- 
dum books to banks for distribution to 
their customers containing an advertise- 
ment substantially as follows: “Deposit 
your valuable papers and_ liberty 
bonds in our burglar and fire proof safe 
deposit boxes.” 

The question of a bank’s liability and 
responsibility for valuables stolen from 
deposit boxes through a burglary of its 
vault is becoming very serious through- 
out the country. Suits have been com- 
menced against banks ‘whose deposit 
boxes were burglarized while contained 
in a fire proof vault, and by no means 
burglar proof. 

Undoubtedly the form of advertising 
used by banks will play an important 
part in determining the banks respon- 
sibility. Members are urged to use due 
caution in this respect. 


Canada 


With only one- 
sixth of her arable 
land under cul- 
tivation, is the 
world’s second 
greatest wheat 
producer, and has 
already a greater 
trade with the 
United States 
than any other 
country except 
Great Britain. 
Canada is a neigh- 
bor worth know- 
ing. Inquire from 














































Department of Immigration, 
Room 110, Norlite Bldg. 
OTTAWA GANADA 


Albert Durrett has been elected cash- 
ier of the Clarksville National Bank of |- 
Clarksville, Tennessee, succeeding A. M. 
Durrett. 
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Geo. W. Kelham, Architect 


Vault Walls of Uniform Strength 


HE RIVET-GRIP SYSTEM of bank 
vault reinforcing was used in construct- 
ing the vaults in the above bank. 

THE RIVET-GRIP SYSTEM was chosen 
by the owners after witnessing comprehensive 
tests on all types of vault reinforcing. Their 
judgment was based on actual performance 
and facts. In building your new vaults can 
you afford to do less? 

THE RIVET-GRIP SYSTEM of bank 
vault reinforcing offers the maximum protec- 
tion at minimum cost. 


You will find many points of interest in 
our new vault catalogue. We will be pleased 
to send you a copy on request. 


THE CONCRETE REINFORCING 


AND ENGINEERING COMPANY 
CLEVELAND, OHIO 


Fill Your Safe Deposit Boxes 


Plans used by small country 
banks to rent their deposit 
boxes are revealed in ‘“‘En- 
couraging Farmers to Rent 
Safety Deposit Boxes’ —an 
article in the November 
1921 issue of THE BANKERS 
MONTHLY. While the sup- 
ply lasts we will send copies 
postpaid for fifty cents. 


How other banks have sim- 
plified their records in the 
safe deposit vault so that 
the bank as well as the 
renter is protected is told 
in the June 1922 issue of 
THE BANKERS MONTHLY. 
Send fifty cents for this is- 
sue and protect your bank 
against unnecessary losses. 


L. J. Kaufman Promoted 

Louis J. Kaufman, assistant treas 
urer, was elected vice president of The 
Guardian Savings and Trust Company 
at the annual meeting of the board of 
directors January 16. For five years 
Mr. Kaufman has been an assistant 
treasurer in the savings department, 


| He joined The Guardian staff 18 years 


ago as a clearance clerk. Later he 
became head of the foreign exchange 
department. In 1911 he was president 
of the Cleveland Chapter of the Amer. 
ican Institute of Banking and was the 
second president of the Guardian Club, 
which is made up of the bank’s em. 
ployes. Other promotions were: As- 
sistant Secretary J. J. Luthi, formerly 
assistant trust officer; G. F. Rueter, 
manager, Rocky River office; W. H. 
Steinkamp, manager, Lakewood office, 
All other officers were re-elected. The 
entire membership of the board of di- 
rectors was re-elected at the annual meet- 
ing of stockholders. Members of the 
auxiliary board were re-appointed and 
three new members added: G. H. 
Bowman, president, Geo. Bowman (Co., 
A. W. Dean, vice president the 
Pittsburgh & Ohio Coal Co., and 
I. C. Bolton, credit manager, Warner 
& Swasey Co. Reports of President 
J. A. House and of Comptroller W. R. 
Green showed marked growth for the 
bank during 1922. Deposits increased 
$23,790,331. Resources grew from $93, 
706,392 to $103,764,701. 


Midland Bank’s Elections 

The Midland Bank of Cleveland, Ohio, 
added the following new directors—all 
Cleveland business men—to its board at 
its annual meeting recently: Amos 
N. Barron, formerly with the National 
Carbon Company; John R. Bentley, 
president of Bentley Bros. Co., paving 
contractors; George H. Miller, secretary- 
treasurer the Musterole Co.; R. B. 
Robinette, secretary-treasurer of the 
Tropical Oil Company; J. F. Reichert, 
president J. M. & L. A. Osborn Co. 

The board then chose the following 
officers, all of whom served during 1922: 
William P. Sharer, president; Carl R. 
Lee and Harold C. Avery, vice pres- 
idents; J. Brenner Root, cashier; 
Emmet W. Sample, assistant cashier; 
Carl S. Sprung, auditor. ; 

President William P. Sharer, in his 
report to the board, announced that 
during the last twelve months The Mid- 
land Bank has increased its resources 
about $7,300,000.00 or 75 per cent, and 
that deposits during this period have 
coubled. 
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INDIANAPOLIS WIRE & IRON WORKS 
Indianapolis, IND. 
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S. J. Wabiszewski has been elected 
president of the Mitchell Street State 
Bank of Milwaukee, Wisconsin. Other 
officers are: T. MacLarren, first vice 
president; A. Kunzelman, second vice 
president and Frank J. Grutza, cashier. 


Two new assistant cashiers were 
elected at the annual meeting of the 
Directors of the National Bank of Com- 
merce in St. Louis, George H. Klein- 
schmidt and Henry Weigle. 

Both men entered the service of the 
bank in minor capacities, Kleinschmidt 
as a stenographer and Weigle as a mes- 
senger boy. 

Kleinschmidt is a native St. Louisan 
and has been with the bank sixteen 
years in the credit department. 

Weigle came to St Louis from New 
Madrid, Mo., and was educated at St. 
louis University. He is in the discount 
department. 


The American Trust Company, Knox- 
ville. Tennessee, was authorized to in- 
rease its capital stock from $100,000 
to $1,000,000. 


James D. Fleckenstein, formerly con- 
nected with the Sioux Falls National 
Bank of Sioux Falls, South Dakota, 
was elected a new member of the board 
of directors for the Wabash National 
Bank of St. Paul, Minnesota. 
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CARY DEPOSIT BOX UNITS 
BANKS MORE PROFITABLE 


Put Your Waste Vault 
Space to Work 


Space that is now going to waste in your vault can be made to pay a 
good yearly income by the installation of Cary Deposit Box Units. 


There is no need to make a large initial expenditure for equipment. 
All you need is one inexpensive Cary Sectional Deposit Box Unit. 
pot = at ieee Place this Unit in your vault and rent the boxes. 


After the boxes are rented you can get another Unit and put it in 
place, exactly the same as you do a section of a sectional bookcase. As 
your deposit box clients’ increase you can add new Cary Units to your 
equipment to take care of the business. 


Let us tell you more of Cary Sectional Units or allow us to work up 
a plan to install this profit-making equipment in your bank. Correspond- 
ence with us involves no obligation whatsoever,—and may prove 








profitable to you. 


Dept. B-14 


CARY SAF ES "The ——_ Suet” 


At the annual meeting of the Central 
Manufacturing District Bank, Chicago, 
Illinois, all the directors and officers of 
the bank were re-elected, and A. T. 
Johnson was appointed auditor. 


James P. Ward, president of Ship- 
man, Ward Mfg. Company was elected 
president and L. 8. Critchell, formerly 
with the Central Trust Company of 
Illinois, was elected vice president of 
the Rogers Park Trust and Savings 
Bank at a recent meeting of the board 
of directors. : 


Howe, Quisenberry & Company of 
Chicago, specialists in insurance com- 
pany stocks, have prepared a booklet 
on this type of security which is avail- 
able to all investors on request without 
obligation. It undertakes to show why 
these securities have gained favor with 
conservative investors who desire the 
dependability of a high grade bond with 
the prospect of a steady increase in 
value. The booklet sets forth the sev- 
eral sources of income for insurance 
companies and shows that the intrinsic 
worth of the stock of properly managed 
insurance companies should constantly 
increase. 


Rogers W. Gould has been appointed 
manager of the bond department of The 
Mechanics and Metals National Bank of 
New York City. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


CARY SAFE COMPANY 


BUFFALO, N. Y. 


“Growing Great Since Seventy Eight’ 


Cable Address “‘Carysafe” 
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J. L. Driscoll Elected 
At their regular annual meeting, di- 


rectors of the Live Stock Exchange Na- 
tional Bank, Chicago, elected J. L. 





J. L. DRISCOLL 


Driscoll a vice president. Before his 
election to this post Mr. Driscoll was 
for several years assistant to the pres- 
ident, S. T. Kiddoo. The other officers 
of the bank were re-elected. 








BANKERS MONTHLY for FEBRUARY, 1923 





HOW LEADING BANKERS 
VIEW 1923 PROSPECTS 





OPTIMISM WARRANTED 
By FREDERICK H. RAWSON 
President, Union Trust Company, Chicago 

HE year 1922 closes with much to be 

thankful for, and _ conservative 
optimism is more warranted today than 
at any time since the armistice. While 
the return to prosperity has not been as 
rapid as hoped for, it must nevertheless 
be a source of great satisfaction to 





FREDERICK H. RAWSON 


everyone when comparing our condition 
with that of other countries. In contrast 
with the situation in Europe, we are 
enjoying relatively great prosperity and 
our outlook is far better than that of 


any other nation. There is nothing 
amiss with our situation that hard work, 
thrift, and sound thinking will not 
correct. 


The outstanding international event 
of the year was the Disarmament Con- 
ference, concluding its work in Wash- 
ington during February. The result of 
this conference seems to have established 
a new era of peace and understanding 
in the Pacific, while the “naval holiday” 
agreed upon in principle, when carried 
into effect by the participating nations, 
will release for productive activity thou- 
sands of men heretofore engaged in 
the construction and the operation of 
naval craft, and the money raised by 
taxation applicable to the maintenance 
of competitive navies can be applied in 
other directions toward the reduction of 
national budgets and the restoration of 
industrial enterprise. 

That great section of our people en- 
gaged in agricultural pursuits have felt 
a decided relief during the year from 
the discouraging conditions incident to 
falling prices and restricted markets. 
The business of the farm, due to better 
prices and lower costs of production, 
seems now headed in the right direction, 
but there is still need for much further 
relative equalization of the prices paid 
for commodities and services, and the 
prices received for the products of the 
soil. As the matter stands today, both 
skilled and common labor receive a share 
of the annual income out of proportion 
to that received by the agricultural 
group. Every effort should be made 
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THE 


J. BAUM SAFE & LOCK CO. 


613 to 625 East Front Street 
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during the coming year to equalize this 
distribution. 


In the field of industrial production 
and distribution, there has been no uni- 
form prosperity. Many concerns and 
even entire industries have practically 
recovered their normal volwme and have 
enjoyed a fair profit, but in other in. 
dustries, even where the volume of sales 
has been quite satisfactory, the margin 
of profit has been much reduced, owing 
to the prevailing method of hand to 
mouth buying, as contrasted with con- 
fident seasonal buying, as is our custom 
in times of stable prices and reasonable 
taxation. 


Generally speaking, the year 1922 has 
not proved a big year from the stand- 
point of profits, but underlying condi- 
tions are promising and point to rela- 
tively satisfactory business during the 
first half of 1923. Beyond that time, 
conservatism? should be used in making 
commitments until further light is avail- 
able upon the adjustment of the foreign 
situation, the tendency of our own Con- 
gress to enact experimental legislation, 
and the early crop prospects. 


It is a fine evidence of the soundness 
of business conditions that we were able 
so speedily to overcome the prostrating 
influence of two long and _ disastrous 
strikes occuring in the very heart of the 
year. The ‘coal strike unfortunately 
terminated in a truce and the test of 
strength between operator and miner 
will probably begin again in the early 
spring. Since the settlement of the 
railroad strike the railroads have been 
making rapid strides in repairing equip- 
ment and functioning to capacity. The 
railroad situation is still a most serious 
problem. The roads are confronted on 
the one hand by the clamor of labor for 
higher wages and on the other hand by 
a large group of shippers demanding 
lower rates. The. Interstate Commerce 
Commission in the exercise of its rate 
regulating function yielded to pressure 
on all sides and as soon as a little cream 
appeared on the railroad pitcher 
skimmed it off by reducing rates before 
the roads were able to secure appreti- 
able reductions in wages and material 
costs, with the result that in no six 
months period since the Esch-Cummins 
Act went into effect have the Class A 
roads earned anywhere near the percent- 
age allowed by law. It is hoped the 
commission will not be further influenced 
by public clamor for lower rates, the 
reduction of which would continue to 
make railroad securities unpopular with 
investors and prevent the roads from 
securing sufficient new money to keep 
the transportation machine up to the 
requirements of the country. Both 
shippers and travelers should realize 
that what they really need is good trans- 
portation at a reasonable rate rather 
than inferior service at a cheaper rate. 
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Our Engineering Department is 
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Industrially Europe has made good 
progress during 1922, but politically 
the situation is still troublesome. Labor 
has been better employed throughout 
western Europe and the rise in Sterling 
Exchange has encouraged the hope that 
a like improvement may be found with 
respect to other countries, but the hope 
will not be realized to any appreciable 
extent so long as the reparations ques- 
tion remains unsettled, national budgets 
are so far out of balance, currency in- 
flation continues, and unrealizable hopes 
are indulged in with respect to the ad- 
justment of the inter-allied debts. 

At home we are confronted with some 
tendencies which only good sense and 
intelligent understanding of economics 
on the part of the public will render 
harmless. We seem also inclined to 
consent to a sort of constitutional 
moratorium, while we experiment with 
all kinds of public control through reg- 
wation and even through operation of 
those fuctions formerly entrusted entirely 
to private enterprise. We find in opera- 
tion certain well organized forces in 
our country that resent the application 
of such control over their own activities 
while insisting that the affairs of others 
shall be thoroughly and well regulated. 
Added to this is the unfortunate disposi- 
tion to create in our House of Congress 
“blocs” committed to introduce and 
pass, if possible, legislation favoring 
their particular constituency in contrast 


Placing a Value On 
Canadian Securities 


During the year 1921 over sev- 
enty-five million dollars worth of 
Canadian bonds were sold in the 
During the year 
1922 the total will equal, if not ex- 
ceed, that of the preceding year. 
It is probable that during the com- 
ing year American bankers will be 
called upon to an increasing extent 
to appraise the value of Canadian 
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bonds of all kinds. 


While Canadian banks do not 
make investment recommendations, 
American bankers and investors 
regarding 
Canadian bonds will always find 
the facilities of our Statistical De- 
partment in New York at their 
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A Canadian Bank for Canadian Business 


Union Bank of Canada 


New York Agency, 49 Wall Street 
Resources Over $152,000,000 





to the fundamental principle of legisla- 
tion in which the welfare of the whole 
country becomes the primary obligation 
of every lawmaker. The adverse effect 
of these experiments will continue until 
the people of this country,come to realize 
that the government cannot correct all 
existing faults and that laws cannot 
be depended upon to rectify the errors 
of extravagance and waste nor to over- 
come the immutable law of supply and 
demand. 

I have an abiding faith, however, that 
although there may be disturbances for 
a time, in the end good judgment will 
prevail and the people will realize that 
we can not as a nation disregard the 
fundamental guaranties of our constitu- 
tion without paying for that folly a 
price entirely out of keeping with any 
temporary advantage that might accrue 
to any single class of our citizens. 


EVENTS SHAPE BUSINESS 
By ALVIN W. KRECH 
President, the Equitable Trust Company, 
New York 

HE whole of Europe is on short 

rations, a good half in contact with 
the wolf of starvation. Despite this fact 
our end-of-the-year record shows our 
economic health unimpaired by unfavor- 
able symptoms. What labor difficulties 
we have experienced do not seem to 
have slowed up business, and the end 
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“| me New York Trust Company 
offers to corporations, firms and 
individuals, a thoroughly modern and 
complete commercial banking service, 
a highly developed credit 
information service which is available 
to customers. 


Special conveniences are offered to those 
engaged in foreign trade. These include 
foreign credit information and current 
data bearing upon foreign markets and 
trade opportunities. 


Long experience, covering the entire 
field of trust service, enables us to offer 
unexcelled facilities for the administra- 
tion of all personal and corporate trusts. 


The New York Trust Company 


Capital, Surplus & Undivided 
Profits - - - 
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of the year shows a continued gain in 
industrial output and a _ remarkable 
appreciation in the total evaluation of 
agricultural products. The volume of 
trade has increased and wages and prices 
advanced. On the other hand, retailers 
seem to be carrying rather small amounts 
of stock on hand; manufacturers are 
less sanguine in their predictions regard- 
ing future consumption—indications 
that we are learning one great lesson, 
namely, that business does not shape 
events, but that events shape business. 


That European affairs must sooner 
or later have a bearing upon our eco- 
nomic situation is a truism that cannot 
be escaped, and I trust that we shall be 
more than interested onlookers in 1923, 
and that our advice and our support 
will strengthen the elements of modera- 
tion and sanity whose efforts make 
themselves daily more felt in Europe. 


Isolation is possible in so far that a 
nation refuses to put its signature upon 
a treaty, but economic isolation, the 
shutting off from the very life of the 
world is unthinkable. The nation has 
given unmistakable signs of an _ ever- 
growing feeling that America cannot 
forever. sit in the distinguished guests’ 
gallery while Europe wastes in debate 
and strife her waning strength. We 
must dare to look the European situa- 
tion squarely in the face. 

(Continued on page 86) 
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How many accounts would you get by running this 
full page ad in your home newspapers at our expense ¢ 
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deposit a penny” 


HO EVER, HEARD of a Bank «Account that would GROW BY 
ITSELF —like magic—starting with NOTHING—requiring you to make 
no deposits—not even a deposit to open your account— 
cA Bank <Account that would build and increase from day~ to day-, from week to week, from month 

to month, until at last you could withdraw a goodly sum of money~ in cash— 
Money that you did not put in—money that did not cost you effort or self-denial or sacrifice or service or inconvenience? 
The mere thought of such a Bank Account is enough to take your breath! You feel that it could not possibly be true 
How absurd—a Bank Account that GROWS BY ITSELF! Yet 


We Offer You An Account Like That 
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HE HILLBERN SYSTEM of Auto- You never deposit a cent— HERE IS NO RED TAPE about 
matic Savings makes this possible. You deny yourself nothing— opening a Hillbern cAccount 
Not only is there no joke nor trick nor You make no sacrifice — All you have to do is to register your signature and address 
a o 7 You incur no obligation of any sort — , : 
“catch” toit, butit is so bewilderingly simple, so sturdily It doesn't matter if you already have a savings account or » 
You perform no work nor service — checking account with this or any other bank — 





sound, so packed with common-sense, that you will 
wonder why the world has had to wait for it so long. 
The Hillbern System is recognized as the most as- Yet Money Accumulates Regularly to it makes no difference if you are rich or poor. young or old 
tounding innovation in banking history —one of the Your Credit, and at the end of one year male or female—if you reside within the boundanes mentioned 
greatest public benefactions of all ages rou can withdraw your balance in cash below you are eligible Sor a Hillbern Account 


No Second Invitation Should Be Necessary Millions of Americans will soon be realizing the benefits of 


this unique money saving idea. The movement is national, and this Bank is one of the first to introduce it 


If you live in this city or within the corporate limits of Adams Township, REGISTER AT THIS BANK 
Open for Hillbern registrations until 8 each evening. 


FIRST TRUST and SAVINGS BANK 


an HILLBERN SYSTEM makes automatic savers out of 


two-thirds or more of : 
: your population. Once 
Hillbern Account is perpetual and iiuue’ = 
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rite, without obligation, for detailed information 


You never stint yourself in your spending— 
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Alfalfa Crop Marketed 

More than half the marketable surplus 
of the 1922 alfalfa crop has already 
been marketed, a survey recently com- 
pleted by the United States Department 
of Agriculture indicate. It is estimated 
that about 65 per cent of this surplus 
was marketed by December 15, com 
pared with 45 per cent of the 1921 crop 
at the corresponding date last year. 

The movement of timothy hay to 
market, however, has not been as heavy 
to date as for the corresponding period 
last year, the survey shows. It is 
estimated that about 36 per cent of the 
marketable surplus had been marketed 
to December 15, compared with 38 per 
cent on December 15, 1921. Fifty per 
cent of the prairie surplus has been 
marketed, according to these estimates, 
compared with 35 per cent for the cor- 
responding period last year. 

Drouth in the southwest is reported 
to have curtailed production of alfalfa 
and also to have created an unusually 
large demand resulting in heavy move- 
ment of alfalfa from the western 
producing territories into the drouth 
area. 

The increased demand for alfalfa has 
been reflected in the price trend. On 
September 15, No. 1 alfalfa was quoted 
at the principal markets af an average 
price of $21.50 per ton. On December 
15, the average price of alfalfa at the 
same markets was $23.75 per ton. 
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The Farmers’ Banking Company and 


the Prairie Depot National Bank of 


Prairie Depot, Ohio re-elected all officers 
and directors at the regular annual 
meeting. 


Plans for the Granite Savings Bank’s 
new building at Gloucester, Massa- 
chusetts have been completed and con- 
struction work will soon be started. 


Directors and officers of the Alexan- 
dria Bank and Trust Company, Alexan- 
dria, Louisiana, were re-elected at the 
annual stockholders meeting. 


A. M. Seerest has been elected presi- 
dent of the Farmers and Merchants 
Bank, Monroe, North Carolina, M. K. 
Lee, the former president, having retired 
to devote his attention to business. 
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NOT TO BLAME FOR 
THE FARMERS’ ILLS 


Federal Reserve system cannot be charged 
with lack of reasonable protection to 
any interest,—commercial or agricultural 


By J. H. TREGOE 


Secy.-Treas. National Association of Credit Men 


RECENTLY returned from a trip 
which took me over a large area 
west of the Mississippi and north of 
the Missouri devoted almost wholly to 
farming and.grazing. A study of agri- 
cultural problems as presented there 
makes it clear to me that to lay upon 
the Federal Reserve System the burden 
of responsibility for the financial difficul- 
ties still being grappled with by farming 
interests goes far wide of the mark and is 
most unjust. It is unfortunate that so 
few farmers have a business training; 
that they do not understand as a general 
rule the relation of capital investment to 
profits from production, nor understand 
the currents of trade and credit which 
enter into the making of prices and 
into the ultimate success of their efforts. 
They fail also to understand why the 
eommercial bank that must meet depos- 
itors’ demands over the counter cannot 
safely loan liberally on farming and 
grazing paper; why its affairs must 
always be liquid; why long-time farm 
or cattle paper is far from liquid as a 
rule. 


They are not clear that there must 
be a medium aside from commercial 
banks. for the purpose of financing the 
farmer and grazer in certain stages of 
production where a longer credit is re- 
quired than the commercial bank can 
safely give. 


The farmer’s problem is of supreme 
importance because it involves the suc- 
cess and prosperity of the Nation. It 
must be treated with prudence and with- 
out prejudice. In the hectic years 
when everything seemed to be going 
well, credit was imprudently granted to 
the farmer and grazer, in the belief 
that high prices would continue for a 
long period. During these years many 
a farmer and grazer was induced to 
borrow beyond his means; and when the 
inevitable turn came there was great 
distress for the farmer and_ the 
banking institutions that were serving 
him. 


The Federal Reserve System cannot 
be fairly charged with the turn in the 
tide. The System furnishes twelve res- 
ervoirs for the commercial banks of 
the Nation which see fit to use them. 
In these reservoirs are stored up great 
financial resources. It would be sheer 
folly for the guardians of these storage 
places not to close the sluices when bus- 
iness is already oversatured. The aban- 
donment of economic sense had brought 
us into a parlous condition. But for 
the Federal Reserve System we should 
have had in 1921 the most serious panic 
in the Nation’s commercial history in 
which the farmer, merchant and mant- 
facturer would have suffered beyond 
imagination. 

I fail to see -how the Federal Reserve 
System can be charged with the lack 
of reasonable protection to any interest, 
commercial or agricultural. Nothing 
could have saved us from the conse- 
quences of our economic foolishness in 
the years following the war. The exist- 
ence of the Federal Reserve System and 
the firm confidence in its stability did 
serve, however, to make possible an 
orderly retreat from a highly untenable 
position. In this retreat the Federal 
Reserve banks did their utmost to 
furnish full protection to the most 
threatened sections of the line—those 
in the agricultural regions. To them 
extra reserves were sent from the 
stronger centers of the Nation. I most 
emphatically challenge, therefore, the 
statement which appears too frequently 
that the economic problems and finan- 
cial difficulties of the farmers and 
grazers can be imputed to the Federal 
Reserve System and its administration. 


The following officers were elected by 
the First National Bank of San Diego, 
California: John D. Spreckels, chair- 
man, board of directors; F. J. Belcher, 
Jr., president; D. F. Garretson, F. M. 
White, William Clayton and H. 
Sullivan. 


et mei Oo M2 CO Ff ae 


S ewes DD «& 









CSE 


oO = Oo | ee -elUmD 


eo > & oF 





BANKERS MONTHLY for FEBRUARY, 1923 


INCREASE PROBABLE IN 
SPRING PIGS 


[HE number of sows bred to farrow 
during the first six months of 1923 
will be 13 per cent more than the number 
of sows which actually farrowed in the 
spring of 1922, provided farmers carry 
out their intentions as indicated in the 
December 1, 1922, pig survey made by 
the United States Deparment of Agri- 
culture. For the 11 corn belt states the 
survey shows an intention to breed 15.6 
per cent more sows than a year ago. 
Most of the southern states show an 
actual decrease in prospect for 1923. 
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Whether or not the expressed inten- 
tions of farmers with regard to the 
number of sows to be bred to farrow 
next spring will be carried out will 
depend largely on the relative prices 
of hogs and corn, the department says. 







Our service is available to banks desiring to 
improve their facilities for financing and clearing 
the operations of their stockmen customers. 


THE LIVE STOCK tino: BANK 


OF CHICAGO 
















The department received for this 
report more than 200,000 replies to 
questionnaires distributed and gathered 
by rural mail carriers in all sections of 
the United States where pigs are pro- 
duced for market. The survey is but the 
second of its kind that has been made 
and there has not yet been opportunity 
to check any differences that may exist 
between the figures shown for the farms 
reporting and those for all farms. 




































The department points out that in- 
ereased production does not necessarily 
mean an over-supply or decline in : 
prices. Total receipts of hogs at all Y 


public stockyards during the first 11 TINCINNATY'S 
Good Same ee 


months of 1922 were 5 per cent more 
than in 1921. During the last four Management 
of Coal Properties 


months of 1922 the increase totalled 
iliti n - 
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nearly 20 per cent. The number of 
hogs slaughtered under federal inspec- 

mysterious methods by which perience of this Bank are 
Peabody management adds to at all times at the com- 
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eareass weight of pork and lard result- 
ing from this slaughter shows an in- 
crease of 461,246,000 pounds for the 11 
months. Despite these increases cold 
storage holdings of pork and lard 
averaged considerably less than during 
1921 and prices showed a substantial 
advance over 1921. The department’s 
explanation for this situation is that 
improved industrial and economic condi- 
tions resulted in an increased consump- 
tive demand and a much freer, current 


movement of pork and lard into trad 
channels. , 


tion during the same period was 7.7 per 

cent more than in 1921 and the total 
the profits of coal properties. 
The results accomplished are 


mand of out-of-town 
due to common-sense business banks desiring to avail 











methods; wise handling of funds themselves of our con- 
both in saving and spending; 


tested systems of development structive co-operation in 
that promote future econom- special matters and our 
ical operation; comprehensive ame 
knowledge of the most effici- general good service in 
ent mining methods acquired all matters. 

through long and varied exper- 
ience, and above all a vigorous, 
aggressive, seasoned organiza- State your problems. 
tion functioning smoothly un- 
der intelligent and capable di- 
rection. 


Proof of the value of Peabody THE B ] 

Mine management is found in IFTH HIRD 
its steady growing clientele. Natrona: BankeCINCINNATI 
Descriptive booklet mailed on 


request. 


COAL COMPANY 
CHICAGO 
Founded 1883 
Operating 44 mines with annual capacity 
of 23.000,000 tons 





















Henry D. Suleer, John S. Duckworth 
and D. I. Jarrett have been elected di- 
rectors of the Century Trust and Sav- 
ings Bank of Chicago. 

Mr. Sulcer is president of the Van- 
derhoff & Company, advertisers; Mr. 
Duckworth is connected with Duckworth 
Bros., architects, and Mr. Jarrett is of 


the firm of Deming and Jarrett, at- 
torneys, 


























How often do you read 
the Want Ad Page? 
In this issue you,will 
find it on page 112. 
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PON the foundation of more 

than half a century’s experience 
and growth is based the present organi- 
zation of the FIRST NATIONAL 
BANK of CHICAGO and the FIRST 
TRUST AND SAVINGS BANK. 


This experience has developed 
a highly specialized service in both 
banks, applicable to the needs of banks 


and bankers. 


Calls and correspondence are 
invited relative to the facilities afforded 
for the transaction of domestic and in- 
ternational financial business of every 
conservative character. 


FRANK O. WETMORE, President 
First National Bank of Chicago 





Combined Resources exceed $300,000,000 


JAMES B. FORGAN, Chairman 
Board of Directors of Both Banks 
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MELVIN A. TRAYLOR, President 
First Trust and Savings Bank 








H. W. Fenton Made President 

A story of an industrial climb that 
attracted much attention in Chicago re- 
cently lies in the election of Howard 
W. Fenton as president of the Harris 
Trust and Savings Bank. Mr. Fenton 
entered the employ of the institution 
twenty seven years ago as a filing clerk 
at a salary of $6.00 a week. Later he 
became teller, then a bond salesman. 
In 1907 he was elected treasurer. In 
1910 he was chosen a director of the 
bank, and in 1911 became a vice pres- 
ident. Albert W. Harris, the former 
president, becomes chairman of the 
board of directors. 

Other elections were: John S. Broek- 
smit, treasurer of the bank, elected vice 


president, Gilbert H. A. Rech, assistant 
treasurer, elected treasurer, and Harry 
EK. Weese, assistant cashier, elected 
cashier. Walter L. Hudson, Duncan 
M. Rowles and Everitt A. Sherwood 
were appointed assistant bond sales 
managers. Charles H. Morse, president 
of Fairbanks Morse & Company, and 
Frank R. Elliott, vice president of the 
Harris Trust & Savings Bank, were 
elected directors. All other directors 
and officers were re-elected. 


Work on the new quarters of the 
Citizens Bank of Harrisburg, Missis- 
sippi, is progressing rapidly and it is 
expected to be finished by the first of 
April. 


| Legal Questions 


(Courtesy of The I!linois Bankers Association) 





QUESTION: When we come to 
take our inventory at the end of the 
year what shall we consider as the 
“eost” of goods which we had on hand 
at the beginning of the year? The 
figure which we used may have been 
“market” at the end of the past year, 

ANSWER: In taking your inventory 
always consider the inventory figure at 
the beginning of the year as “cost” 
even though it was the market price 
when the inventory was taken. The 
figure used now represents actual cost 
for income tax purposes as your income 
tax for the past year was based upon 
that figure. If you take your inven. 
tories on the basis of “cost” this figure 
will always, of course, be actual cost. 
But the above ruling was made for the 
purpose of informing taxpayers as to 
what constitutes “cost” when inventories 
are taken at cost or market, whichever 
is lower, so that they may know what 
figure is to be used as cost when com- 
paring cost* with market. 

For instance, a merchant takes in- 
ventory on the basis of cost or market 
which ever is lower. In his 1921 elos- 
ing inventory he entered a certain line 
of shoes at the market price of $7.00, 
as this was lower than cost which was 
$7.25. In taking his inventory at the 
close of 1922 he finds that market is 
$8.00. So he compares the $8.00 with 
the $7.00 representing the inventory 
price of the shoes at the beginning of 
the year. As he must take the lower of 
the two figures he again enters the 
shoes at $7.00. Had the market price 
at the end of 1922 been $6.50 he would 
have used the $6.50, as this is lower 
than $7.00 which represents the “cost” 
of the shoes for the purpose of the 
inventory. 

QUESTION: We are anticipating 
the declaration of a stock dividend 
to inerease our present capital 
stock from $100,000.00 common stock 
to $500,000.00 common stock and 
$1,000,000.00 seven per cent cumt- 
lative preferred stock. The par value 
of all classes of stock will be 
$100.00 per share. Our present surplus 
amounts to $1,900,000.00. Will this 
transaction create any taxable income 
to the corporation or its stockholders! 
Also, how will the gain or loss be com- 
puted in case of subsequent sales by 4 
stockholder ? 3 

ANSWER: The declaration and dis- 
tribution of the stock dividend will not 
create taxable income to the corpora- 
tion nor to the stockholders receiving 
the dividend. For computation of 
profits to stockholders from subsequent 
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sales of stock the entire cost of their 
original holdings must be prorated over 
the total new and old stock held in ac- 
eordance with its market value imme- 
diately after the stock dividend is issued. 
From your question it appears that 
your present net worth consists of: 


1000 shares of common 


BE, po acniatudecies $ 100,000.00 
Accumulated surplus 1,900,000.00 
PUNE Fe Gistcass ccoreusiars $2,000,000.00 


After the declaration and payment 
of the stock dividend it will include: 
5,000 shares of com- 
mon stock .......$ 500,000.00 
10,000 shares of -7% 
cumulative preferred 


MES car ecaeewlaeelercens 1,000,000.00 
Accumulated surplus 500,000.00 
PONE cnicdsietics $2,000,000.00 


In all probability the market value 
of the preferred stock immediately after 
its issuance will not exceed $100.00 per 
share, while the common stock may 
doubtless be sold for from $125.00 to 
$150.00 per share. We will assume for 
purposes of illustration that the market 
values of the total common and pre- 
ferred stock gutstanding on the day 
after the dividend are as follows: 

5,000 shares of common 
. stock at $125.00 per 

share ............$ 625,000.00 
10,000 shares of preferred 

stock at $100.00 per 

PENI Nao foe;(ors5uoei see Gr 1,000, 000 00 


Total market value of 
shares outstanding $1,625,000.00 

Then in the ease of any stockholder 
with respect to each share of original 
stock and its accompanying shares as a 
dividend the total cost to him of the 
original share must be allotted to the 
new and old shares 625/1625 thereof 
representing the cost of common stock 
and 100/1625 thereof representing the 
cost of the preferred. 

For example: Suppose A originally 
owned 100 shares of common stock ac- 
quired as follows: 

For the determination of gain or loss 
upon the sale of any share the value 
to be used may be found in the above 
manner. In the case of sale it would 
in most instances be to the advantage 
of the stockholder to sell stock most 
recently purchased or the dividend 
thereon. This can be done only if an 
accurate record of the certificates ac- 
quired and disposed of is made. Other- 
wise, all sales must be assumed to have 
been made from .the earliest purchases 
or the dividend aceruing thereto. 

QUESTION: “A” in a trade se- 
cures a 400 acre farm mortgaged for 
$18,000.00, this mortgage he assumes 
and agrees to pay. “A” was indebted 
to us for $1660.00 and we secured from 
him a second mortgage, both mortgages 
due November 18, 1921. Sometime 
after this “A” gives “B” (the holder of 
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JHE promptness with 
which the Drovers 
handles the Chicago 
business of its corre- 
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many out-of-town bankers to 
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In addition to a completely or- 
ganized service in every detail - 
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customers that makes business 
transactions a real pleasure. 
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the first mortgage) a deed for the mort- 
gaged property and “B” assumed the 
mortgages and agreed to pay them. 

Now if the farm was sold and there 
was not enough to pay first mortgage 
and second also, could we compel “B” 
to pay the second mortgage from other 
sources, if he was worth it? 


ANSWER: “A” is still liable to the 
inquiring bank on the second mortgage 
although “B,” the grantee, has assumed 
and agreed to pay both the first and 
second mortgages mentioned. As these 
transactions are ordinarily handled, “B,” 
the grantee, would not be liable to the 
inquiring bank on the second mortgage 
as there is no privity of contract 
between “B” and the bank. 

The letter speaks of the farm being 
sold and not as being foreclosed. If 
this is what the inquiring bank means 
to say, then the grantee of “B” to whom 
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How Other Banks 


Are Aiding the Farmer 


HE Bankers Monruty is constantly publishing articles 
about the activities of country banks and their work with 


farmer customers. 


Following are a few of the recent articles 
copies of which may be obtained. 


If you are interested in 


some subject not mentioned here, it is possible that other 


issues contain material along that line. 


Write and ask us. 


.A limited number of back copies containing the articles outlined 
below are available at the single copy rate of fifty cents, postpaid. 


“How a Bank Has Prospered on Loans to 
Farmers”—August 1922. Explains the 
loaning methods of the National Bank 
of Commerce, Adrian, Mich., and how 
they make this a profitable branch of 
business. 


“Credit Unions as the Key to Improve- 
ment’”’—February 1922. How personal 
rural credit is being strengthened by 
credit unions of farmers. 


“Market Reports that Win the Farmers 
Business”—July 10922. Plans of three 
country banks that brought the farmer 
into the bank for market information. 


“How Do You Handle Auction Sales?” 
—December 1921. The State Savings 
Bank of Scottville, Mich., makes itself 
useful at farm sales and gets new busi- 
ness as well as protecting its country 
loans. 


“How to Interest Farmers in a Trust 
Department”—November 1021. The 
Farmers Merchants National Bank of 
Benton Harbor, Mich., created a profit- 
able trust business in one year. 


“Simplifying Your Records in Making 
Loans”—December 1921. The time 
saving card system of the Savings Bank 


of Kewanee, IIl., that keeps them posted 
on credit lines. 


“Some Personal Sidelights on Aiding 
the Farmer”—February 1922. Four 
ways banks are cooperating with farmers 
and strengthening community resources. 


“Can Farm Paper be Made to Average 
Ninety Day Maturity”—November 
1921. How a Michigan bank has stimu- 
lated 90 day paper among its farmer 
customers and practically eliminated 
long time loans. 


“‘How a Bank Built a Town on Purebred 
Livestock”—July 1921. The Turner 
County Bank of Hurley, S. D.. has 
developed a widely known livestock 
center and built a prosperous bank. 


“A Plan that Always Wins the Farmers’ 
Children”—September 1921. How the 
Rock Country National Bank of Janes- 
ville, Wis., is improving the livestock of 
the county. 


“Sweetening the Bank by Aiding the 
Farmers in Distress”—July 1921. The 
Weldon National Bank of St. Albans, Vt., 
helped farmers get good prices for their 
maple syrup. 
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the property is sold would take the 
property encumbered with both the first 
and second mortgages and the inquiring 
bank as the holder of the second mort. 
gage still has a lien for what it is worth, 
In the event of a foreclosure sale, hoy. 
ever, the bank might have to have the 
property bid in for it at such sale to 
protect its interest. It holds a junior 
mortgage and as such, so far as the 
property is concerned, its rights are 
subject to the rights of the holder of 
the first mortgage, and if the property 
is sold at a foreclosure sale to a stranger 
and the property does .not bring suf. 
ficient to pay both mortgages, it would 
be out so far as the property is con- 
cerned. In the event of foreclosure 
proceedings the bank should set up its 
right. 


The first and second mortgages should 
be examined carefully by local counsel 
to determine the rights of the bank and 
to properly advise it under the circum. 
stances. 


QUESTION: The _— question has 
come up whether a bank is obligated 
to pay a customer’s check which over- 
draws his checking account, if he 
carries a savings account that would 
cover the amount of overdraft. We 
realize that the bank is allowed to 
charge savings accounts if they wish; 
but are they liable if they do not? 


ANSWER: A _ bank under our 
present negotiable instruments law is 
not obligated to pay a customer’s cheek 
whether it overdraws his account or 
not, as under said act it is not liable 
unless it pays or certifies a check. If 
it refuses to pay a check, that is a ques- 
tion entirely between the customer and 
the bank. Even as between a customer 
and the bank under the old law a bank 
was not obligated to pay a check which 
overdrew the customer’s account. 


Answering specific question as to 
whether a bank is liable if it does not 
pay a customer’s check which overdraws 
his checking account although there 
may be sufficient in his savings account 
to cover, would say the bank is not 
liable. 

QUESTION: A woman and her 
husband gave a mortgage on a piece of 
land and she having title signed the 
mortgage first and he signed next, but 
in signing the notes his name appears on 
the first line and her name on the second 
line. Would this make any difference 
in the notes as being described in the 
mortgage and would there be any doubt 
about these notes accompanying. this 
mortgage? 

ANSWER: In the signing of the 
notes in question it is immaterial 
what order the makers of the notes 
sign so long as they both sign. The 
notes would be described in the mort- 
gage as being signed by both of the 
parties and as to this requirement, it 
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has been met no matter whether the 
owner of the fee title signed on the first 
or the second line. The dates of the 
notes, the amounts of the notes, and the 
names of the parties signing the notes 
identify the notes as being the notes 
described in the mortgage whether they 
are otherwise authenticated by the 
trustee or mortgage or not. 


QUESTION: In the last question 
in legal bulletin No. 2, you refer to 
“joint tenancy and tenants in common.” 
Will you kindly advise us the differ- 
ence? Also advise us if there is any 
way money can be deposited with us 
subject to the order of only one person 
but in the event of their death to be 
payable to another certain person. 

ANSWER: Among tenants in com- 
mon the right of survivorship does not 
prevail, i. e., where one or two or more 
persons owning property together, dies, 
the interest of such deceased co-owner 
does not pass to the survivors but de- 
seends to his or her legal heirs at law, 
whereas where one of two or more 
persons owning property together as 
joint tenants, dies, his title or share of 
the property by virtue of the principles 
applicable to joint tenancy, passes to 
the other owners of the property who 
have survived him. 

The only way in which money can be 
deposited in a bank subject only to the 
order of one person during the lifetime 
of that person and in the event of that 
person’s death to be payable to another 
person, is by way of a will or trust 
agreement: By the second method it 
would be necessary for the depositor 
to appoint some third person trustee 
under a trust agreement, reserving the 
right of revocation of the trust if he 
desired to save such right, with direc- 
tion that the trustee pay over the bal- 
ance to the beneficiary in the event any 
of the fund remained at the death of 
the depositor. The principles applic- 
able to the first method are, of course, 
sufficiently understood to require no 
elucidation. 

QUESTION: If a man writes a 
cheek on the bank in which he has been 
doing business and the check is cashed 
at our bank and is returned to us “in- 
sufficient funds” and we cannot find the 
man who had the check cashed, how 
can we get our money returned to us 
or must we lose it? 

If it is shown later that the man who 
received the check did not return value 
received for the check, would that 
change the matter as far as we are 
concerned ? 

Is it against the law to draw a check 
on a bank when funds are not there to 
cover same? 

ANSWER: The bank which cashed 
this check must look to the person who 
cashed it. The fact that the man who 


(Continued on page 92) 
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with banks in Michigan, we are in a position to 
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GOLF BALL BANKS MAKE 
FRIENDS FOR PEOPLES 
TRUST AND SAVINGS 


‘THE Peoples Trust and Savings Bank 

of Chicago opened Thrift Week 
with a BANG!! 
ing Franklin’s birthday, a teaser adver- 
tisement fifty lines deep on two columns 
appeared in the Chicago papers pictur- 
ing a golf ball just being struck by the 
head of a driver. Copy ran, “Watch 
this paper tomorrow for the Peoples’ 
Trust and Savings Bank’s novel con- 
tribution to Thrift Week.” 

The next day a three column ad 210 
lines deep was illustrated by a golf ball 
under the caption “This Golf-Ball Bank 
Free” with the next heading reading 
“and we'll give you $1.00 if you'll save 
$4.00.” Then followed an explanation 
of the offer summarized in these big 
words, “Ten thousand golf ball banks, 
ten thousand dollars to the first ten 
thousand people to win ten thousand 
new friends.” 

And by 2:30 the next day every one 
of the ten thousand banks had gone to 
ten thousand people who had climbed a 
flight of stairs to the second banking 
floor. and these novelty banks had 
made ten thousand new friends for the 
Peoples Trust and Savings Bank. 


he Liberty Central 
Trust Company 
prides itself on being 
equipped to render 
prompt and efficient 
service to out-of-town 
correspondents. Special 
attention given to 
collections. 


Benen nytt 
TRUST COMPANY 


On Tuesday preced-- 
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Not only were the ten thousand friends 
made for the bank but in the succeeding 
six business days 400 of the golf ball 
banks came back packed with 40 dimes 
and became deposits along with the 
token placed in the bank giving the 
depositor a dollar as explained in detail 
in the advertisement. This inducement 
was made with the understanding that 
the five dollars was to remain on de- 
posit for six months during which time 
it would draw interest at three per cent. 


Not only did the first six business days 
show 400 new accounts due directly to 
the banks, but the number of new ac- 
counts opened over the counter in the 
usual course of business was doubled. 

“The returns in the first week,” said 
E. A. Hintz, assistant cashier in charge 
of new business activities, “have more 
than justified our expenditures. In fact, 
we considered the advertising we got 
alone worth the cost for the plan was 
unique and marked us in the minds of 
at least ten thousand people who have 
never been inside the bank before. Fur- 
thermore, we got them to come up to 
the second floor and look around so that 
next time they won’t feel so much out of 
place. So great was the demand created 
by the two advertisements and the word 
of mouth publicity that we got that we 
could easily have distributed 2,500 more 
banks the next day.” 

“We gave the banks away without 
even asking for the name. We tied 
no strings to our offer except that to 
get the dollar represented by the token 
in the bank it would be necessary to 
deposit $4.00 in the bank and keep it 
there six months. We will then have an 
opportunity to make regular depositors 
out of these people and thus build our 
deposits.” 

The banks are exact reproductions of 
a golf ball except that a small dise 
carries the name of the Peoples Trust 
and Savings Bank and there is a slot 
in the side to receive the coins. The 
ball has a pebbled surface like the 
genuine article and is finished in white. 


At the annual meeting of the stock- 
holders of the Farmers State Bank, 
Staplehurst, Nebraska, the following 
officers were elected: C. H. Scheumann, 
president; H. Barghahn, vice president 
and P. H. Wiegardt, cashier. 
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Bank’s Novel Xmas Gift 


An unusual Christmas saving plan 
was carried out at the Farmers and 
Mechanics Savings Bank, Minneapolis 
this year. Letters were sent out to 250 
employers suggesting the use of savings 
bank accounts as gifts to employes, 
Arrangements were made to mail checks 
payable to the Farmers and Mechanics 
Savings Bank to those to be remem. 
bered. Letters were also sent to about 
a thousand individuals enclosing a blank 
check, partially filled in, and also a 
Christmas gift card. 


“T suggest that you complete the 
check,” said the letter in part, “filling 
in the name of the bank where yon 
earry your checking account, the amount 
that you wish to give, and in the lower 
left hand corner note the name and 
address of the recipient. The check 
should then be signed and if you choose 
you can return the same to us with the 
gift card which you should also sign. 
In this case we will mail the check, the 
gift card, together with an appropriate 
letter, to the person indicated by you 
so that it will be received on Christmas 
morning. 


F. E. Johnson of Lincoln, Nebraska, 
who has been associated with the Carson 
National Bank for fifty-one years has 
resigned as president, and is succeeded 
by E. M. Boyd, who has been associated 
with the bank since 1882. 


Methods That Simplify 
The Handling of C.D’s 


N article comprehensive. 

ly discussing simplified 
methods and accounts for 
handling certificates of de- 
posit appeared in the May 
1922 issue of THE BANKERS 
MonTHLy. Send fifty cents 
in stamps for a copy postpaid 
and reduce your accounting 
work. 


THE BANKERS MONTHLY 


540 S. Clark Street CHICAGO, ILL. 
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(Made of Steel) 


We have developed a complete savings cam- 
paign which offers a new and permanent 
appeal—a plan that not only secures new 
accounts, but holds and builds deposits. 


The New BASEBALL BANK 








The Miller Bank Advertising Service, 
108 No. Dearborn St., Chicago, Illinois 
Gentlemen: 





you recently. 


most popular of them all. 














HOW THE HILLBERN PLAN 
AIDS SAVINGS 


“TONY, the Barber,” a popular fiction 

character now appearing in many 
newspapers, says: “When any guy he 
has got eet plenty money, he can always 
tela you to save your money, whether 
you have got any to save or not. 

“He tella you to save your money, but 
he not tella you how, which ees very 
hard part of da trick.” 

Right there “Tony” tells why more 
people are not depositing $5.00 and 
$10.00 a week in a savings account. 

In answer to “Tony’s” argument the 
Hillbern Thrift Corporation of Chicago 
has devised a plan that saves money 
while it is being spent and deposits that 
money in the bank. 

In brief, the plan provides that a 
licensed bank authorizes merchants to 
issue savings certificates at the rate of 
five per cent of the retail price of 
merchandise. Each night these mer- 
chants report to the bank the amounts 
issued to each customer and remit for 
the total. This is deposited at the bank 
and distributed by them to all of the 
customers as indicated. The customers 
must register and it is by their registra- 
tion number that the accounting is 
carried on. In securing the registra- 
tions it is planned to put on an advertis- 
ing eampaign which will secure the 
attention of the public and at the same 
time interest the retail stores in earry- 
ing their end of the system. 

In reality, the system provides for a 
tangible retail discount for cash, the 
discount to be deposited at the bank to 
the eredit of the customer The advan- 
tages to the retailer include cash bus- 
iness and an advertising feature with 
wide possibilities. 

The plan also provides for the part 
the bank plays in doing the accounting 
by safe-guarding the bank against the 
Withdrawal of the account before the 
expiration of a year during which time 
no interest is paid on the account. At 
the end of the year, however, the bank 

































QUINCY, ILLINOIS, December*19, 1922 


We have been using your baseball savings bank during the past six months. 
Ashort time ago our first order was entirely exhausted and, as you know, we 
ced an order with you for an additional 500 banks, which we received from 


We have used a number of different kinds of small savings banks in the . a 
past and we are pleased to state that the baseball bank seems to be by far the 
Our customers like them. 
have the most actractive and most desirable small savings bank on the market. 

Yours very truly, 


Illinois State Bank of Quincy, 
By Wm. Rupp, Jr., Vice-President. 


in our judgment you 


is expected to convert the Hillbern ac- 
count into a regular savings account 
and by continuing the use of the system 
to help the depositor to build his depos- 
its. 

The expense of installing the system 
is borne by the corporation and is 
planned to include newspaper advertis- 
ing, posters, pamphlets and other forms 
of publicity. 
on a royalty basis, the success of the 
campaign is vital to them. 

So, the Hillbern system suggests a 
method that will enable the individual 
to become a substantial and consistent 
savings depositor and at the same time 
it will contribute to better business. 


CHANGING BANK’S NAME 
IN RECORD TIME 


PLAN calculated to make the public 
accept the change of a_bank’s 
name in record time was put into 
practice at the close of the year 1922 
by the American Bank of Spokane, 


formerly known as the Seandinavian- |- 


American Bank. 

All plans were so timed that the com- 
plete change and all announcements of 
it were made between the time the bank 
closed Saturday afternoon, December 
30, and its re-opening day after New 
Year’s. This ineluded signs, redecorat- 
ing, new counter desks, checks and sta- 
tionery, and everything except one 
structural change, which was made in 
advance of that time. This was the 
building of new quarters for the credit 
department, in charge of the cashier, 
C. R. Dahn. 

A full page advertisement appeared 


in the Spokane papers on Sunday } 


morning, December 31, announcing the 
bank’s change of name, bearing state- 
ment of condition, and assuring depos- 
itors of the same service they had 
received before. 

An announcement signed by Clyde 
Johnson, president, was also sent to 
depositors, explaining the bank’s change 
of name. 
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THE MILLER BANK ADVERTISING SERVICE 


Manufacturers and Distributors of 


HOME POCKET SAVINGS BANKS - 


As the corporation works - 











BRONZE CHECK DESKS 


GRILLE WORK, CAGES, ENCLOSURES ~ 
BRONZE TABLETS, BRASS SIGNS 
RAILINGS, GATES, BULLETIN BOARDS 


Write for Folder “B" 


THE NEWMAN MANUFACTURING CO., 
418 Elm St., Cincinnati; Ohie 


THE 
COIN 
PURSE 
7 FOR 
SECURITY 


fen novel and absolutely 
secure Evertite Coin Purse 
or Coin Bag, will be the most 
appreciated gift you can make 
your customers and will prove 
a useful and appreciated 
temembrance. 

Suitable for Men, Women 
and Children. 

All good novelty houses can 
supply, or samples and price 
list on request. 





GLOVERSVILLE PURSE CO. 
Dept. B Gloversville, N. Y. 


2 Typewriter Ribbons $1.00 
100 83x13 Carbon Paper $1.50 


Money back if not pleased 


Give name, number t ti 
width and color Gite Genel 


L. ATWOOD & CO., Scottéville, Ky. 
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HOW LEADING BANKERS 
VIEW 1923 PROSPECTS 


(Continued from page 76) 


BUSINESS CONFIDENCE 
RESTORED 


By ALFRED L. AIKEN 
President, the National Shawmut Bank of 
Boston 


HE improved position of general 

business is pretty clearly indicated 
by the increase in total loans and dis- 
counts among Federal Reserve Banks. 
This improvement marks the movement 
of capital into active business rather 
than investment. The comparatively 
small demand made by the banks for 
Reserve Bank assistance is a satisfying 
index of the soundness of general bus- 
iness. 

Money today is easy, and in the atti- 
tude of both investors and business men 
there is a clear sign of a return of 
confidence. National bank deposits are 
again beginning to show a substantial 
increase. Thirty of the largest banks 
in the country show an increase in de- 
posits to September 15, of nine hun- 
dred million dollars over the preceding 
year. During the same time the re- 
sources of the national banks through- 
out the country increased one billion, 
two hundred and seven millions dollars, 
while their deposits increased two bil- 
lion dollars. The amount of currency 
in circulation has increased steadily in 
the past twelve months, the total ex- 
pansion for the year being $325,800,- 
000. 

A significant sign of the times is the 
increase in stock dividends and resump- 
tion of cash dividend payments. These 
two factors may be regarded as favor- 
able indices of business improvement. 
It is no doubt possible that a portion of 
the stock dividends recently issued have 
a relation to proposed tax legislation. 
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It is of interest that a number of the 
companies issuing stock dividends are 
manufacturing commodities that would 
come into the luxury class. That these 
departments of manufacturing industry 
have even partially recovered from the 
setback they endured on the collapse 
of the buying boom two years ago is 
decidedly encouraging. 

In estimating the possibilities of 
future business it is quite safe to assume 
that the recent housing activity will 
continue for some time, and that it will 
be resumed early in the spring. This 
source alone should furnish employ- 
ment for a large share of our industrial 
equipment for several years. The activ- 
ity in building material lines will be 
passed on to many other industries. 
Some idea of the extent of the unfilled 
demand for building and construction 
work may be derived from the state- 
ment that the total building construc- 
tion started during the first ten months 
of 1922 amounted to, approximately, 
three billion dollars. Vast sums for 
important engineering projects are 
being voted to public service corpora- 
tions, and by city, state and Federal 
governments. In every department of 
government proposals are under con- 
sideration for carrying out important 
development projects. New York State 
and City alone, have planned engineer- 
ing and construction work which will 
call for the expenditure of one billion 
dollars. 

Railway legislation, while just now 
the subject of serious discussion, ‘is 
hardly likely of passage, except acts of 
minor importance. One of the disturb- 
ing elements in looking into the future, 
is the possible effect of the car shortage 
upon reviving business. This consti- 
tutes a serious menace. The unsettled 
condition reported from the West the 
last few months was due, largely, to the 
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correspondence. 


be gladly furnished on request. 


HUB 


Security Folders 


A filing system of Security Folders means positive finding of 
Letters are “‘locked’’ in place in chronological 
order, and the files are always in perfect order. 


IF IT’S A HUB FOLDER—IT IS THE BEST 


They can be purchased in any size or style, and samples will 





THE J. C. HUB MANUFACTURING CO. 


2041 East Third Street 


CLEVELAND, OHIO 


We are the originators of Security Folders 


Readers will confer a favor by mentioning THE BANKERS MONTHLY 


effect of car shortage on the movement 
of grain. Efforts to realize this situa. 
tion may be seen in orders for new ear 
placed this year, double that of the 
preceding year. The vast shrinkage jn 
number of new cars ordered by our 
railroads in the past few years shows 
the seriousness of this situation. In the 
two years 1905 and 1906, new cay 
ordered, aggregated 651,000 or about 
325,000 a year. In 1921 less than one 
tenth of that number were ordered, 
The cumulative effect of this growing 
ear shortage upon the ability of ow 
railroads to handle increasing demands 
may be judged from the fact that while 
equipment was declining ton mileage 
increased from 186,000,000,000 in 1906 
to 413,000,000,000 in 1920, and 309. 
000,000,000 in 1921. That the natural 
shortage should have become more acute 
when the farmers were just beginning 
to recover from a very bad time, was 
particularly unfortunate. 

But there can be no question that 
the railroad and coal strikes last year 
caused far more trouble than the car 
shortage. The coal strike, and the sub- 
sequent need for rapid moving of coal 
to prevent hardship during the winter 
months, were responsible for a large per- 
centage of freight-car shortage. In 
spite of all handicaps, however, it is 
worthy of mention that the roads have 
moved a million cars a week this year. 
The coal situation having been relieved, 
the problem of car shortage is brought 
nearer to solution. 

Today millions in Europe and Asia 
are on the edge of famine while we have 
an abundance of food stuffs. Lack of 
purchasing power prevents foreign con- 
sumers from taking three quarters of 4 
billion bushels of our wheat. What is 
needed to establish business on a solid 
foundation is a method of placing our 
surplus in European markets. Unfor- 
tunately this task is made almost impo 
sible of accomplishment by the idleness 
and poverty of our prospective cus- 
tomers. 


SOBER PROGRESS AHEAD 
By GEORGE M. REYNOLDS 

Chairman of the Board of the Continental and 

Commercial National Bank of Chicago 
ITH strong bank reserves, moderate 
interest rates and a plentiful supply 
of loanable funds for legitimate enter- 
prise, and with the knowledge that the 
present business revival is only a year 
old, there is ample reason for conserv- 

ative optimism. 

Although there were many obstacle 
in the path of business during 1922, the 
general trend was upward. Not until 
toward the closing months did active 
debt paying and merchandise buying 
on the part of the farmer materialize. 
The foreign situation and the coal and 
railroad strikes had a sobering effect 
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upon what otherwise might have de- 
yeloped into over-optimism. 


Recent quotations for exchanges for 
some of the leading European countries 
point to the efforts that have been made 
to restore economic soundness abroad. 
We need international trade. It is not 
up to what it used to be, but it was 
large enough in 1922 to help tremen- 
dously. No doubt it will be sufficient in 
the coming twelve months to furnish a 
considerable outlet for our surplus raw 
materials and farm products. But the 
recovery which has been on the way 
proves that we need not wait for com- 
plete restoration in Europe. 


CONFIDENCE RETURNING 


By JOHN J. MITCHELL 
Chairman of the Board of the Illinois Trust and 


Savings Bank of Chicago 

OR the first time in four years mer- 

chants, manufacturers and investors 
approached their inventories this year 
with confidence. For the first time in 
this period inventories will show satis- 
factory profits instead of heavy losses 
to be written off later on. 

These things give confidence, and as 
confidence is the life of trade they augur 
well for business in 1923. 

However, nothing in the nature of a 
boom either is to be desired or anti- 
cipated. For that matter, any real pros- 
perity with industry at capacity pro- 
duction is not likely until Europe, our 
best customer, has materially improved 
her financial and economic situation. We 
need the European market for our 
surplus production and Europe needs 
our merchandise and foodstuffs. But 
until at least a basis for a settlement of 
the reparations question and the war 
debts has been determined Europe has 
neither the cash nor the credit to pur- 
chase the supplies she needs and we 
wish to sell. 


SOUTH SHOWS IMPROVEMENT 
By R. S. HECHT 

President, Hibernia Bank & Trust Company, 
New Orleans, La. 

THE financial and economic condition 

of the South shows a vast improve- 

ment as compared with the same period 

last year, and there is substantial reason 

to expect a continuance of this steady 

Progress during the coming year. 

The principal crops—cotton, sugar 
and riee—have only produced a moder- 
ate yield as to quantity, but the demand 
for all three products has been good 
and prices materially better than last 
year. As a consequence the southern 
farmer has been able to liquidate a sub- 
stantial portion of the troublesome 
debts which piled up on him during the 
Past two years, and the merchant and 
country banker are in turn getting a 
alr amount of liquidation on the frozen 
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Transfering Made Easy 


with 


Bankers Boxes 


Now Made in Eleven Sizes 


Every important paper in your bank from 
DEPOSIT SLIPS and DRAFTS to OLD 
CORRESPONDENCE can now be stored 
away in a neat systematic and extremely econ- 
omical manner in BANKERS BOXES. 

Ninety per cent of the banks in Chicago are 
now using these boxes—in use in over four 
thousand banks throughout the United States 
—Write or Wire for complete detailed infor- 
mation regarding these time and money-savers. 
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Write Today For Specimen Box and Descriptive Folder 
With Sizes and Prices 


BANKERS BOX COMPANY 


INCORPORATED 


Manufacturers of Bankers Corrugated Fibre Board Files 


% 


A Sheet of Gummed 
Labels in Every Box 


QOQAAQUWWW "®t llE)»")$#’. 


Read These Facts: 


With Bankers Boxes your old records will be 

systematically filed, instantly accessible and 

permanently protected in economical sturdy 

peg ne boxes made of the best corrugated 
re board. 


One simple pull of the string fastener and the 
box is securely sealed, strong as steel and very 
light; no nails screws nor clips of any kind to 
work loose and they cannot warp or come 
apart. 

Extremely economical—24 inches of clear fil- 
ing space in each box; they come to you flat 
and occupy very little space until ready for use, 
Vaults are always neat and orderly because 


“Bankers Boxes” assist in making transfer- 
ing a clean, quick job 
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CHICAGO 


loans carried over from the readjust- 
ment period. 


We fear, however, that we cannot have 
a return to real prosperity in the South 
until some of the fundamental troubles 
of our agricultural communities can be 
solved. Agricultural products have 
materially increased in price during the 
past several years, but everything the* 
farmer has to buy has gone up even 
faster, so that his purchasing power 
is really smaller today than it was 
before the war. 


This is an evil which cannot be over- 
come by more legislation, but instead 
must be cured by finding a broader 
market for the products at home or 
abroad. The percentage of our total 
crops which Europe purchased in the 
past was not very large, but that per- 
centage represented our surplus and it 
is always the “surplus” which fixes 
prices. 

While it will probably take one or 
two more years of good crops and fair 
prices to put the farmers in a thoroughly 
comfortable and liquid position, yet all 
indications are that the worst of their 
troubles are behind them and the out- 
look is much brighter than it has been 
for several years past. 


So far as the outlook for 1923 is 
concerned, we are of the opinion that 
business generally will continue to show 
improvement as compared with 1921 


A Handy Way 
to Subscribe 


R those who read THE 

BANKERS MONTHLY occasion- 
ally—why not fill out and mail this 
coupon today. Then you will be 
on the regular mailing list. Your 
BANKERS MONTHLY will come 
every month. 


RAND MSNALLY & COMPANY 
Clark, Harrison and La Salle Sts. 
Chicago, Ill. 
Surely, I want THE BANKERS 
MONTHLY regularly. Here's my $5.00.* 


Please enter my name for a year's 
subscription. 


Is fo Pees ly sees 


Pete an anno cccecveec ee AE 


Position... 


*To the United States, Canada, Alaska, Hawaii, the 
Philippines, Porto Rico, Cuba and Mexico, $5.00 a 
year. To all other countries, $6.50. 
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SWISHER’S 
NEW INDEX STAMP 


An Appreciable Gift for Banks to Their 


DEPOSITORS 


A Necessary Utility to the Bank as well—A 
Business Builder—A Time Saver 


Y THE NEW IDEA 


Gig re penne covered index of complete lettering on rubber stamp. Nickel 
plated pressed steel shell and our patented PNEUMATIC CUSHION. 


LIGHT—DURABLE—CONVENIENT and HANDSOME 


Liberal discounts on Rubber Stamps ordered in quantity. Write us for quotation 


OTHER SWISHER PRODUCTS 


Endorsement 


Stamps Ink Pads 


Stamp Racks 
Seals 


etc. 


Certification i 
Stamps Eat AY | TT Nocadil 


Storage Files 
- Rubber Type 


tat, 
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35 Years of Knowing How 


Swisher Products—although costing no more than others, 
outwear them many times. 


Our complete catalog at your request 


THE R. D. SWISHER MFG. CO. 


411-413 South Clinton St. CHICAGO, ILL., U.S. A- 








There are advertising novelties 


in the advertising pages of this issue and 
in the want ad section that are business 
getters. It will pay you to look these over 
for ideas that will bring profitable new 
business to the bank with minimum outlay. 


and 1922. On the other hand, we cannot 
subscribe unreservedly to the optimistic 
predictions made in many quarters, to 
the effect that the coming year will 
bring us a complete return to normal 
conditions and full prosperity through. 
out the country. 

If we were to consider the domestic 
business situation alone we might view 
the outlook in the same enthusiastic 
manner, but we feel that the unsettled 
international conditions will continue to 
have a far-reaching effect on American 
business, and that we cannot have real 
prosperity anywhere until the tangled 
affairs of Europe have somehow been 
adjusted and a stable basis for inter. 
national trade worked out. 


NO “BOOM” LIKELY 


Business Review, Industrial Service Department, 
the First National Bank of St. Louis. 


HOSE who are expecting prosperity 
of “boom-time” magnitude for the 
next year, are very likely to be disap- 
pointed. While business will doubtless 
continue on the upward trend through 
the larger portion of next year, there 
are too many obvious adjustments which 
must be made that will prevent the 
upward movement from being carried 
along to any undue heights. 

There are several good reasons why 
we cannot expect the physical volume 
of business to expand far beyond present 
proportions. Chief among these is the 
fact that the volume of traffic now 
being handled by the railroads is strain- 
ing existing facilities to their limits. 
Since transportation facilities cannot be 
quickly expanded, they constitute a 
severe handicap to the fullest expansion 
of business. Conditions abroad are 
approaching the point where force of 
necessity will compel some fundamental 
readjustments. While the steps that 
must eventually be taken in Europe are 
foreshadowed at the present time, 8 
direct recognition of some of the un 
pleasant circumstances of the war and 
the peace will temporarily prove to be 
discouraging factors. We never ret 
ognize unpleasant facts until neces 
sity compels us to do so, and when we 
are compelled to face them, we usually 
take a most pessimistic view—one that 
is not always warranted by the ‘facts 
Europe is like a business concern whose 
bankruptey is known to its bankers, 
but has not yet been officially announced. 
The worst is known even though it is 
not generally admitted. 

Financially, the position of the United 
States is unique. In the face of 4 
world-shortage of capital, we have al 
apparent abundance of loanable funds 
without even taking into account the 
great potential loaning power of the 
Federal Reserve System. Our strong 
financial position is one of the few 
favorable factors in the international 
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financial situation. Strong as this posi- 
tion is, it should not be assumed that 
the apparent strength is of such pro- 
portions as to warrant anything but a 
conservative credit policy. Great bur- 
dens in the way of assisting in the flota- 
tion of long-term investment securities 
have been placed upon the commercial 
banking structure in recent years. The 
banks handled this difficult problem 
admirably through the liberal use of 
their own resources in the purchase of 
a large volume of such securities. From 
one point of view these large investment 
holdings by the banks indicate that all 
the investment capital issues floated in 
recent years have not been thoroughly 
digested financially. It is doubtful 
whether the securities now in the hands 
of banks could be liquidated in large 
volume as easily as some would lead us 
to believe. 


Where do You Fit in? 

In October, 1921, Joseph Devney, a 
Cleveland insurance specialist, began to 
gather data from all parts of the United 
States and Canada upon which to base 
the compilation of a reliable economic 
experience table. Mr. Devney reports 
that through the co-operation of more 
than 1,000 bankers and life insurance 
men who, during the past year, have 
sent reports on more than 20,000 indi- 
viduals whose circumstances they knew, 
he has been able to complete the table 
which is to be published in the near 
future. 


Here are some of the facts gleaned 
from the data received. 


The average man reaches the peak of 
his prosperity at the age of 45. That 
is, there are more men who have some 
net assets at that age than at any other. 

Fewer men have at least $100 at 75 
than at 25, although they have had 50 
years more to accumulate. 


Analysis of the table shows that the 
younger the average man begins to save 
and the greater his accumulations, the 
longer will his prosperity endure and 
the slower will be his decline when he 
begins to slip back. 


There are people dependent at all 
ages. The least dependency occurs at 
the age of 35; it is slightly higher at 
45, and from there on it approximately 
doubles each ten years to and including 
the age of 75. 


Bankers and manufacturers are the 
most prosperous classes. The manu- 
facturer makes his money earlier in life 
than the banker, but the banker retains 
his longer. 


Comparison of reports on Americans 
and Canadians shows that the economic 
status of both is remarkably similar, 
except that among the most prosperous 


classes, the Americans are worth more 
than the Canadians. 


CHRISTMAS 
iy 


TS T & T Changeable Sign shown 
above has brought new accounts to 
many banks. Placed in the window, it 
serves as an urge to the passer-by to 
place his account now. 


There are many other uses to which 
T & T Signs may be put, for they're 
just as easy to change as to read. 


Write for further information and © 


our Catalogue 


“*B,”’ it illustrates the 


many styles we manufacture. 


THE TABLET & TICKET CO. 


1003 W. Adams Street 
Chicago, IIl. 


Watch those Business Cards 


Numerous bankers accept the bus- 
iness card of a person as sufficient iden- 
tification, according to a statement in a 
bulletin of the Illinois Bankers Associa- 
tion. The association warns that this 
is by no means an adequate proof of 
identity, and many banks have suffered 
because sufficient care was not taken in 
dealing with crooks. New employes in 
particular should be warned to be 
eareful in dealing with strangers. Rep- 
resentative of the association, says 
the bulletin, always carry adequate 
identification records which every banker 
should examine before allowing anyone 
purporting to be an employe to enter 
the banking enclosure. 


aL ae 


Pati td) 
mCWYORK 


CHANGEABLE 


Bulletin Boards, Desk and Wall Cal- 

endars, Building Directories, Name 

plates, Bronze Signs and Tablets. 
Write for Folder 


DAVENPORT-TAYLOR MFG. CO. 
160 N. Wells St. 101 W. 42nd 8t. 
Chicago New York 


J. V. Davidson has been appointed 
cashier of the newly organi#ed Peoples 
State Bank of Grant City, Missouri. 
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GERMAN REPARATIONS QUESTION 
ASSUMES DOMINANT POSITION 


Need for adjustment of reparations and inter-allied 
debt emphasized by French entry into Germany and 


FDOTH the question of the German 

reparations and of the inter-allied 
debts occupy a leading place in deter- 
mining the future of the economic pro- 
gress of civilized nations. Both have 
a dominant bearing on every social and 
political problem that now confronts 
us. With French troops occupying 
additional territory to enforce the terms 
of the peace treaty, while Germany 
protests and Great Britain holds aloof, 
feeling is running high and basic eco- 
nomic facts are for the moment lost sight 
of in the emotions which have been 
aroused. 


In all fairness we must recognize the 
simple justice of a large part of the 
present French claims. Definite ar- 
rangements to compensate for a part of 
the terrible war losses suffered by 
France were incorporated in the Peace 
‘Treaty. Instead of fulfillment of these 
arrangements, one objection after an- 
other had found its way into the situa- 
tion; misunderstanding after misunder- 
has developed; disappointment has 
followed disappointment. The terms of 
the Peace Treaty were far too drastic; 
but we recognize that Germany has 
fallen far short of making good the war 
damage of northern France, and so, 
though we may not sympathize with 
what has taken place, we can in a 
measure understand why France, em- 
bittered by tle progressive crumbling 
of the high hopes that had their birth 
in the victory of 1918, has now assumed 
for herself a new and serious respon- 

Even the most ardent well-wishers of 
France must see, however, that Ger- 
many’s ability and willingness to meet 
the indemnity obligations have not been 
inereased by what has taken place. 
Military occupation may force Germany 
to certain terms, but indemity payments 
are matters of business and finance, 
and those respond to laws which go 
deeper than simple military occupation. 
Tf wealth is to come out of Germany in 
growing amounts to compensate those 
who suffered most from the war, it must 
eome from production, and in the in- 
terest of intenational prosperity and 
peace every effective and proper means 
should be sought to insure the main- 
tenance of that production. 

I believe I voice the opinion of all 





By JOHN McHUGH 


thoughtful business men and bankers 
when I say that the first and most im- 
portant step towards a solution of these 
matters is the fixing of a definite amount 
which Germany must, can and will un- 
dertake to pay. That amount should 
be the last dollar she can pay and still 
take her proper place in doing the 
world’s. work. 

Another equally important step is an 
attitude and agreement in assuring form 
on the part of the governments of 
Europe that they will hereafter devote 
their energies to peaceful pursuits, that 
their people will work and produce and 
make an honest effort to promote and 
maintain peaceful relations with one 
another. 

Were these prime requisities estab- 
lished facts, I believe the financial as- 
sistance which Germany is sorely in 
need of, to remedy its currency and its 
financial condition, and make a satis- 
factory payment to France would be 
forthcoming. These things must be 
done or we will drift into world chaotic 
conditions from which we here cannot 
escape. 

If they are done and a universal effort 
is made to restore the business and the 
wealth running into billions of dollars 
that was dissipated by war, I believe 
we will enter upon a period of un- 
precedented prosperity and industrial 
development such as has never been 
known to the world before. 

If they are done I feel confident that 
a fair and reasonable adjustment of the 
Allied indebtedness could be arrived at. 

It is indeed a matter of deep satis- 
faction that the members of the British 
Debt Funding Commission, now in this 
country,: have so positively announced 
their government’s purpose to meet its 
share of these debts. The underlying, 
eternal principle of credit is integrity, 
and Great Britain is not willing to have 
its eredit, which is its pride, suffer for 
an instant by debating this principle. 
At the same time, there are so many 
conditions to be taken into account in 
connection with the whole of the Allied 
debts, that no one ean _ successfully 
argue the question of these debts, on a 
general principle alone, that is, to the 
exclusion of the conditions growing out 
of our foreign trade. 

I personally believe that eventually, 


by action of British Debt Funding Commission 






President, Mechanics and Metals National Bank, New York 


in our own interest they must be sealed, 
but progress in adjusting them can be 
made only in harmony with public 
understanding and approval. Every 
effort should be made to properly help 
that public understanding. Pending a 
final selution it is apparent that it 
would be the part of wisdom to extend 
payment to a time in the future suff. 
ciently distant to insure that the debtors 
will not be threatened with embarrass. 
ment by being called upon to make pay- 
ment when payment is impossible. 

It must be a source of gratification 
to all of us at a time when conditions 
in so many other countries are dis- 
organized that we show an amazingly 
strong position. 

This nation comprises 48 state 
closely cemented by ties of friendship 
and mutual help, which bear a striking 
contrast with the jealousies and suspi- 
cion which so sadly dominate the lives 
of the people on the continent of 
Europe. 

There is much to make us gratified 
with our present condition. We have 
no involuntary unemployment. Wages 
are high. Our banking situation was 
never more sound. Credit is readily 
obtainable. In our domestic relations 
we have escaped the trade paralysis, 
currency deflation, budget deficits and 
social unrest which have blighted % 
many other countries. We have passed 
through a period of adjustment from 
war-time to peace-time industry and 
emerged successfully from a period of 
severe deflation. We are economically 
and financially on a sound foundation, 
people happy in our opportunities, and 
increasingly alive to our responsibilities. 

This is not to say that in every respett 
we are as well off as we would like 
be. There is a sentiment of unrest 


throughout the country that finds its: 


expression today in the so-called radical 
element which so noisily makes itself 
heard, and which even has found its 
echoes in the halls of Congress. i 

and political disquiet supply disturbing 
influences in our situation which wil 
have to be counteracted by sober 
minded business leaders if sane thinking 
and deliberate action are to guide our 
democrac} along the main stream of 
progress and keep it out of the muddy 
and evil channels which to many ill 
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advised people look so alluring. Con- 
gervative policies on the part of the 
bankers of the country will help guide 
the nation right, especially as there are 
so many economic legacies to be offset 
which came out of the war and which 
still block universal prosperity. 

And this brings me to a concluding 
yemark. ‘The banks and bankers of 
New York are looked to set a worthy 
example not alone in hospitality and 
entertainment, but in sound, construc- 
tive helpful banking service to every 
worthy industry of this country that 
has need for that service. Our institu- 
tions are of a semi-publice character and 
will become more and more so as time 
goes on. They should be conducted not 
alone with a view to profit or the volume 
er the display of the moment, but with 
a view to rendering the greatest possible 
helpfulness to the business and industry 
of this country under a policy that 
insures permanency. Much is now 
being done along this line by our bank- 
ing institutions, but much more ean be 
accomplished by still greater collective 
effort and more uniformity of action. 
In unity there is always strength and 
by harmonious uniformity of action 
much more can be accomplished than by 
individual or institutional effort. 


Second Ward Bank Elections 

The Second Ward Savings Bank, 
Milwaukee, Wisconsin, at the annual 
meeting added three new directors 
to the board, re-elected the old direc- 
tors, and at the directors’ meeting fol- 
lowing re-elected the old officials and 
added three assistant cashiers, which 
latter was the only change made in the 
official personnel. 

The new directors are former Gov. 
Emanuel L. Philipp, now president of 
the Union Refrigerator Transit com- 
pany; Alex B. Uhrig, president of the 
Milwaukee-Western Fuel company, 


E. L. PHILIPP 


LONDON 


COUNTY 


WESTMINSTER 
& PARR'S BANK LTD 


Established in 1836 
Authorised Capital: $ 165,000,000 
Paid-up Capital: $ 45,018,590 
Reserve: $ 45,018,590 
Current, Deposit, and other Accounts 
(30th June, 1922) $ 1,497,564,820 
($5=£1] 


New York Representative : C. M. PARKER 
804/5 Royal Building, 68 William Street 


THE BANK is represented by Branches or Agents in all the Principal Cities 
and Towns of the United Kingdom and has Correspondents throughout the World 


Head Office: 41 LOTHBURY, LONDON, E.C2. 


ALEX B. UHRIG 


and John W. Kieckhefer, president of 
the Kieckhefer Container company. 

Directors re-elected were: Joseph E. 
Uihlein, Henry Bielfeld, Albert C. El- 
ser, Fred J. Schroeder, Robert A. Uih- 
lein, William B. Uihlein, Russell Jack- 
son, Erwin C. Uihlein, J. U. Lademan, 
G. L. Weigle, R. Sg Peotter, Fred Pabst 
and Willits Pollock. 

At the directors’ meeting, John R. 
Stewart, Roland Roehm and James J. 
Brooks were made assistant cashiers. 


Old officers ‘re-elected :follow: Pres- 
ident, Joseph E. Uihlein; vice pres- 
idents, Henry Bielfeld, Albert C. Elser, 
J. U. Lademan, Robert A. Uihlein, R. 
S. Peotter; cashier, G. L. Weigle; as- 
sistant cashiers, W. G. Whyte, M. E. 
Baumberger, Kurt Meyer, A. H. Horn- 
effer, F. T. Nicolai; manager safe de- 
posit department, A. C. Starkweather; 
manager Ninth ward branch, G. P. 
Thiedt; manager North side branch, 
W. J. Klumb; counsel, Russell Jackson. 


JOHN W. DEIKHEFER 
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WILLIAMS DEACON’S BANK 
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MEMBERS OF THE LONDON BANKERS CLEARING HOUSE 
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—— $ 40,625,000 


Capital Paid Up - + 9,375,000 
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Deposits at 31st Sen, 1921 - 221,000,000 
LONDON OFFICE 20, BIRCHIN LANE. E.C. 
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and STAFFORDSHIRE. 
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FOREIGN EXCHANGE AND AGENCY DEPARTMENT: YORK STREET, MANCHESTER 


AGENTS FOR THE BRITISH OVERSEAS BANK, LTD. 
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UNION BANK OF ENGLAND, 


LIMITED. 


HEAD OFFICE: 15, BISHOPSGATE, LONDON, E.C.2. 
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COUTTS & CO. 
Established 1692, is affiliated with this Bank 


AUXILIARY 
LLOYDS & NATIONAL PROVINCIAL FOREIGN BANK LTD. 


“The Swedish Bank 


of Commerce” 





SELL YOUR SURPLUS EQUIPMENT 
USE THE WANT ADS 


LEGAL QUESTIONS 

(Continued from page 83) 
received the check and later cashed jt 
did not give value for the same, dog 
not change the matter so far as the 
cashing bank is concerned. 

It is not against the law to draw 4 
check on a bank when there are not 
funds there sufficient to cover the same, 
but it is prime facie evidence of an 
attempt to commit a fraud for a person 
to draw a check on a bank where he has 
no account whatever, or even though 
he at one time had an account at such 
bank and the same was later closed out. 
There is no law against creating over. 
drafts. The relation between a bank 
and its customer is that of debtor and 
creditor, and if the bank chooses to 
extend credit to a customer by honoring 
his checks when he does not have suf- 
ficient funds at the bank, that is a 
matter between him and the bank. 

QUESTION: One of our stock 
holders has become heavily involved 
and put up ten shares of his stock on 
this bank as collateral for a loan with 
a bank in a neighboring town. The 
president and vice president and several 
of the stockholders of this’ bank are 
also stockholders in said bank. 

ANSWER: A stockholder of you 
bank may protest checks and notes for 
the bank. As to whether or not he 
should take acknowledgments of real 
estate mortgages, is a question. I am 
advising against it, as our last legislative 
enactment pertaining to the subject was 
in the nature of an invalidating act and 
some legal minds question the constitu- 
tionality of the act because it attempts 
to legalize such acknowledgments taken 
after as well as before the act. 

QUESTION: A gave B his #0 
check for two hogs on a fraudulent deal. 
That is, B had previously sold the hogs 
without the knowledge of A. When A 
starts to get his hogs he finds them gone, 
and although after banking hours he 
stops payment on check by notifying 
cashier at his home. In the meantime, 
B cashes his check with C and ships out. 
C presented check to bank following 
morning and payment was refused. 

€ claims that he is an innocent pur 
chaser and brings suit against A for the 
full amount, who is good, B proving 
himself a crook and no good. 

Can C collect off A on the check as 
an innocent purchaser, and does this 
apply on a check the same as it would 
have done if it would have been a note! 

Could the bank be involved in aly 
way? 

ANSWER: C will recover judg- 
ment against A provided he proves him- 
self an innocent purchaser for value 
and obtained the check under circum- 
stances devoid. of -suspicion. This rule 
applies to a check the same as to 8 
note. The bank cannot be involved in 
any way. 
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FIRST WISCONSIN BANK 
HOLDS ELECTIONS 


E new directors were elected at 

the annual meeting of the stock- 
holders of the First Wisconsin Na- 
tional bank, Milwaukee, Wisconsin. 

They are: C. W. Nash, president of 
the Nash Motors company, Kenosha. 
F. J. Sensenbrenner, first vice pres- 
jdent of the Kimberly-Clark company, 
Neenah. Oscar Greenwald, vice president 
and general manager of Gimbel brothers, 
Milwaukee. Charles 8. Pearce, vice 
president of the Palmolive company, 
Milwaukee. C. R. Messinger, vice pres- 
ident of the Chain Belt company, Mil- 
waukee. 

These directors were elected to fill 
vacancies caused by deaths and resigna- 
tions during the last three and a half 
years. 

The directors of the National bank 
made the following elections: 

Oliver C. Fuller was re-elected pres- 
ident, and Walter Kasten, H. O. Sey- 
mour, Edgar J. Hughes, Robert W. 
Baird, Henry Kloes, August W. Bogk, 
F. K. McPherson and George C. Dreher 
were re-elected vice presidents. A. G.. 
Casper, who is absent on sick leave, was 
elected assistant vice president, and 
August W. Bogk, in addition to his 
duties as vice president, was appointed 
to fill the position of cashier until the 
return of Mr. Casper. W. K. Adams 
and A. V. D. Clarkson were advanced 
from assistant vice presidents to vice 
presidents. ° 

The directors of the First Wisconsin 
Truss Company re-elected Oliver C. 
Fuller president of the company and 
Charles M. Morris. Walter Kasten, 
H. 0. Seymour and Robert W. Baird 
vice presidents. Clyde H. Fuller, for- 
merly secretary of the company was 
advanced from the position of secretary 
to that of vice president. W. I. Barth, 
formerly treasurer, was advanced to the 
position of secretary of the company. 

G. B. Lulman was re-elected trust 
officer and H. H. Hering, R. W. 
Janssen, G. H. Gillies and A. Waugh 
were elected assistant secretaries. P. 
0. Kannenberg was re-elected assistant 
treasurer, 

The directors of the First Wisconsin 
Company re-elected Oliver C. Fuller 
chairman of the board, and Mr. Robert 
W. Baird president. 


John C. Partridge, Walter Kasten 
and H. 0. Seymour were re-elected vice 
Presidents; George Patmythes, secre- 
tary, Hugh W. Grove, treasurer and 
Milton 0. Kaiser, assistant secretary, 
were all re-elected. 


J. G. Squires has been elected vice 
President of the Citizens’ State Bank 
of Chicago and E. Tessmer, cashier. 
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LONDON JOINT CITY AND 
MIDLAND BANK LIMITED 


CHAIRMAN: 
The Right Hon. R. McKENNA 
JOINT MANAGING DIRECTORS: 


FREDERICK HYDE 


Subscribed Capital 
Paid-up Capital - 
Reserve Fund- ~ 
Deposits (June 30th, 1922) 


EDGAR W. WOOLLEY 


- £38,117,103 
- 10,860,852 
- 10,860,852 
- 368,230,831 


HEAD OFFICE: 5, THREADNEEDLE STREET, LONDON, E.C.2 
OVER 1,600 OFFICES IN ENGLAND AND WALES 
OVERSEAS BRANCH : 65 & 66, OLD BROAD STREET, LONDON, E.C.2 
Atlantic Offices: ‘‘ Aquitania’’ ‘‘ Berengaria’’ ‘‘ Mauretania” 


AFFILIATIONS : 
BELFAST BANKING CO. LTD. » THE CLYDESDALE BANK LTD. 


OVER 110 OFFICES IN IRELAND 


OVER 170 OFFICES IN SCOTLAND 


THE LONDON CITY & MIDLAND EXECUTOR & TRUSTEE CO. LTD. 


” ESTABLISHED 1864 


CABLES “‘KREDITBOLAGET”’ . 


Skandinaviska _ 
Kreditaktiebolaget 


GOTHENBURG 


STOCKHOLM 


MALMO 
BRANCHES IN ALL PARTS OF SWEDEN 


| Paid-Up Capital & Reserves Kr. 182,000,00 


BANKING Business of Every Description Transacted. The 
Bank affords every facility for transactions between Scandi- 
navia and the United States. 


Equitable Eastern Elects 

At the regular meeting of the board 
of directors of the Equitable Eastern 
Banking Corporation a quarterly div- 
idend of 2 per cent was declared on the 
capital stock of the company, payable 
January 11th to stockholders of record 
December 26. The Equitable Eastern 
Banking Corporation, which is a sub- 
sidiary of the Equitable Trust Com- 
pany of New York conducting their 
foreign business, started in business on 
January 1, 1921, with a capitalization 
of $2,000,000 dollars and a surplus of 
$500,000. Its growth has been unusual. 
The Corporation’s statement of condition 
as of December 30, 1922, shows un- 
divided profits of $403,690, total capital, 
surplus and undivided profits amount to 
$2,903,690. 

Mr. Arthur W. Loasby, senior vice 
president of The Equitable Trust Com- 
pany of New York was elected a vice 
president of the Equitable Eastern Bank- 
ing Corporation at the same meeting. 
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Review of Bond Market 

The beginning of the year 1922 found 
the bond market somewhat dull, which 
apparently was a reaction from the 
large amount of new financing offered 
for public consumption during the 
latter months of 1921. During the early 
months of 1922 there was a marked fall- 
ing off in new issues, during which 
period the supply of investment funds 
gradually absorbed whatever securities 
were left on the shelves of dealers from 
the previous year. From this point on, 
up to the early fall months, bond prices 
advanced substantially with the excep- 
tion of a slight reaction during one or 
two of the summer months, and the 
flow of investment funds into the market 
apparently exceeded the large volume 
of new issues which were publicly 
offered during this period, included in 
which were railroad, public utility, cor- 
poration, municipal, foreign government 
and some foreign railroad ‘and indus- 
trial issues. 
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HOW BANW’S ACTIVITIES 
HAVE GROWN 


The gradual spread of a bank’s activ- 
ities, to include every class of financial 
service under one roof, is typified in 
the development of the National Bank 
of Commerce of St. Louis. This institu- 
tion, one of the largest in Missouri, 65 
years old, was founded originally as a 
commercial institution. Although today 
it is still primarily a commercial institu- 
tion, with 18,000 checking accounts, its 
departments include also _ savings, 
trust, foreign, investment banking and 
safety deposit. In a report to. stock- 
holders at the close of the year 1922, 
John G. Lonsdale, president, comments 
on various departments as follows: 

Savings Department 

“Just five years old, the growth of this 
department is not only up to expectations, 
but of such a nature as to be noteworthy 
among all savings institutions of the 
nation. The total deposits have reached 
over $8,000,000, with more than 50,000 
depositors. This is a growth of 5,000 
new customers and over a million and 
a half dollars in deposits for 1922. A 
Christmas Club has been inaugurated in 
this department. At the date of this 
report, over 4,900 accounts had been 
secured. 

Banks and Bankers 

“All that concerns the progress of the 

vast St. Louis trade territory commands 
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the interest of this big bank. We have 
truly lived up to our ambitions to be 
neighborly and associated in progress 
with the thousands of banks in the great 
Southwest who lend the vital financial 
services in their various communities. 
That our policy of helpfulness has been 
appreciated is indicated in the expansion 
of this type of business during the last 
year, the growth in deposits from such 
souree totalling over $5,000,000. 


Safe Deposit 

“This department, which in returns is 
especially remunerative, continued its 
rate of annual growth in what is con- 
sidered a more or less unfavorable year 
for this class of business, particularly 
with several new competitors in the 
field. We now have 6,000 boxes rented. 
We have available 8,800 boxes and will 
shortly reach our present capacity, an 
intense campaign for rental having just 
been inaugurated. When the Federal 
Reserve Bank ceases using a portion of 
the vaults, however, our full capacity 
can be increased to 22,000 boxes, one of 
the country’s largest safety deposit 
facilities. 

Bond Department 

“The bond department, now three years 
old, sold last year over $29,000,000 of 
high-grade investment bonds. Nearly 
all of these were distributed to individual 
investors and banks. The substantial 
suecess of the department is evidenced 


National Bank of New Zealand, Ltd. 
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be 
THE NEW HEAD OFFICE PREMISES, LONDON 


The Bank issues DRAFTS and LETTERS OF CREDIT, makes Telegraphic Transfers, opens Current Accounts, negoti- 
Receives Deposits of £50 and upwards for fixed peri 








by the material increase in returns. 
Likewise, marked progress has heey 
made in the perfection of internal 
organizational facilities and in the 
establishment of valuable departmental 
connections. The bond department js 
now thoroughly equipped to meet eyery 
investment need of yourself and your 
friends. 
Trust Department 

“Development of the fiduciary service 
has been such as to maintain by a safe 
margin our right to the distinction of 
having ‘the largest volume of. business 
of any trust department of a national 
bank in the United States.’ The very 
nature of this work makes its returns 
cumulative, and it is a pleasure to 
report that with the added facilities of 
larger quarters the last year, and under 
the direction of its widely experienced 
personnel, the progress has been highly 
satisfactory. 


Foreign Department 

“More than 4,000 correspondents in 
the principal trade centers of the world 
make this service of the National Bank 
of Commerce particularly outstanding, 
The volume of business has been good. 
As more orderly conditions retum 
abroad, this bank is especially well 
equipped with the oldest and largest of 
foreign departments in the city to serve 
as an effective auxiliary in foreign 


commerce.” 
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Big Merger in South 

One of the largest bank mergers ever 
occurring in the South took place in 
Atlanta January 2 with the consolida- 
tion of the Lowry National Bank and 
the Trust Company of Georgia. 

The new bank is called the Lowry 
Bank and Trust Company of Georgia, 
and has an invested capitalization of 
approximately $7,000,000. Thomas K. 
Glenn, former president of the Trust 
Company of Georgia, is president of 
the new institution and H. Warner 
Martim, formerly president of the 
Lowry National Bank, is vice president 
and executive manager of the banking 
department. : 

The personnel of the two institutions 
remains unchanged, and work will soon 
begin on remodelling the old Lowry 
Bank building to meet the needs of the 
new corporation. 

The Lowry National Bank was one 
of the oldest as well as the foremost 
banking institutions in the city, having 
been established by the late Col. Robert 
J. Lowry in 1861, when Atlanta was a 
village with 13,000 inhabitants. During 
the past year it has increased its de- 
posits by $5,000,000, having deposits 
totalling $18,000,000 and resources of 
approximately $21,000,000 at the time 
of the merger. 

The Trust Company of Georgia, 
established in 1893, figured in some of 
the most important financial operations 
ever conducted in the South. It was 
responsible for the consolidation of the 
Consolidated Street Railway Company 
and the Atlanta Railways in 1897; it 
was instrumental in organizing the 
Atlantic Ice & Coal Corporation—one 
of the largest establishments of its kind 
in the world—and it organized the 
syndicate which in 1919 purchased the 
Coca Cola Company from the Candlers 
with a capitalization of approximately 
$30,000,000. 

Thomas K. Glenn, who heads the new 
bank, has long been active in the bank- 
ing business). He was at one time 
secretary of the Consolidated Street 
Railway Company, vice president of 
the Georgia Railway and Electrie Com- 
pany, vice president of the Georgia 
Railway and Power Company and 
—_— of the Atlantic Steel Corpora- 
ion. 

H. Warner Martin, the new vice 
president, started with the Lowry Na- 
tonal Bank in 1901 as a collector—ad- 
vaneing to the presidency of that bank 
in 1921. He has been president of the 
Georgia Bankers Association, and vice 
President of the national bank section 
of the American Bankers Association. 


A. H. Gerdeman, cashier of the Las 
Vegas Savings Bank, Albuerque, New 
€xleo, was chosen to succeed Vincent 


Jones as president of the Chamber 
of Commerce. 
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On maps has man recorded progress 


To Columbus, whose voyages opened new visions of the world, 
America was forever India—the land of gold and rich eastern 
trade routes. Came Balboa, who discovered the Pacific. Came 


Magellan, whose expedition sailed way round the world. The 


map grew in consequence. 


Other explorers and colonizers—Raleigh, Marquette, Drake, 
John Smith—devoted their fortunes and lives to gaining knowledge 
and putting it into maps. But the job was not done. Man pushed 
on and on through the centuries, ever penetrating the unknown. 
Lewis and Clark, Livingstone,Stanley, Roosevelt, all conquered 
danger and contributed to the document that is. a map. 


The map is still being perfected, changing and growing with 
the accomplishments and discoveries of man. It must show all 
that these p¥oneers of exploration found and all that has happened 
since—new cities, railroads, highways, canals, steamship routes. 


A poor map is worse than useless, for it guides you and your 
thinking falsely. Make sure, therefore, that your map is up- 
to-date and scientifically exact. It will be if it is published 
by RAND M¢CNALLY & COMPANY. Whether wall map or pocket 
map, globe, atlas, school or commercial map— the RAND MENALLY 


is standard. When you buy, look for this name. 


guarantee of map perfection. 





It is your 


p MENaLiy & GomMPANY 


Map Headquarters 


Dept. P-18, 536 S. Clark Street, Chicago 


Branches: New York . . Philadelphia 


. « Washington . 


- Boston . . Buffalo 


Pittsburgh . . Cleveland . . Detroit . . St. Louis . . San Francisco . . Los Angeles 








Frank A. Alden, president of the 
Garfield Park State Savings Bank of 
Chicago has been elected president of 
the West Town Bankers Club; A. 8S. 
Helquist, vice president of the Liberty 
Trust and Savings Bank was elected 
vice president; Carl L. Jernberg, as- 
sistant cashier of the West Side Trust 
and Savings Bank, secretary-treasurer ; 
H. H. Baum, president of the Madison 
& Kedzie State Bank, a director and 
W. J. Rathje, president of the Mid- 
City Trust & Savings Bank, a di- 
rector. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


Thaddeus 8S. Dayton, for five years 
publicity manager of the Guaranty 
Trust Company of New York, and for 
nearly a year since then, New York 
City staff representative of the Phila- 
delphia Public Ledger’s Business News 
Section, has joined the organization of 
Edwin Bird Wilson, Ine., advertising 
agents, New York City. 


The Home Bank and Trust Company 
of Chicago has elected Robert A. 
Schiewer vice president and ‘Albert Low 
a director. 


STEEL INDUSTRY NEARLY 
TWICE AS ACTIVE AS 1921 


HE steel industry in 1922 ran at an 

average of about 65 per cent of 
capacity against 38 per cent in 1921. 
Prices of pig iron and steel products 
struck their lowest level in March, 1922. 
Soon after that, buying of steel revived. 
The railroads and the automobile and 
petroleum industries took more than 
normal amounts of steel during the 
year. The railroads ordered about 180,- 
000 cars and 2,500 locomotives. The 
automotive trade absorbed 10 per 
cent of total steel output and _ build- 
ing about 15 per cent. The steel 
fabricating shops made a new high 
record of monthly tonnage. Agri- 
cultural consumers took considerably 
less steel than they normally should. 
Steel exports were less than in 1921 and 
less than they were in 1913 and 1914. 
Export demand, according to the Iron 
Trade Review, should normally take 
13.43 per cent of total production. Last 
year it took only 7.82 per cent. The 
far eastern and Latin American markets 
together accounted for about 73 per 
cent of the steel exports. Only 10 per 
cent went to Europe. 

The sources of demand for steel in 
1922 promise equal fruitfulness this 
year. Agriculture, machinery and 
machine tools and exports should do 
better. The steel industry never sank 
to so low a level of output as it did in 
1921. Consumers of steel let their 
stocks diminish almost to the vanishing 
point before reordering. Iron and steel 
prices are not out of line with average 
commodity prices. By all the usual 
tests, therefore, the present level of steel 
output should be sustained through the 
hetter part of the year. 


Guaranty Trust Company of New 
York announces that it has been 
appointed trustee, as well as registrar 
and paying agent, under the Green En- 
gineering Company’s first mortgage 
dated as of Oct. 1, 1922, seeuring an 
authorized issue of $225,000 principal 
amount of first mortgage 7 per cent gold 
bonds dated Oct. 1, 1922, and maturing 
$75,000 face amount annually on Oct. 
1, 1924, 1925 and 1926. 
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A GREAT INDUSTRY 


Ec someone should propose to a group of very wealthy business men 
the investment of 20 billions of dollars in a going industrial operation, 
enormously active from a business point of view, and with certainty of 
continuance of activity, the first question to be asked after these con- 
siderations were established, would be what returns could be counted 
upon for the money invested. We cannot imagine that any such under- 
taking would be participated in by these capitalists unless the returns 
in net profit would show up to at least 6 per cent in lean years, with 
an opportunity of a very much larger return in other years. 


If it should be shown that the returns on this investment had sunken 
during two years of very great activity to only 3.47 per cent per annum 
on the 20 billions, that there was no certainty under even great industrial 
prosperity, that these returns would increase very much and that the 
limit of profit under the law was 534 per cent no matter how much the 
industry might earn, no sane captain of industry or owner of wealth 
would think of going into the enterprise. 


This great industrial operation actually exists. The aggregation 
is the railroad system of the United States. The valuation put upon it 
(much below its real worth) is 20 billions of dollars. It is one of the 
most stable investments in the country, except for one thing. Law and 
regulation have pounded down its earning power so that- today the 
returns are far below a figure which would attract the investor. The 
actual results for the last two years were an aggregate return of only 
3.47 per centeper annum. 


In the dozen or more years, just passed, the railroads of this coun- 
try, as a whole, rarely approached an average return of 534 per cent 
(the maximum limit now fixed by law) and in only one year, 1916, was 
this exceeded when 6.1 per cent was earned. These conditions are con- 
fiscatory. They must be abolished if railroad credit is to be established 
that will secure sufficient revenue to justify railroad expansion. There 
can be no expansion and improvement unless the railroads are given the 
ability to earn a fair return to investors and a surplus, besides, for 
emergencies—and are assured of such conditions. This alone will en- 
courage investors to put additional capital into the business.—Bache 


Review. 


Next Investment Bankers Convention 
to be Held in Washington 

The twelfth annual convention of the 
Investment Bankers Association of 
America will be held early next October 
in Washington, D. C., according to an 
announcement made today on behalf of 
the board of governors of the association. 

Preliminary arrangements for the 
annual gathering are now being made 
by the board of governors working. in 
co-operation with the Washington mem- 
bers of the association. The exact dates 
of the meeting at the national capital 
will be definitely fixed at the meeting of 
the board of governors to be held at 
White Sulphur Springs in May. At 
that time committees will also be chosen 
to arrange all of the details of the con- 
vention which is expected to be one of 
the most important in the history of 
the organization. 


Offering of Steelcraft Bond Issue 

It is reported that New York and 
Chicago Banking interests have pur 
chased from the Steeleraft Corporation 
of America, an issue of fifteen year 
First Mortgage 7 per cent bonds. The 
Steeleraft Corporation is well know 
through its subsidiaries—The Nation! — 
Safe Company of Cleveland, Stiffell & © 
Freeman Philadelphia, Howell, Field 7 
and Goddard New York, which have 
been established from 25 to 40 years 
The company manufactures and séls 
fireproof and burglar-proof bank and 
office building equipment. It has 
cently obtained a contract covering the 
metal clad doors and fire-proof tril- 
ming for the Shelton Hotel, a new 
thirty story building in New York 
City. Its service to financial institt 
tions is of long standing. 
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Vice-President 


INTEREST RATES ON 
GOVERNMENT BONDS 


ONEY rates in the metropolitan 

financial centers always dominate 
and govern the investment market. The 
bond market follows interest rates, and 
not vice versa. Every political and 
economic incident however obscure is 
theoretically reflected by interest rates. 
The rental value of money in the open 
market has a direct bearing and in- 
fluence upon the going-price of the Gov- 
ernment’s credit. No other factor plays 
any part at all provided the stability of 
the Government is not questioned. 


The constantly growing strength of 
the nation’s banking system indicates 
that the banks will not surrender their 
long-term Government investments for 
some time and certainly not until the 
Yield obtained from those bonds is con- 
siderably lower than at present. Conse- 
quently, we may reasonably expect to 
see banks accumulating a still larger 
amount of Government bonds than they 
tow possess.—C. F. Childs and Com- 
pany, 


_Frank H. Tinsley, resigns as pres- 
ident of the First Englewood State 
Bank of Chicago to become vice pres- 
ident of H. O. Stone & Co. Frank O. 
imney, formerly vice president of the 
Chicago Trust Company, has succeeded 
Mr. Tinsley as president of the Engle- 
wood bank 
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Investment Service for the Banker 


For many years this institution has been 
one of the largest holders of investment 
securities in the West, and its own require- 
ments have taught it the investment service 
needs of banks in general. 
department a trading department has been 
established which is designed to find markets 
for those who wish to sell, as well as buy. 


In the bond 





Bond Department 


ILLINOIS TRUST 
& SAVINGS BANK 


La Salle at Jackson-:: Chicago 


Roger K. Ballard 


Manager Bond Department 


Discount Corporation of New York 
Makes Fourth Annual Report 

The fourth annual report and balance 

sheet of the Discount Corporation of 


New York, recently published, is in-- 


teresting in that it reflects continued 
development of its business. 

After making provision for taxes, the 
net profits for the year were $548,428.24. 
Dividends at the rate of 6 per cent per 
annum, amounting to $300,000, were 
declared during the year, leaving $248,- 
428.24 to be added to the undivided 
profits account, which now stands at 
$1,258,054.95. The capital and surplus 
is $6,000,000. : 

The volume of business transacted 
during the year 1922 was somewhat in 
excess of 1921. The diminution of bus- 
iness in Bankers’ Acceptances was more 
than made up by greater activity in 
United States Treasury Certificates and 
Notes., With the improvement in for- 
eign trade already apparent, there is 
an inereasing volume of Bankers’ Ac- 
ceptances coming on the market. These 
are readily absorbed at current rates. 
In point of fact the rapid and satis- 
factory development of the New York 
discount market has greatly assisted the 
negotiability of dollar drafts in foreign 
exchange marts of the world. 


John W. Crawford and William T. 
Yale have been elected directors of the 
Queens County Savings Bank of Brook- 
lyn, New York. 
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Likewise, a statistical department has been 
established to report on any securities on 
which our clients desire information. In 
our purchases of bonds for our clients, we 
aim always to have in mind the needs of 
bankers as well as private investors, and in 
many other ways we aim to make our 
service valuable to our banking clients. 


‘of Italy. Mr. 
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F. W. Wurster, secretary-manager of 
the Security Building and Loan Asso- 
ciation, Stockton, California, has been 
chosen to succeed the late Dr. D. A. 
Wallace as a member of the advisory 
board of the local branch of the Bank 
Wurster ‘ig a former 
assistant manager of the Bank of Italy. 





















and bankers. 


Henry M. Ehrlicher vice president 
of the American National Bank of 
Pekin, Illinois for fifteen years, was 
elected president to succeed E. W. 
Wilson, who resigned. 

Dr. Wm. E. Schench was elected vice 
president; A. H. Purdie, cashier, was 
elected vice president; Ben P. Schenck, 
cashier and Irving M. Weimer, assistant 
cashier. 


Sam R. Lawder, cashier of the South- 
west National Bank of Dallas, Texas. 
has accepted a vice presidency of the 
First National Bank of Houston. The 
First National is one of the largest 
commercial banks of the southwest with 
a capitalization of $2,000,000. 


F inancing 
Essential Industries 


HE permanent 

of well established indus- 
trial corporations manufactur- 
ing essential products, by means 
of bond issues, constitutes one 
of the principal activities of 
our organization. 


We will be glad to outline 
our services to manufacturers 


Interviews for the discussion of 
details and terms may be 
arranged by communicating 
with either our Chicago or 
Milwaukee offices. 


Hyney, Emerson & Co. 
39 South La Salle Street » Chicago 


First National Bank Building 
Milwaukee, Wis. 


120 Burdick Arcade, Kalamazoo, Mich. 


financing 





Francis P.. MeGinty, vice president 
of the City National Bank of Utica, 
New York, has been elected a director, 
succeeding the late Frederick B. Rutter. 

Mr. McGinty entered the employ 
of the City National Bank in 1903 
as a messenger boy. In 1919 he 
was chosen cashier after serving as 
teller for several years. In February, 
1921 he was made vice president. 

Frank K. Hays, formerly assistant 
eashier of the Lake Shore Trust and 
Savings Bank of Chicago, has been 
elected cashier, taking the place of T. 
Philip Swift, who resigned. 

F. W. Rawson, chairman of the board 
of directors and William S. Kline, pres- 
ident, were re-elected. 
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Before Declaring Dividends 

In a bulletin issued by the state bank. 
ing department of the State of Wiscon. 
sin recently, the following provisions 
are laid down regarding the disbursi 
of profits in the form of dividends: 

“The period has arrived when directors 

of corporations give consideration to 
the profits which have accumulated 
during the current period. Naturally, 
if the year has been a prosperous one, 
and the affairs of the corporation are 
in such condition that it is justifiable 
they desire to make a distribution of 
portion of the profits in the form of 
dividends to stockholders. 
. Directors of a bank have a number 
of conditions which must be considered 
before they are justified in distributing 
the assets of the bank in the form of 
dividends. The Commissioner of Bank- 
ing directs attention of directors to the 
statutory provisions concerning the pay- 
ment of dividends, and to fully consider 
to carefully read this bulletin and the 
particular sections of the statutes relat- 
ing to-dividends, and to fully consider 
the condition of the bank before deelar- 
ing dividends. 

Sections 2024-40 and 2024-41 which 
appear in the new addition of the bank- 
ing law as department sections 109 and 
110, regulate the payment of dividends. 
Section 109 reads: 

“The board of directors of a bank 
may declare a dividend from so much 
of its net profits, after providing for 
all expenses, losses, interest and taxes 
accrued or due from said bank, as they 
shall deem expedient; but before any 
such dividend is declared not less than 
one-tenth of the net profits of the bank 
for the preceding half year, or for such 
period as is covered by the dividend, 
shall be carried to a surplus fund, until 
such surplus fund shall amount to 
twenty per cent of the capital stock. 
Any losses sustained by any bank in 
excess of its undivided profits may be 
charged to its surplus account, provided, 
that its surplus fund shall thereafter be 
reimbursed from its earnings, and no 
dividends shall be declared or paid by 
any such bank in excess of one-half of 
its net earnings until its surplus fund 
shall be fully restored to the amount 
required by law. 

“Tt is made the duty of the directors 
before voting the dividends to provide 
for all expenses, losses, interest and 
taxes accrued or due from said bank. 
It seems that in some banks the diree- 
tors do not clearly understand the 1- 
tention of this restriction placed upot 
the payment of dividends.” 


Rupert R. Beetham has tendered his 
resignation as president of the Fourth 
National Bank of Cadiz, Ohio. He has 
been choosen by Attorney General-elect 
C. C. Crabbe for a position in his office 
for two years. 
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VIEWS ON BROADENING 
INVESTMENT FIELD 


Prior to a recent meeting of the com- 
mittee on savings bank investments of 
the Savings Banks Association of the 
State of New York, a questionnaire was 
sent to member banks to determine their 
views on broadening the investment field 
by changing existing laws. The results 
were as follows: 

“Fifty-seven banks were sufficiently 
interested to reply. Twenty-five ex- 
pressed themselves as opposed to any 
change in investment laws.  Thirty- 
two are in favor of broadening the 
field. 

The bonds of certain public utility 
companies would be legalized by eight 
banks; seven banks suggested that rail- 
road equipment certificates should be 
added to the list; the limit on bond and 
mortgage investments would be raised 
from 65 to 75 per cent by four banks; 
Canadian provincial bonds were 
favored by three banks. Other sugges- 
tis for enlarging the field included 
eertain high-grade industrial bonds; 
certain railroad collateral bonds; certain 
preferred stocks like N. Y. Edison, 
Standard Oil and: U. S. Steel; federal 
farm loan bonds of all districts; addi- 
tional municipals. There was also the 
suggestion that the mortgage loan limit 
be reduced from 65 to 50 per cent; that 
savings banks be permitted to make 
time deposits in banks and trust com- 
panies; that collateral loans on time as 
well as demand might be made. 


The committee placed itself on record 
as in favor of broadening the scope of 
investments. However, no legislative 
action will be recommended for the 
coming session, inasmuch as the com- 
mitttee desires to give the question the 
most careful study before submitting 
any proposals to the groups for con- 
sideration. Clarence H. Kelsey, pres- 
ident of the Title Guaranty and Trust 
Company addressed the committee on 
the desirability of savings banks invest- 
ing in guaranteed mortgage certificates. 
The committee arranged to communicate 
with at least eight of the most prominent 
bond houses inviting them to submit 
a list of the best classes of public util- 
ities and railroad equipment certif- 
leates,” 

Excerpts from some letters on the 
subject from member banks follow: 


_“We are getting very nearly to our 
limit in mortgages and we all hold a 
tremendous amount of Liberty bonds 
Which have not many years to run and 
unless we can obtain something addi- 
tional, it is a puzzle to me what we will 
ever do with this money. I think that 
the time is coming when, if we are to 
Progress and hold our own, we must 
have an additional line of investments.” 

We should be permitted to purchase 




















a pledge of safety. 
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Among Those Owning: 


A Company is known by the stockholders it keeps. 


The American Teltphone & Telegraph Co., which 
derives most of its revenues from its investments in 
the Bell System, includes among its stockholders 
many of the big and conservative investors of the 
Nation, but it has also an army of small investors. 
It has more than 245,000 stockholders with an 
average holding of only about 26 shares. 


A lineman in Seattle; a supervisor in New Orleans; 
a night watchman in Boston; a clerk in Phila- - 
delphia—thousands of these telephone workers 
own stock in the System which they serve. 


This is a surety against inefficiency and waste. It is 


A.T.& T. pays 9% dividends on over $700,000,000 of stock out- 
standing. Today the stock can be bought in the open market 
to yield approximately 7%. Full information sent on request. 


“The People’s eS 


ELL TELEPHONE 
SECURITIES CO. Iu 


D.E. Houston, Pres. 











NEW YORK 





railroad bonds not secured by mortgage 
but secured wholly by deposit with 
trustees of bonds which we are per- 
mitted to purchase, providing the value 
of the bonds deposited as collateral is 
considerably greater than the amount 
of the collateral bonds. An example of 
what I mean is the issue of Chicago & 
Northwestern Railway Secured Gold 
6\%4s due March 1, 1936. These bonds 
are not at present legal for savings 
banks. The total authorized and out- 
standing issue amounts to $15,000,000 
and they are secured by the deposit of 
$18,000,000 General 5s of 1987 which 
are legal. The 6%s of 1936 are there- 
fore quite as sound an investment as the 
General 5s of 1987 and in some respects 
are more desirable than the General 
5s.” 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


American Public Service Co. Bonds 
Halsey, Stuart & Co, and A. B. 
Leach & Co., have purchased and are 
offering at 93% and interest, yielding 
about 6.60 per cent, a block of Amer- 
ican Public Service Company First 
Lien 6 per cent bonds, due December 1, 
1942. The bonds are secured by a first 
lien on all outstanding bonds and capital 
stocks (except directors’ qualifying 
shares) of its subsidiary companies, 
which provide one or more forms of 
public utility service to 46 communities 
in eastern Oklahoma and central and 
eastern Texas. Earnings for the twelve 
months ended November 30, 1922 were 
reported as follows: Gross, $2,913,523; 
net, $1,092,616; annual interest require- 
ments on outstanding First Lien Bonds 
and Collateral Gold Notes, $449,192. 
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Foreign Remittances 


are made promptly and accurately 
through the mediation of 


Riesnl Nachod & Kuhne 
and their correspondents throughout the world. 


We are especially equipped through experience and organi- 
zation to render a complete Foreign Exchange Service to 
American Banks, Bankers, business men and travelers. 


Foreign Exchange 





Travel Checks 


Letters of Credit 


Knauth,Nachod & Kuhne 


120 Broadway, New York 
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than 50 leading cities. 


CHICAGO 
SAN FRANCISCO 
MONTREAL 


i 


Hibernia Publicity Manager ~ 

The Hibernia Bank & Trust Com- 
pany has announced the promotion of 
William B. Wisdom to publicity man- 
ager of the institution. Mr. Wisdom 
entered the employ of the bank in 
August 1921 and has been a member of 
the advertising staff since January 1922. 

Mr. Wisdom succeeds William Edward 
Brown, who has been promoted to the 
sales force of the Hibernia Securities 
Company, Ince. 


E. M. Stark was elected president of 
the First National Bank of Hemet, Cali- 
fornia: John E. King, vice president 
and W. N. Bender, cashier. All di- 
rectors were re-elected with the excep- 
tion of E. J. Cranston, who was suc- 
eeeded by F. M. Stark. 


distributors of high-grade securities: Bonds, Short Term 
Notes and Acceptances. Correspondent Offices in more 


Bankers of this section are invited to use National 


City Company service through one of our following 
conveniently located correspondent offices. 


BOSTON 


LONDON 
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World-wide 


PHILADELPHIA 
NEW ORLEANS 
TOKIO 
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D. H. Bethard, president of the Jobst- 
Bethard Company of Peoria, Illinois, 
has been elected trustee and director of 
the First Trust and Savings Bank of 
Peoria. Mr. Bethard was also elected 
a director of the First National Bank 
recently. 


Merle S. Barber, Pittsfield, Illinois, 
has been elected assistant state bank ex- 
aminer. Mr. Barber has just completed 
a term as county treasurer and prior 
to that had held a position in the First 
National Bank of Pittsfield. 


A. C. Bell, president of the Citizens 
State Bank of Houston, Texas, resigns 
as the head of the bank, of which he was 
president for four years, the time the 
bank was organized. 


Change Form of Titles 

At the First National Bank in St. 
Louis, by a change in the by-laws, the 
title of executive manager ‘has beg 
dropped, and the office of Chairman 
of the Board created. President F. 0, 
Watts explained that the form of op. 
ganization which was adopted as , 
matter of expediency at the time of the 
consolidation of the three banks is no 
longer necessary, and the change noy 
announced merely gives the organiza. 
tion the form commonly used by banks, 
N. A. MeMillan, formerly executive 
manager, becomes chairman of the 
board, and F. O. Watts, president, 
All other officers were re-elected. 


Chas. E. Bascom, secretary and treas. 
urer of the Broderick & Bascom Rope 
Company, was elected to fill the vacaney 
in the board of directors made by the 
retirement of J. D. Bascom, his father, 
a director of the bank for many year, 
who is now making a trip around the 
world. 


J. D. Freund of Cole Camp, Missoun, 
cashier of the Citizens’ Bank, was ap- 
pointed state bank examiner. 


Thomas Claude has been elected a vice 
president of the Greenwich Bank of 
New York City and will be in charge 
as vice president and manager at the 
18th Street branch of the bank in Man 
hattan. Mr. Meeks is only thirty-two 
years old and is one of the youngest 
bank vice presidents in the city. He 
has been with the bank for fifteen year, 
having begun as an office boy. 


W. G. Shuham, for many years cash- 
ier of the First National Bank of Waits 
burg, Washington, has been lected 
cashier of the Baker Boyer Natioml 
Bank, Walla Walla, Washington. N.4 
Davis recently re-elected cashier, WS FF 
promoted to the position of vice pre F- 
ident to sueceed the late H. H. Turner. 


William M. Zeller, president of th 
Citizens National Bank of Brad 
Indiana, has resigned and is succeeded i 
Thomas H. McCrea, who has been vit 
president of the bank since its organia 
tion. The other officers are : John 
Brown, vice president, John A. Ro¥, 
cashier and E. W. Morgan, assistal! @ 
cashier. mn 


The Lake Shore Trust & Saving — 


Bank, Chicago, has elected two ne¥ P 
directors. They are: Stanley H. Bar 
rows, president of the National Kalle 
stone Company and A. M. MeConne, 
president of the Central Scientific Com 


pany. 


The South Bend State Bank, South 
Bend, Indiana, increased its eapitsl 
from $50,000 to $100,000. 
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ST. LOUIS UNION TRUST 
ELECTS NEW OFFICERS 


T the January meeting of the board 
A of airectors of the St. Louis Union 
Trust Company, the following officers 
were elected: John F. Shepley, chairman 
of the board; Isaac H. Orr, president; 
Robert S. Brookings, James H. Grover 
and Arthur H. Burg, vice president; 
George G. Chase, trust officer; L. C. 
Post, Warren McGinnis, Hugh B. Rose 
and Edward G. Grubb, Jr., assistant 
trust officers; Alexander Hamilton, 
treasurer; J. S. Walker, assistant treas- 
urer; Wallis G. Rowe, secretary; Wm. 
F. Haines and Geo. M. Pyle, assistant 
secretaries. 

Mr. John F. Shepley, former pres- 
ident of the St. Louis Union Trust 
Company, was elected chairman of the 
board to succeed N. A. MeMillan, who 
was recently made chairman of the 
board of the First National Bank, an 
affiliated institution. 

Mr. Issac H. Orr, the newly elected 
president of the St. Louis Union Trust 
Company was for a number of years 
senior vice president. Mr. Orr as a 
young lawyer, nearly 30 years ago, 
accepted a position as trust officer of 
the St. Louis Union Trust Company. 
He was the first person in Missouri to 
hold such a position. Both the office 
and the business relating thereto were 
new in this vicinity and required a 
large amount of original work to develop 
trust business for a corporation. During 
all these years he has had the satisfac- 
tion of seeing the trust business of his 
company grow to be one of the largest 
in the country. 


Mr. Orr has always taken an active 
interest in trust company matters gen- 
erally. He was present and assisted 
Breckinbridge Jones in the organ- 
ization of the trust company section of 
the American Bankers’ Association, and 
has served many times on its important 
committees. He also assisted in the 
organization and became the first pres- 
ident of the Trust Officers’ Association 
of St. Louis. 

While Mr. Orr has devoted his life to 
the development of the Trust Company 
business, at the same time he has been 
interested in many other enterprises. 
He is at present a director in a number 
of corporations including the follow- 
ing: Brown Shoe Company, American 
Automobile Ins. Co., Blanke-Wenneker 
Candy Co., Monward Realty Company, 
Income Leasehold Company. 

Mr. Edward G. Grubb, Jr., who was 
elected assistant trust officer, was 
formerly assistant in the probate de- 
partment, and Mr. Geo. M. Pyle, who 
was elected assistant secretary, was 
formerly an attorney in the trust de- 
partment. 


Mr. Alexander Hamilton, newly 
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elected treasurer, was formerly as- 
sistant trust officer and Mr. Wallis G. 
Rowe, the newly elected secretary, was 
formerly assistant secretary. 


George J. Rush, junior vice president 
has been appointed superintendent of 
branches for Los Angeles of the Pacific- 
Southwest Trust and Savings Bank of 
Los Angeles, California. 

There now are more than twenty-five 
branches in the city. 


Clarence E. Linz, prominent Dallas 
financier and business man, has been 
appointed a class C director of the 
Federal Reserve Bank of the Eleventh 
Federal Reserve district of Dallas, 
Texas, to fill the unexpired term of the 


late Judge Ramsey, which terminates 


Vecember 31, 1923. 


‘ 


The Merchants Loan and Trust Com- 
pany of Chicago at its last annual meet- 
ing of stockholders re-elected the di- 
rectors and officers. 


Henry C. Coke has been elected chair- 
man of the board of directors of the 
American Exchange National Bank, 
Dallas, Texas, succeeding Royal A. 
Ferris, who resigned. 


Selden B. Crary, cashier of the Iron 
National Bank of Milwaukee, Wiscon- 
sin, since its organization in 1919, has 
resigned. He will be succeeded by R. 
F. Burrell of the First National Bank 
of Minneapolis. 

The Garfield Park State Bank of 
Chieago has increased its capital stock 
from $200,000 to $300,000. 
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Chicago Federal Reserve Directors 

The Chicago Federal Reserve Bank 
reports that the following were elected 
directors to serve three years from 
January 1, 1923: Class A—Group Two, 
Charles H. MeNider, Mason City, Iowa; 
Class B—Group One, Stanford T. 
Crapo, Detroit, Michigan. 

The following have been appointed by 
the Federal Reserve Board to serve as 
Class C directors for the same term: 
Chicago, F. C. Ball, Muncie, Indiana; 
St. Louis, C. P. J. Mooney, Memphis, 
Tennessee. Federal Reserve Agents 
Wm. A. Heath, Chicago and Wm. 
McC. Martin, St. Louis, have been des- 
ignated to succeed themselves for the 
ensuing year. 


At the annual meeting of the stock- 
holders of the Guaranty Trust Com- 
pany of New York held on January 17, 
1923, the following directors were re- 
elected to serve for three years: A. C. 
Bedford, Edward J. Berwind, Marshall 
Field, Eugene G. Grace, Albert H. 
Harris, Frederic A. Juilliard, Thomas 
W. Lamont, William C. Lane, Charles 
A. Peabody and Edward R. Stettinius. 

At the annual meeting of the board 
of directors, held immediately follow- 
ing the meeting of the stockholders, the 
officers of the company were re-elected 
for the ensuing year. 


New Orleans 
IV 


Cotton 


The storage facilities offered by the 
modern New Orleans Public Cotton 
Warehouse, (capacity 320,000 bales) 
coupled with the low insurance rate 
make it possible to store cotton tem- 
porarily, until such time asit can be 
marketed. Bankable warehouse re- 
ceipts therefor are negotiable in 
financial circles all over the world. 


Hibernia Bank & Trust Co. 
New Orleans, U.S. A, 





John B. H. Dunn Elected 

At the annual meeting of the stock- 
holders of The National Bank of Bal- 
timore, John B. H. Dunn, one of Bal- 
timore’s best known bankers, was elected 
vice president and director of the institu- 
tion. Until recently he was identified 
with The Merchants National Bank as 





JOHN B. H. DUNN 


vice president where in 1892 he started 
as runner. He is also a director of the 
Savings Bank of Baltimore, having suc- 
ceeded the late Douglas H. Thomas, and 
is treasurer of the Export and Import 
Board of Trade and of the Family Wel- 
fare Association. Mr. Dunn comes to 
the National Bank of Baltimore with 
31 years of banking experience. 


William L. Webster was elected a 
member of the board of directors of 
the Union National Bank of Schenectady, 
New_York. 

Mr. Webster is a graduate of Wash- 
ington and Lee University, a member 
of the Mohawk Club and Mohawk Golf 
Club, and president of the ‘Webster 
Motor Sales Corporation. 

During the world war, he served 
twenty-two months as captain of the in- 
fantry and in the motor transport corps. 


Dr. W. H. Daniel has been elected 
president of the People’s Bank of 
McEwen, Tennessee, to succeed J. J. 
Slonecker, who resigned. 


Chicago Bank Holds Elections 

J. Fletcher Farrell has been elected g 
member of the board of directors of the 
Continental and Commercial National 
Bank. Mr. Farrell is vice president of 
the Sinclair Consolidated Oil Co., was 
formerly connected with the Third Na. 
tional Bank of St. Louis and was, 
vice president with the Fort Dearbom 
National Bank of Chicago. Prior t 
entering the financial field Mr. Farrel 
was assistant state treasurer of Mi: 
souri. Edward F.. Carry, president o 
the Pullman Co., and a member of the 
board of the National Bank, has als 
been elected a director of the Conti. 
nental and Commercial Trust and Say. 
ings Bank. 

C. A. Birdsall and A. J. Stilwell were 
elected assistant cashiers. Both of these 
men come from the new business de. 
partment of the bank.: 

Wm. G. Mackintosh, who was fora 
long time in active charge of the foreign 
department as assistant manager, was 
appointed manager. 

E. D. Brooks, of the bond depart 
ment, was made manager of sales, ané 
Ray L. Junod and George A. Waldorf 
assistant managers of the department. 


Chemical National Election 
At a recent meeting of the Board of 
Directors of the Chemical National Bank 
of New York, the following officers were 

elected : ; 
President: Perey H. Johnston; first 
vice president: Edwin S. Schenck; viee 
presidents: Frank K. Houston, Clifford 
P. Hunt, Isaac B. Kopper, Jesse M. 
Smith, Wilbur F. Crook, Rumsey W. 
Scott, Samuel T. Jones, N. Baxter Jack- 
son, Robert D. Scott; assistant vit 
presidents: James L. Parson, Jame 
MeAllister, Charles Cason, Harrod ¢. 
Newland; cashier: Samuel Shaw, Jr; 
comptroller: Clifford R. Dunham; 


assistant cashiers: John G. Schmelz, | 


John B. Dodd, Harry L. Barton, 


Francis J. Yates, Albert Quackenbush, | 
trust § 


Chester Morrison, Paul Tate; 
officer: Ernest J. Waterman, assistant 
trust officer: Stephen L. Jenkinson; 
manager foreign department: Robert 
B. Raymond; assistant managers foreig2 
department: Henry M. Rogers and 
Herbert I. Sayers. 


The Union Trust Company of 
Bayonne, New Jersey has leased the 
store next to its present office to make 
larger banking quarters. 
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HIBERNIA BANK PROMOTES 
MEN FROM RANKS 
SEVERAL promotions, authorized at 

the regular annual meeting of the 
poard of directors of the Hibernia Bank 
& Trust Company, have been announced 
by the bank. James H. Kepper, for 
several years cashier of the bank, has 
been elected a vice president, and Wil- 
liam B. Machado, formerly senior as- 
sistant cashier, has been elected cashier. 





JAMES H. KEPPER 


A. new office, namely that of assistant 
vice president was created by the board, 
R. C. Fitzgerald, heretofore assistant 
cashier, and G. L. Woolley, formerly 
manager of the credit department, were 
both given this new title. F. J. Swain, 
auditor of the bank, and E. F. LeBreton, 
manager of the Decatur Street branch, 





W. B. MACHADO 


were both elected assistant cashiers. 
A. P. Smith, Jr., who has been asso- 
ciated with the trust department for 
Several years, has been elected an as- 
sistant trust officer. 


“THE officers in charge of our Banks and 
Bankers Department have served the bank- 
ers of this country for many years and have 
developed a highly specialized Department. 


The services of this Department and the advice of the Officers 
in charge of it are at the disposal of our correspondents. 


She NATIONAL (ITY RANK 
of CHICAGO 


DAVID R. FORGAN, President 


Banks and Bankers Dep Bankers Department , 
FRED A CRANDALL, Vice President 


S. P. JOHNSON, Assistant Cashier 


Chicago Bank Re-elects Directors 

At the annual stockholders meeting 
of the Lake Shore Trust and Savings 
Bank, Chicago, the following directors 
were re-elected: Sheldon Clark, vice 
president Sinclair Refining Company; 
John B. Drake, vice president The 
Drake Hotel Company; C. B. Hazle- 
wood, vice president Union Trust Com- 
pany; William V. Kelley, president 
Miehle Printing Press & Mfg. Co.; Mellen 
C. Martin of McCormick, Kirkland, Pat- 
terson and Fleming; Col. Robert R. 
McCormick, president and _ treasurer 
The Chicago Tribune; Arthur Meeker, 
vice president Armour & Company; 
Frederick H. Rawson, president Union 
Trust Company; Edward F. Swift, 
vice president Swift & Company; S. E. 
Thomason, business manager The Chi- 
eago Tribune; Bertram M. Winston, 
Winston & Company, Wm. S. Kline. 

Two new directors, Stanley H. Bar- 
rows, president National Kellastone 
Company, and A. H. McConnell, pres- 
ident Central Scientific Company, were 
elected. 

The progress during the past year 
has been characterized by a steady in- 
erease in the number of depositors 
which have been more than doubled, 
and by an increase in deposits of $1,- 
512,126.23. 


F. W. A. Vesper, president of the 
Vesper-Buick Auto Company, and pres- 
ident of the St. Louis Chamber of Com- 
merce, was elected a director of the Na- 
tional Bank of Commerce at the annual 
meeting of stockholders. 

Other directors re-elected for the year 
are as follows: Sigmond Baer, W. 
Frank Carter, L. Wade Childress, W. 
B. Cowen, J. C. Doneghy, E. A. Faust, 
W. L. Henfingway, John G. Lonsdale, 


F. August Luyties, Carl F. G. Meyer, © 


N. L. Moffitt, Charles Rebstock, David 
Sommers and John B. Strauch. 


R. V. KELLEY, Assistant Cashier 





Midland National Adds to Directorate 

Charles B. Mills, president, Midland 
National Bank, Minneapolis, Minnesota, 
announces the election to the directorate 
of the bank of the following new mem-. 
bers: J. P. Bruer, formerly president 
Minneapolis National Bank; E. E. 





J. K. CORNELYSEN 


Ellertson, James T. Hazard, and Willis 
C. Helm. 

Annnouncement is also made of the 
appointment of J. K. Cornelysen, 
formerly auditor, to the position of 
assistant cashier. Mr. Cornelysen was 
formerly examiner with the State Bank- 
ing Department of South Dakota. 


Woman Officer Elected 

Emilie N. Plack of Norfolk, Virginia, 
has been elected vice president of The 
Morris Plan Bank of that city—the 
oldest of the Morris Plan banks and 
companies now in successful operation 
in over 100 cities. Mrs. Plack retains the 
position of cashier, which ‘she has held 
for several years before her promotion. 
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BANKS IN HOUSTON 
GROWING STEADILY 


HE First National will build a nine 

story addition to its building; the 
South Texas Commercial National during 
the year completed a wing on either side 
of its banking house, doubling its floor 
space; the Union National is expanding 
into basement quarters of its building; 
the Lumberman’s National has an- 
nounced that it will move into larger 
quarters in the Carter building; the 
State National Bank is now erecting its 
own building; the Guaranty National 
will remodel a building on Main Street 
and move there; the National Bank of 
Commerce has bought the building ad- 
joining its present quarters, which will 
give them a 100 foot frontage on Main 
Street and 160 feet on Rusk Street. 


The Farmers Bank at Concordia, Mis- 
souri, will build a new bank building 
this summer on a location 60x130 feet. 
The bank contemplates using up the 
whole 60 foot frontage about 70 feet 
deep, 40 feet for the bank and the other 
for a store building. The building is to 
be two stories high with a full basement 
under the whole. building and modern 
in every way. 


A new three story bank and office 
building has been planned for the 
Mechanics and Metals National Bank of 
New York City. G. E. Matthews, 
architect, estimates the cost at $150,000. 


The State and City Bank and Trust 
Company, Richmond, Virginia, is pre- 
paring plans for a completely equipped 
branch banking house. This will be 
known as the North Side branch. Con- 
struction work will be started as soon 
as the contract has been awarded. 
Hubbard S. Lafoon is manager of the 
North Side branch. 


Work of wrecking the property on 
the site of the new Commercial Bank- 
ing and Trust Company, Sandusky, 
Ohio, has been started, and the banking 
company expects to have the building 


completed by next Thanksgiving day. 


‘The building will cost $150,000. 


Architects have been engaged to draw 
plans for the new bank of the Broad 
Street Bank of Richmond, Virginia. 
The structure will be three stories. 
Work will be started in the near future. 
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1922 A Major Construction Year 

The year 1922 ran nearly true to form 
as a year of recovery. It is natural 
and usual for war and depression to 
be followed by constructive activity. 
Building, railroad orders for cars and 
equipment, public utility projects and 
concrete road construction applied a 
strong stimulus to depressed business. 
The conditions from the middle of 1921 
through 1922 were favorable to these 
developments. The need for construc- 
tion was self-evident, capital was avail- 
able at low rates, prices of materials 
had come down to fairly reasonable 
levels. The fact that wages remained 
relatively high did not check construc- 
tion in 1922. The adverse effect of high 
labor costs will come after the edge is 
off of the demand for new construction. 


Plans are being drawn for a brick 
and stone bank building at Flatbush 
and Church avenues, Brooklyn, New 
York, for the Peoples Trust Company. 


Alterations will be made to the 
Mechanics Bank, 26th Ward Branch, 
Brooklyn, New York. 


The Community Trust Company of 
Philadelphia, Pennsylvania, will re- 
model its building. It will be one story 
high with a mezzanine floor. 


The Fidelity Savings Bank of Mar- 
shalltown, Pennsylvania, is planning to 
erect a new building. 


The Security National Bank of St. 
Louis, Missouri, is planning a small 
addition to cost $5,000. 


A bank and office building two stories 
high to cost $25,000 will be erected by 
the Union State Bank, Beatrice, Ne- 
braska. 


Plans are being drawn for the erec- 
tion of a two-story bank and store 
building to cost $15,000 for the Bank 
of Hickman, Hickman, Tennessee. 


The banking room of the Farmers 
National Bank, Freeport, Pennsylvania, 
will be remodeled at a cost $50,000. 


A new bank is contemplated for the 
Kings County Savings Bank of 
Brooklyn, New York. 


Contract has been let for the eon. 
struction of a new building for the 
Pine National Bank, Goshen, New York, 


The Citizens State Bank, Loyal, Wis. 
consin, has recently opened its new 
banking quarters. The new building js 
one of the most elaborately equipped 
buildings of its size in the state. It is 
of brick, tile and cement construction 
and is two stories in height, with base. 
ment. An interesting feature is that 
the basement of the building is fitted up 
as a community meeting room and 
public library. Shower baths for em- 
ployes of the bank have also been 
provided. 


Additions will be made to the bank 
and office building of the America 
Trust and Savings Bank, Richmond, 
Indiana to cost $50,000. 


A rear addition will be made to the 
First National Bank of Centerville, 
Towa. 


The building of the First National 
Bank of Denison, Iowa, will be re 
modeled at a cost of $6,000. 


A new bank, store, office and apart- 
ment building will be erected on the 
corner of Cottage Grove Avenue and 
79th Street, Chicago. It will be three 
stories high and will cost $250,000. 


Sketches are being made for the con- 
struction of a bank and office building 
for the Proviso State Bank of May- 
wood, Illinois, which will be two stories 
high. 


A new bank room will be remodeled 
from a hotel for the First National 
Bank, Trafford, Pennsylvania. This 
work will cost $35,000. 


The First National Bank of Pearl 
River, New York, will erect a new bank 
building. It will be a brick and stone 
structure. 


The State Bank of Goshen, Indiana, 
purchased property for a sum of $22; 
500 for the erection of a new banking 
house. The new plan of the bank will 
cost about $50,000 and it is planned 
to have the building completed during 
1923. 
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TWENTY YEARS 
EXPERIENCE 


BANK DESIGNING . 


MODERN BANKING ROOMS AT 
INTERESTING PRICES 





WE PLEASE AND DO NOT USE 
UP THE SURPLUS OR 
CAPITAL EITHER 









FIRST NATIONAL BANK 


RICHMOND, IND. WRITE US IF CONTEMPLATING 


BUILDING OR. REMODELING 


ey 
Plans for the opening of a Community The Woodlawn Trust and Savings Two Lewiston Banks Combine 
il Diseount Company in Lancaster, Penn- Bank, Chicago, Illinois, recently moved The Bank of Fergus County, a state 
a sylvania are rapidly taking shape. The into its new home. This is the third bank, and the First National Bank of 
institution will lend money in amounts home of the bank, which was established Lewiston, Montana, have consolidated 
up to $300 to worthy persons at a_ in 1893. The basement and main floor and is now known as the First National 
t reasonable rate of interest and allow the of the new structure, a four-story affair, Bank of Fergus County, and will oceupy 
“ loans and interest to be paid on a weekly will be used exclusively for bank bus- the present quarters of the Bank of 
id plan. iness. In the basement is the largest Fergus County in the Montana building. 
e Ee In all cities where these institutions vault outside of the loop. The three W. J. Johnson, president of the First 
' have been organized they have proved upper floors will be devoted to offices. National, is the president of the new 
f wonderful help to persons needing ~ Charles M. Poague is chairman of the institution. P. J. Osweiler, cashier; | 
n- ‘ small amounts of money, because of the board; Arthur W. Tobias, president; - T. T. Taylor, vice president of the Bank 
fact that the loan and interest can be John W. Watson, vice president and of Fergus and T. C. Sherman, vice 
. . paid on small weekly payments extend- cashier; Oscar F. Ecklund, vice pres- president of the First National, become 
is ing over a period of fifty weeks. For jdent and Theodore Jessup, assistant Vice presidents ; J. L. Steinbarger, 
example, a loan of $100 can be paid in  ¢ashier. cashier of the First National, becomes 
fifty payments of $2.20 each which in- The bank is one of the largest out- cashier, with Arthur Weirick of the 
led eludes the interest. lying institutions in the city in point of on on and : : ae of = 
wl _ Lancaster will be the fourteenth city deposits which total $6,954,000. The saan ae ’ “I an a “wr = e 
his in Pennsylvania to organize such a com- capital is $400,000 and the surplus an orate 1S made up ol 0 irectors 
pany. $100,000. rom both banks. , 

. The deposits of the consolidated bank 
atl The Reliance State Bank of Chicago The new West Madison State Bank oS aaa = yo 
wk has elected a new director, Victor S. of Chicago has opened its new building aaiiias th f the half d 1 : 

Johnson d two assistant cashiers Madison Street. The rapes: Aeecand” oe 
one si » at 4011 West financial institutions in Montana. 

Henry J. Kehres and Harry E. Koeber. hank is capitalized at $200,000 and 

Walter Gradle and Philip V. Bright carries a surplus of $40,000. Thomas The following have been elected direc- 
ina, a ee we irectorate. & eetteaes i president, = nry A. tors of both the Phoenix National Bank 
09, Newberg, vice president and Walter A. and the Phoenix Savings Bank and 
ing The Berrien County Bank of Benton Blumthal, cashier. Trust Company of Phoenix, California: 
will Harbor, Michigan will soon begin re- —_—_ L. H. Chalmers, C. D. Dorris, J. S. 
ned modeling operations. Plans for the new The Union National Bank of San Douglas, E. E. Ellinwood, W. S. 
ring quarters have been received and Diego, California, is considering moving Humbert, H. J. McClung 4nd John H. 


































‘bids are being taken. 


C.C. & E. A. WEBER 


ARCHITECTS & SUPERINTENDENTS 
INGALLS BLDG., CINCINNATI, O. 


into new and larger quarters. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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Work on remodeling the State Bank 
of Orion, Illinois, will be started in the 
early part of March. An entire new 
front of brick and stone will be made. 
The interior will also be completely re- 
arranged with: marble flooring, marble 
wainscoting, counters, lobby desks and 
waiting rooms, and complete new fix- 
tures will be installed. 


One hundred thousand dollars will be 
spent in the erection of a three story 
bank building in Terre Haute, Indiana. 


For granite is the noblest of building stone. 
granite is yours for the asking. 


Send for it now. 


National Building Granite Quarries Association, Inc. 
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Gloucester Safe Deposit & Trust Co. 
Ezra Phillips, Arch, 


A Granite Bank 
For Men of Granite 


ee fishermen are men of granité. Brave 
men in a dangerous calling. 

the ocean's roar on a granite shore. 
founded on courage and strength; into their very ships 
they build the granite of their being. 
natural thana bank of granite to safeguard their earnings. 


They are cradled to 
Their lives are 
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31 State Street, Boston, Mass. 
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The Bank of Alameda, California, 
opened its remodeled quarters to vis- 
itors for inspection last month. Hun- 
dreds visited the bank and viewed the 
marble finished lobby, the spacious 
burglar proof vault, the consultation 
rooms, ladies’ rest room, directors’ 
quarters and the new departments of 
the bank. 

The bank was organized in 1878 with 
one clerk. Today the bank has twenty- 
eight employes. The present assets of 
the bank have grown to $6,696,943.37. 


A new bank and office building jp 
Ottumwa, Iowa, is contemplated to cost 
from $20,000 to $30,000. It will be of 
brick and steel construction. 


The People’s Bank of Jackson, Ten. 
nessee, will enlarge its present bank 
house and will during the year erect an 
eight story building on the lot of its 
present location. 


An addition to the Union National 
Bank of New Brighton, Pennsylvania 
will be made, for which plans are now 
being drawn. 


The new building for the Jefferson 
County Savings Bank of Utica, New 
York, is expected to be completed soon, 


The Texas Bank and Trust Company 
of Galveston, Texas, will erect in the 
near future a skyscraper bank and 
office building. It will be eleven stories 
high.. The bank will provide facilities 
for its customers superior to any in the 
South at this time, and will have vault 
accommodations and a safety deposit 
department equal to anything in the 
big banks in the North. It will al 
have three elevators. The bank wil 
occupy the second floor, ten feet from 
the sidewalk. 


The Cloverland State Bank of Marsb- 
field, Wisconsin, has taken possession of 
its new building. The opening evening 
children and grown-ups were presented 
with a souvenir. Visitors were also 
shown through the lobby, offices and va- 


‘rious departments of the new bank by 


the employes, who also explained the me- 
chanism of the vaults and guided the 
visitors through the rest room and: diree- 
tors’ rooms. 


Figures compiled by the department 
during November indicate that an ab- 
normal movement of population from 
farms to towns is taking place. 


The Wells-Dickey Company of 

Chicago have moved their offices to 
678 Continental and Commercial Bank 
building. It was necessary for them te 
move into larger quarters on accoutt 
of the increasing business. They are 4 
branch of the Minneapolis, Minnesota, 
office. —— 
By an order recently issued the Union 
State Bank at Frankfort Heights, Illi- 
nois becomes a qualified depository for 
postal savings, and is now one of the 
state banks in Illinois that bears this 
distinction. 


The Carolina National Bank of Av- 
derson, South Carolina, has moved into 
its new quarters, which were formerly 
occupied by the Farmers and Merchants 
Bank. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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Work has been started on the new 
puilding of the Dickinson State Bank 
of Dickinson, Texas, which will be a one 
story fire proof structure. 


The addition which was built to the 
Union National Bank of New Castle, 
‘Pennsylvania, is now being occupied by 
L. M. Buchanan, real estate and insur- 
ance agent. The addition is about 
twenty-five feet square and was built 
to the rear of the bank. 


At the annual meeting of the directors 
of the State Bank of Freeport, Illinois, 
the following officers "were elected: H. 
H. Antrim, president; J. Fred Smith, 
vice president; O. W. Dorman, cashier; 
W. C. Pfeder, F. H. Altemeier and 
Max Antrim, assistant cashiers. 


The First National Bank of Ventura, 
California, has elected the following di- 
rectors: Felix Ewing, Joseph M. Arga- 
brite, Thomas S. Newby, James P. 
Rasmussen and Thomas W. Neel. 


Miss Mary Rutherford has been 
elected assistant cashier of the First 
National Bank of Santa Maria, Califor- 
nia. Other officers are: A. MeNeil, 
president, John Houk, vice president, 
R. E. Easton, vice president and secre- 
tary and KE. H. Gibson, cashier. 


PUBLISHED IN 
MARCH and 
SEPTEMBER 


RAND MSNALLY 


A New Chicago Bank 

The Inland Trust & Savings Bank 
of Chicago opened recently in Irving 
Park Boulevard and Cicero Avenue. 
It commences business with a paid-in 
capital and surplus of $225,000. 

The stockholders have acquired the 
entire business of the Milwaukee-Irving 
State Bank, “which previously o¢eupied 
the same quarters. All deposits of the 
Milwaukee-Irving State Bank, both 
checking and savings, are taken over 
by the Inland Trust & Savings Bank. 

John F. Smulski, president of the 
North-Western Trust & Savings Bank, 
is chairman of the board of directors 
of the new bank. William H. Schmidt, 
vice president of the North-Western 
Trust & Savings Bank, Walter J. Ray- 


mer, president of the Fullerton State. 


Bank, George R. Benson, of Benson 
& Rixon, clothing merchants, F. E. 
Lackowski, of F. E. Lackowski & Com- 
pany realtors, I. H. Himes, attorney 
and Emil H. Bengson of the Bengson 
Fire-proof Warehouse Company are 
members of the board of directors. 
Chas. H. Ummach, is president of the 
new institution and Frank Iwicki, 
cashier. 
ier of the Milwaukee-Irving State Bank, 
has been elected vice president of the 
new institution and will be an active 
member of the staff. Ralph Van Vech- 
ten, vice president, and director of the 
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Established in 1872 


It is HONESTLY revised twice a year. 
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P. H. Clovin, formerly cash- - 
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Continental & Commercial Banks, 
Howard G. Hetzler, president of the 
Chicago & Western Indiana Railroad, 
with Mr. Raymer, compose the advisory 
committee. 


The Hibernia Bank & Trust Company 
of New Orleans has declared the usual 
quarterly dividend of 6 per cent payable 
on January 2nd to stockholders of record 
December 20th. 

At the same time the bank declared 
the usual quarterly dividend of 3 per 
cent on the salaries of all employes. 
This dividend was paid to them just 
prior to Christmas. 

The deposits of the Hibernia Bank 
& Trust Company have now passed the 
$50,000,000 mark which is a gain of 
$12,000,000, during the year. 


N. N. Oblinger, eashier of the New 
Martinsville Bank of Wheeling, West 
Virginia, announces the purchase of the 
Fakin Hotel, adjoining its bank, which 
will be remodeled into an office building. 
The first floor will be used by the bank 
for an extension of their rooms. 


EK. T. Williamson has been elected - - 
_assistant vice president of the Bank of 
Italy, Chico branch. Chico, California. 
William J. O’Connor, retiring vice- 
president, however, retains his member- 
ship on the loeal board of directors. 


We design, plan, remod- 
el, build and equip 


BANKS 


COMPLETE, UP-TO-DATE and is published 
nearer to the date of the information it con- 
tains than is any other similar publication. It 
is printed in TABULATED FORM, all SIM- 
ILAR ITEMS beiag placed in the SAME 
COLUMN for the purpose of comparison— 
more expensive for us, more satisfactory for 
your purpose. It is BEAUTIFULLY 
PRINTED in clear readable type. 


We have designed, built and equipped thou- 
sands of banks and know how to plan your 
bank so as to give the utmost possible efficiency. 


You constantly have occasion to consult a 
bank directory and as conditions are changing 
daily, unless you have an up-to-date book you 
will get old and inaccurate information. You 
should have the latest and best and that is what 
you get in the Rand McNally BLUE BOOK. 


Write for a copy of a new booklet we 
have just printed, in which some of our 
latest bank buildings and interiors are beau- 
tifully illustrated from actual photographs. 
RAND MSNALLY & COMPANY, Publishers 


Rand McNally Building 
536 S. CLARK STREET 
CHICAGO, ILLINOIS 


ST. LOUIS BANK EQUIPMENT 


AND FIXTURE COMPANY 
SAINT LOUIS, U.S.A. 
807-809-811 WALNUT 8TREET 


The Bankers Directory is a Business Necessity. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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FIRST NATIONAL BANK 
CLAY CENTER, KANSAS 


Complete Contract Just Let 


CONSTRUCTION 


COMPLETE 
EQUIPMENT 




































WRITE FOR “THE BANK BUILDER” 


CHAMBER OF COMMERCE 
SAINT PAUL 
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The Citizens Title and Trust Com. 
pany of Uniontown, Pennsylvania, js 
preparing plans for a bank and office 
building at Broadway and Main Streets, 
to cost approximately $400,000. 


Contract has been awarded architeets 
for the erection of a three story bank 
building for the Mutual Trust Company 
of Philadelphia, Pennsylvania, at an 
estimated cost of $105,000. 


The First National Bank of Sunbury, 
Pennsylvania, purchased property on 
Market Street for its new home. 


Work has been started on the new 
$100,000 building for the First National 
Bank of MeMinnville, Tennessee. 


The Boston Five Cents Savings Bank 
of Boston, Massachusetts, anticipate re. 
modeling or erecting a new building in 
the event the widening of Province 
Street is approved by the City Council. 









Plans are being made by the Union 
Bank and Trust Company of Hunting. 
ton, West Virginia, to erect a ten or 
twelve story bank and office building, 
The building is planned to be completed 
by the end of 1923. 
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At the regular annual meeting of the 
National City Bank of Chicago, all the 
present officers and directors were re- 
elected, and William Edgar, who has 
served the bank for many years as 
auditor, was elected an officer. 


The peak of bond prices for the year, 
as shown by the Wall Street Journal’s 
average price of forty bonds, was on 
September 14, with an average price 
of 92.12, compared with an _ average 
price on January 3, 1922, of 70.22. 
The latter part of September the bond 
market reacted from the high level of 
prices, apparently as a result of the 
over-supply of new securities which had 
been rushed into the market to meet 
the strong demand which had been in 
evidence up to that time. Following 
this dealers again found themselves 















Recent articles in THE 
BANKERS MONTHLY 
show how other bank- 
ers are increasing their 
revenue through wise 
planning of the bank 
building. 


THE BANKERS MONTHLY 





Design Your New Building 
for Increased Revenue 


How to secure definite returns through a 
banking and office arrangement is discussed 
in the February 1922 issue. Read about 
these profitable arrangements. Send fifty 
cents for a copy. 


An attractive community room in the 


Dundee, Illinois, State Bank doubled the. 


deposits in one year. Send fifty cents for 
details of this plan reported in the June 1921 
issue of THE BANKERS MONTHLY. 


540 S. Clark St. 
Chicago, Illinois 








Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


with a substantial amount of undis- 
tributed securities on their shelves, and 
during the closing months of the yeat 
the falling off in the supply of new 
issues and a gradual improving invest 
ment demand it is understood have 
pretty well cleared the dealers’ shelves. 

It is the opinion of many investment 
dealers that in view of this fact and 
the large interest, dividend and matur- 
ity disbursements, which were available 
on January 1, the market is in an ¢& 
tremely healthy condition, and that new 
issues which it is rumored will be placed 
on the market the early part of 19: 
will find a ready market—National City 
Bank. 
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A Bacon Enterprise 

Canadian packers are to pay a pre- 
mium of 10 per cent for all hogs grad- 
ing “first class,” according to standards 
recently adopted. This is in pursuance 
of arrangements made by the dominion 
department of agriculture. Here is 
notice that the packers, and the produc- 
ers of corn and hogs in the United States 
have an alert and aggressive competitor 
in the Canada of the future. 

These standards are for different 
types of hogs for various purposes, but 
the bacon trade seems to be specially in 
view. The development of a high type 
of hog fitted for bacon making is inter- 
esting the Canadian department, and 
the premium of 10 per cent is meant to 
enlist the co-operation of the farmers 
in producing that type. 

Our bacon product is no small item 
in our foreign trade. For the first ten 
months of 1922 exports of bacon, ham 
and shoulders from this country 
amounted to 514,403,000 pounds, valued 
at about $90,000,000. For the same 
period a year ago they were ‘578,000,- 
000. pounds. The United Kingdom is 
the principal market for these exports. 


Heretofore Denmark has been the 
principal competitor of the United 
States in the markets of the United 
Kingdom. The United States is the 
greatest corn producing country in the 
world, yet Denmark, although com- 
pelled to import corn for feeding, sells 
in the English market practically as 
much bacon as the United States. 
Denmark is able to do this princi- 
pally because it produces the high 
type of bacon that its chief customer 
desires. To do this it must first raise 
the animal that is fitted for that pur- 
pose. It is the essence of good sales- 
manship to give a eustomer what he 
wants. 


Canada has started out to get a por- 
tion of the export trade in bacon and 
hams and has gone the right way about 
it—by first producing the raw material 
for the best goods. It is to be un- 
selfishly hoped that success will attend 
her efforts, for the field is broad enough 
for all, and fortune should come to those 
who deserve and take the course to win 
it. But this step might earry a sugges- 
tion to the United States whose livestock 
breeders show so much initiative and 
enterprise. 

If the quality of anything sold in the 
domestic or foreign markets can be im- 
proved by developing improved types 
of raw material American producers 
should be quick to take the step. The 
man who sells his food products to the 
best advantage in a world market, will 
be he who produces what the consumers 
want. They want the best, and will 


pay the price of it—Wall Street 
Journal. 
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USINESS ambassadors of the 

1830’s had to win respect for 
the integrity of their firms before 
foreign trading became possible. 
Keen wits were not enough in a 
commerce where much depended 
upon mutual faith. Good banking 


connections: were and still are a. 


passport to confidence. 


In the early days of American 
enterprise in foreign trade this bank 
was founded, largely to serve im- 
porters and exporters. It was no 
light task to establish relation- 
ships with trustworthy bankers 
and business houses abroad, but 
for over three-quarters of a cen- 
tury National Shawmut has been 
known as an international bank 
representing many American 


Correspondence is 
cordially invited 


of 


The Noel State Bank of Chicago has 
elected Bernard Brozowski, John S. 
Edwards and Ole Gullicksen as direct- 
ors. Peter I. Bukowski and William H. 
Oellerich were appointed assistant cash- 
iers and Erazm Oulashin manager of 
the foreign department. 


At the regular annual meeting of 
directors, A. I. Mellenthin was elected 
president of the National Bank of 
Menrovia, California; Arthur F. Graf 
and M. S. Pottengers, vice presidents, 
and R. H. Bush, cashier. 










Ee te BV 
BOSTON 


business houses of high standing. 


Trading abroad to-day requires 
an experienced and dependable 
guide; there is no safe territory for 


lone adventuring. The National 
Shawmut Bank can help you ma-* 
terially, either in finding goods to 
buy or a market for the wares you 
sell. This bank provides clients 
with up-to-the-minute information 
on reputations and credit, price 
movements and trade demands ‘in 
all countries. 


Swiftness ; accuracy ; abun- 
dant resources; ability to handle _ 
difficult missions ; intelligent per- . 
sonal service—these are the 
results of National Shawmut 
Bank’s strong organization at 
home and abroad. 


Capital and Surplus 
$20,000,000 





MUT BANK 


The Normal State. Bank of Bloom- 
ington, Illinois elected the following 
officers for the ensuing year: E. E. 
Fincham, president; Thomas Sylvester, 
vice president, J. F. Shephard, cashier, 
G. A. Kenyon, assistant cashier, Ellen 
Ambrose, bookkeeper, and Ruth Shep- 
hard, assistant bookkeeper. * 


Henry Nathan for several years with 
Benson Gamble and Slaton, advertis- 


_ing agency, Chicago, has opened offices 


in Chicago and will speciajize in bank 
and investment advertising. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





BANKERS MONTHLY for FEBRUARY, 1929 


Hie Matton sl Chan: 


CAPITAL $105,000~ SURPLUS $105,000 


Prtngetost, WN. 


August 1, 1922. 


OFFICERS 
HARRY C_ ROBERTS, Presdent 
FRED H HASKELL Casmer. 
ERNEST C ROE Asst Coster 


ESTABLISHED in 
1e65 


Rand McNally Bankers Directory, 
Chicago, 
Tll. 


Gentlemen: 


tions upon the 
for your letter of congratula ite 
cnn a naa anniversary with the First National B 


of Princeton. sl 
t I state that the RAND MoN 
wbock I was brought up on" and — for 
over fifty years I have —_ es Se ae a8 ee 
and in my op . 
Teli aoe a OURLISHED, or ever published during my half century's 
experience in the banking business. 


It is with pleasure 
BANKERS DIRECTORY is the 


“Wishing your publication its merited continued success, I an 
’ 2 


Yours vepy truly, 


Benet. progressive banks throughout the United 
States use the RAND MENALLY BANKERS DIRECTORY 
as a daily help to efficient service. For a half century it 
has been the standard book of its kind—complete, accurate 
and comprehensive. 


Practically all of our subscribers show their appreciation by renewing 
from year to year, proving the BLUE BOOK to be entirely satisfactory, 
and we certainly are trying to make it more so with every issue. 


The next issue—January 1923—is now being compiled. If your 
subscription has not been sent to us seé to it that you are recorded as a 
subscriber, as only sufficient books are published to fill orders received 
prior to printing. 

The BLUE BOOK is in constant service in eighty per cent of the 
banks of the United States. It has four times the circulation of any similar 
publication—the largest bank circulation in the world. 


RAND MSNALLY & GoMPANY 


Largest Publishers of Banking Publications in the World 
536 S. CLARK STREET CHICAGO 


H.C. ROBERTS WITH | 
NATIONAL BANK 50 
. YEARS AS OFFICER 


Golden Anniversary ot Princeton ; 
Bank President to Be Cele- | 
brated Saturday Night 
with Banquet. 


STARTS AS BOOKKEEPER’ 


Devotion to Duty and Tireless 

Energy Win Place for Mr. 

Roberts as Head of One of 
County’s Leading Finan- 
cial Enterprises—Dean 
of Bankers’ Fed- 
eration, 

In celebration of the 50th anniversary 
of the connection of President Harry ©. 
Roberts with the First National bank, 
the directors of that institution have 
arranged for a banquet at the rea | 
Methodist church on Saturday evening, 
to which the presidents, vice presidents, 
cashiers and assistant cashiers of every 
bank in the county have beef invited. 
It is given to few men to serve one in- 
stitution for half a century, particular-| 
ly with such bonor and credit to him- 
self as_well as to the institution onal 
and the directors of the First Nationat! 
feel that they want to shov ‘ “ appre 
ciation to Mr. Roberts o = 
able record. 

Mr. Roberts entered t 
First Nations Ww 
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